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North America Will 
Open New School for 
Agents This Spring 


To Offer Fire, Marine and Casualty 
Courses to 700 Agents During 
First Year of Operation 


OPENING DATE IS APRIL 7 


President Diemand States Facilities 
Will Be Available for 90 Stu- 
dents in 5 and 8 Week Courses 





John A. Diemand, president of the In- 
surance Co. of North America Cos., an- 
nounces today that the North America 
will open a new school for agents on 
April 7. Facilities will be available for 
ninety students. Applications from 
agents now are being received by North 
America service offices for any one of 
the three courses: the five-wecks’ fire 
and marine course, which will begin 
April 7; the eight-weeks’, across-the- 
board fire, marine and casualty course, 
which also will begin April 7; a five- 
weeks’ casualty course, which will be- 
gin May 12. 

School in Continuous Session 


The school will be in session continu- 
ously throughout the year with a maxi- 
mum capacity of ninety students at one 
time. Accommodations have been pro- 
vided for the training of nearly 700 stu- 
dents during the first year. 

Establishment of a school for agents 
is the second step in North America’s 
educational program. A training school 
for returning veterans and other com- 
pany personnel has been in operation 
throughout 1946, with 102 students now 
either receiving field training as special 
agents or technical representatives, or 
still attending the head office classes. 

North America’s courses for agents 
are designed to furnish the maximum of 
information and instruction in the short- 
est possible time. Instruction is by de- 
partment heads of North America Cos. 
and a competent staff of educators, 
who are headed by H. Paul Abbott. 
Courses were designed especially to 
serve the needs of young men who are 
being added to the staffs of established 
agencies, and will be valuable, also, as 
a refresher for others. 

In preparing the courses the educa- 
tional department has been cognizant 
of the fact that many established agents 
may have specialized in certain branches 
of the insurance business without ac- 
quiring a well-rounded working knowl- 
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Another Century 


In 1847, a century ago, when the Penn Mutual was born, the 
year saw also the birth of Alexander Graham Bell, inventor of the 
telephone, and Thomas Alva Edison, genius of many electrical in- 
ventions, and Buffalo Bill, who glamorized the Wild West in the 
show world. 


Bell, Edison, Cody, Penn Mutual, all were pioneers in their 
own ways, born in a pioneering age. Within two years the dis- 
covery of gold in California would dramatize the journeys of the 
Argonauts to the West Coast, but American pioneering had already 
been years pushing the frontier Westward, and for years ahead 
there would be pioneering in every field of American endeavor, 
including such businesses as life insurance. 


Telephone companies, electric companies continue to pioneer 
in their own fields. So does the Penn Mutual, for we realize in 
1947 that we are not so much reaching the end of a century since 
birth as entering a second century of progress. 


1847—Penn Mutual Centennial—1947 


THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 
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Century of Security 
Viewed by Stevenson 
At Newcomen Dinner 


Philadelphia Society Hears Penn 
Mutual’s President on “Spirit 
of William Penn” 


CONTRASTS IN 100 YEARS 


Approaching Centenary, Penn Mu- 
tual Spans Life Insurance De- 
velopment in This Country 


President John A. Stevenson of the 
Penn Mutual Life is a member of thi 
American branch of The Newcomen So 
ciety of England and at its 1946 Phila 
delphia dinner he gave an address, “A 
Century of Security Expressing the 
Spirit of William Penn.” The addres 
was made as the company is approachin 
its hundredth anniversary. 

In a sense, he said, the Penn Mutua 
Life was a “war baby” for, in 1847, whe 
the organization was born the United 
States was at war with Mexico. James 
K. Polk was President of the United 
States whose population at the time was 
less than 20,000,000. Some life insurance: 
companies today have more than that 
number of policyholders. For several 
vears before 1847 John W. Hornor, a 
successful Philadelphia hardware mer- 
chant had given serious study to existing 
mortality statistics and became enthus 
astic about organizing a life insuramn 
company to be conducted on the sani 
lines as the better class of English com- 
panies which, by that time, were proving 
successful. His consultations with some 
of Philadelphia’s leading business and 
professional men led to an application 
to the Pennsylvania legislature for a 
charter. The twenty-seven men who ap 
plied for the charter were named by it as 
Penn Mutual trustees. 

First Policy Issued May 25, 1847 

On May 25, 1847, the first Penn Mutual 
policy was issued, John W. Hornor buy- 
ing the policy. A small office was taken 
at No. 91 Walnut Street, Philadelphia 
and the company launched on its career 
The entire working force tor some 
months consisted of Mr. Hornor and a 
porter who ran errands and cleaned up 
the room in consideration of having the 
use of the basement for the storage ol 
tea which he sold when opportunity of- 
fered. The office was fifteen feet square 

The first assets of the company were 
kept in a small tin box with two com- 
partments. To meet a_ possible emer- 
gency a fund, or guaranteed capital, of 
$100,000 was authorized by the board of 
trustees. The subscriptions were in the 
form of notes given by responsible per- 
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(A SERIES OF ADVERTISEMENTS ILLUSTRATING HOW LIFE INSURANCE AGENTS SERVE THEIR COMMUNITY BY SELLING LIFE INSURANCE) 











Would You Have the Nerve to Suggest... 


...TO A HOMEOWNER that his home is merely a place 
for eating and sleeping? Would you have the gall to 
tell him that a hotel room or tourist camp could 
perform those functions more conveniently? 

You bet you wouldn’t! At least not to the home- 
owner we talked with. “Give me my own home,” he 
said, “where I can have permanency, privacy, and a 
decent place to bring up my children...where I can 
enjoy my hobbies... my garden and my workshop!” 

Yes...homes are the basic unit of American society. 
By aiding people to buy homes, and keeping those 
homes secure, Equitable Society life insurance repre- 





Would you like to hear how the Federal 
Bureau of Investigation is solving actual 
crime causes? 


Tune IN ON “THIS 1S YOUR FBI!” 
American Broadcasting Company 
EVERY FRIDAY NIGHT 














sentatives are helping to keep this fundamental unit 
of our way of life intact. By so doing, they have the 
satisfaction of being good citizens! And this is a 
“plus” for Equitable Society field men—a bonus 
over and above the prestige that is theirs as members 
of an honored profession and of an organization like 
The Equitable Society. 

Selling life insurance is more than a way of making 
a living. It is a contribution to the community in 
which an agent lives. Equitable Society representa- 
tives can be proud that by serving Equitable Society 
members...they serve America. 


THE EQUITABLE 
LIFE ASSURANCE 


SOCIETY 
OF THE UNITED STATES 


THOMAS 1. PARKINSON, President - 393 Seventh Avenue, New York I, N.Y. 
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Northwestern Mutual’s Atlantic Coast 


Convention Here 


President M. ). Cleary, Vice Presi- 
lents Edmund Fitzgerald and Grant L. 
Hill, Actuary Elgin G. Fassel, who suc- 
-eeded Percy H. Evans on the latter’s 
retirement, and “Larry” Evans, assistant 
superintendent of agencies, were among 
the home office executives who attended 
he Northwestern Mutual’s 29th annual 
Eastern regional meeting at the Waldorf- 
\storia on Friday and Saturday of last 
week. This meeting includes many pro- 
luction representatives from the South 
\tlantic as well as New England and 
iniddle Atlantic states. 

The Program 


Chairmen at the Northwestern Mutual 
Life’s convention at the Waldorf-Astoria 
were Eugene T. Lothran, general agent, 
Providence; Albert Phillipson, special 
agent, New York City; Lewis I. Held, 
special agent Richmond, Va.; and Elmer 
Rk. Dill, Poughkeepsie general agent. 

Edmund Fitzgerald, vice president of 
Northwestern Mutual, was toastmaster 
at the banquet. President M. J. Cleary 
was first speaker at the opening meetine 
Friday at which meeting Elgin G. Fassel, 
actuary, was one of the talkers. Grant 
L. Hill, vice president and director of 
agencies, was speaker at the Saturday 
luncheon, Other speakers with their 
topics during the meetings were these: 

Russell L. Law, general agent, Balti- 
more—Dollars on the Right Side of the 
Ledger. 

O. Griswold Boynton, Providence— 
Predetermining My 1947 Income. 





James P. Bissett, Harrisburg, Pa— 
Pennsylvania Folks. 

J. Hicks Baldwin, Washington, D. C. 

Doing What Comes Easily. 

Harry Krueger—You, in 1947. 

Kiernan J. Hackett, Norwich, Conn.— 


\My Comedy of Errors. 

Ek. K. Chapin, New York—Good Morn- 
ing, Mr. Prospect. 

Clarence E. P. Crauer, Poughkeepsie— 
Making It a Million. 

William B. Minehan, executive assist- 
ant, home office—Business Insurance, 
Plus. 

Round 
assistant secretary; 
field audit force. 


Some Million Dollar Writers 


The following are the leaders in At- 
lantic Coast er: from December 1, 
1045, to December 1, 1946: 

\. J. Ostheimer, IIT, Finkbiner agency, 
hiladelphia: $2,819,391 on 216 lives. 

R. R. Brown, Norton Agency, Win- 

on-Salem, N. C.: $1,977,004 on 160 lives. 

W. KF. McMartin, McMillen Agency, 
New York: $1, 488,728 on 238 lives. 


Table—Chester W. Adamson, 
Joseph E. Schwinn, 


T. K. Carpenter, McMillen Agency: 
$1,351,711. 
\. E. Gillman, Law agencv, Baltimore: 


*! 269,594 on 139 | 
D. B. Flugelman, 
acsency, New York 
& lives. 
\. H. Cohen, Krueger & Davidson 
ency, New York City: $1,107,858. 
Lawrence Willett, Atlanta: $1,032,250. 
President Cleary’s Talk 
During his talk President Cleary dis- 
cussed the great increase in the field 
Prospecting. He said that the normal 
arriage rate in the United States prior 
World War IT was approximately 
1,000 couples a year. The marriage 
‘e in 1946 was in excess of 1,000,000 
uples and the best information the 
mpany has is that in 1947 not less 
an 1,250,000 couples will start out to 
‘tablish a home. And the home is the 
incipal market for life insurance, 
Discussing the state of the nation Mr. 


ives. 
Krueger & Davidson 
City: $1,171,025 on 





Cleary said: “We have heard a lot of 
twaddle in the last dozen years about a 
matured economy and about there being 
‘no more frontiers.’ In my opinion, there 
is no frontier so far as the forceful in- 
venting thinking American mind is con- 
cerned. Dr. Canfield once said, ‘What 
the mind of man may conceive the 
genius of man will ultimately achieve,’ 

“We know from history that after 
every war in which this country has en- 
gaged, the country, in a relatively short 
time, has risen to social and economic 
heights which we didn’t even dare to 
dream about. In my opinion, historv 
can and will repeat itself in the months 
and years ahead.” 

Company Passes $5 Billions in Force 

Vice President Fitzgerald said that 
the company’s insurance in force has 
passed the $5 billion mark and its assets 
have passed the $2 billion mark. 

Russell L. Law, Baltimore general 
agent, said that life insurance is the 
only way in which a man may create 
dollars or conserve dollars or have dol- 
lars distributed. A man must either live, 
die or quit working. In any of these 
events life insurance gives a fair break. 
For many an aged person life insurance 
has furnished hope, freedom and inde- 
pendence. 

Clarence E. P. Crauer of Poughkeepsie, 


who paid for more than a million last 
year, said that the bulk of his sales were 
with planned income material. To plan 
successfully an agent must have com- 
plete information on a man’s set-up, his 
problems, his goals, what he earns and 
how much (by his own admission) he 
can save during a year. With such in- 
formation nothing can stop an intelli- 
gent, industrious agent from writing a 
lot of insurance. He also discussed the 
company’s Confidential Estate Survey 
sheet. 

Good Prospects as Seen by Bissett 

James P. Bissett, Harrisburg, Pa., 
gave his opinion as to what lines of 
business offer fine opportunities for 1947 
prospecting. He started with auto deal- 
ers and auto salesmen, saying that “un- 
less a catastrophe hits this country these 
men are bound to make a lot of money 
over the next three or four years, sup- 
plying cars to the millions.” Electric 
aides dealers, farm machinery deal- 
ers, architects, contractors, plumbers, 
painters, real estate men and officers 
of banks will need a lot of insurance. 

J. Hicks Baldwin, Washington, D. C., 
in discussing notebook and other leads 
made these among other observations: 
The percentage of good returns can be 
controlled by the quality of the names 
circularized. 

Don’t expect to hit the jackpot every 


Many Northwestern Mut. Top Leaders 
Entered Company from School, Says Hill 


Grant L. Hill, vice president and di- 
rector of agencies, Northwestern Mutual, 
told the Eastern field convention of the 
company here last week that unofficial 
figures from the home office were that 
the company paid for $57,772,000 in De- 
cember, a 26% gain over the previous 
record month, which was December, 
1938. The calendar year 1946 found 80,- 
000 policies paid for, amount of insur- 
ance being $470,000,000. The size of the 
average policy was something over $5,800, 
another all-time record with the com- 
pany. 

The top twenty-five men in the com- 
pany for the company year, ending De- 
cember 1, 1946, paid for $26,291,000. One 
of them entered the business at the age 
of 20; two at 21; two at 22. Seven en- 
tered the business in their 30's. The 
present ages of these men run from 29 
to 59. One-fifth went from school or 
college into life insurance. 

3ackground of others was as varied as 
banking purchasing agent, superintend- 
ent of printing plant, poultry raising. In 
1945 6% of the Northwestern’s agents 
were CLU’s, and they did 26% of that 
year’s business. Fred Meyer of Chicago 


got his CLU at 66. 
Professional Men Fine Prospects 
Mr. Hill praised the talk made at the 


National Association of Life Under- 
writers convention Cleveland by Dr. 
John Finlayson of Ann Arbor, Mich. 


(Massachusetts Mutual) who snecializes 
in writing professional men. Mr. Hill 
said the professional man is an excellent 
source of business. An analysis of the 
third quarter business for 1946 compared 
to the same quarter of 1945 shows the 
production from lawyers had just doubled 
in that short time. From dentists it was 
up 177%. And physicians and surgeons, 
both nearly $6,500,000 in that three 








GRANT L. 


HILL 


Vice President and Director of Agencies 


months—just three times what they had 


done in the same three months a year 
before. 

Discussing the company’s Audubon 
calendars Mr. Hill said it had ordered 


170,000 of them for this year and that all 
of them had been taken, 
He discussed the new 
of the company which 
first of this year. 
Growth of Life Insurance in U. S. 
Discussing the growth of life insurance 
in this country he said: 
_ “Tt is an historical fact that the life 
insurance in force in this country grew 


career contract 
is effective the 

















| Toastmaster at Banquet 





EDMUND FITZGERALD 
Vice President of Company 


time, but keep on trying. 

If the prospect has an insurance prob- 
lem he will reply. If he doesn’t, will 
not. Remember: it is information the 
prospect wants, not the notebook. 

Business doesn’t develop in a hurry. 


So, be patient. a 
Don’t forget that out of sight is out 
of mind. Keep after the public. 


Always remember that mail matter is 
a supplement, not a substitute. 

To get real benefits out of a sale pro- 
motion plan it takes a lot of planning 
supervision and follow-up. 





250% in the five years following the 
Civil War, 70% in the same period after 
the Spanish-Americz an War. There was 
a 90% growth in the five years following 
World War I, and certainly it is bent 
for another record, judging from the 
past year’s sales and what we hear from 
all sides. 

“The nationally famous and ever-con 
servative Dr. Huebner tells us he has 
only scratched the possibilities. He tells 
us we have done about one-sixth of our 
job.” 

Business Week Survey 

Mr. Hill told of a= survey. recently 
conducted by Business Week magazine 
of the personal characteristics of more 
than 3,000 men engaged in American 
business and industry. A few facts re- 
vealed in the survey follow: 

EKighty-three per cent of 
were major executives, 


these 3,000 
57% were under 
Page 14) 


N.W. Meeting Notes 


Commissioner of 
New Jersev was a guest at the 
of the Northwestern Mutual 
Waldorf-Astoria dinner last week. 


(Continued on 


arey ot 
banquet 
Life’s 


Insurance C 


Lewis I. Reid, who in December ap- 
plied for $530,000 business with. thirty- 
eight lives, was a colonel in the Army 
end served on General MacArthur’s 
force. He got back to life insurance 
work in March, 1946. 

Royall Brown of Winston-Salem, who 
returned from the Air Corps with the 
rank of major, November, 1945, and then 
took a refresher course with the com- 
pany, paid for $1,044,000 in the last five 
months of the Northwestern Mutual’s 
agency year. 
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Marquis James’ Book on Metropolitan 


Famous Author Says Company Is Owned by One-fifth of 
People of United States and Canada 


The book, “The Metropolitan Life, A 
Study in Business Growth,” on which 
Marquis James, Pulitzer prize winner, 
has been engaged for three years, has 
been published by the Viking Press, 15 
East 48th Street, New York City. Mr. 
James is also the author of a book giv- 
ing the history of the Insurance Com- 
pany of North America. 

The arrangement under which the new 
book was written was as follows: Fred- 
erick H. Ecker and Leroy A. Lincoln 
made an offer to Mr. James of a free 
hand to write the story of the Metro- 
politan Life as it seemed to him. They 
promised complete access to the com- 
pany’s records and all the assistance re- 
quired to facilitate a study of them. He 
construed this offer broadly. Without 
consulting anybody at the Metropolitan 
he employed research assistants. There 
were times when he had more than half 
a dozen people searching for material 
for the book. His chief helpers in his 
work were Jonathan Grossman of the 
College of the City of New York; Wini- 
fred Carroll Ferguson, associate editor 
of the Journal of Economic History; 
Clemens G. Arlinghaus, research actuary 
of the Metropolitan, and Mrs. James. 


Owned by One-Fifth of the People 


The book contains many illustrations 
and begins with a chapter called “The 
Rise of a Social Force.” Conveying an 
idea of the importance and influence of 
the Metropolitan Life he says one is 
thrown back, for comparisons, on the 
United States Government. The only 
corporations larger than the Metropoli- 
tan are the Reconstruction Finance Cor- 
poration and the Federal Reserve Bank 
of New York. He says the Metropolitan 
is owned by one-fifth of the people of 
the United States and Canada; that is 
to say, it is owned by its policyholders 
who comprise one person in five in those 
countries. They are the sole proprietors; 
there are no stockholders. 

On June 30, 1946, the assets of the 
Metropolitan were $7,796,547,782. This 
great accumulation of private capital is 
held for persons of modest means. At 
the end of the first half of 1946 the 
Metropolitan had in force approximately 
45,000,000 life insurance policies and cer- 
tificates. The average amount of these 
policies was $733. “Metropolitan is a big 
business for little people, a cooperative 
association economically run in_ their 
interest. It sells insurance at cost.” 


Helps Improve American Living Standard 


Mr. James traces the stens in the 
Metropolitan Life from its transforma- 
tion from a commercial enterprise into 
a social institution. In many ways the 
company improved the American stand- 
ards of living. Its warfare against ignor- 
ance and disease reached a point where 
it could take over the tuberculosis prob- 
lem of an entire city and show, by an 
experiment of seven years’ duration, how 
the “white plague,” as they called it in 
those days, could be successfully fought. 
It went into a mining town with a shock- 
ingly high infant mortality and cut the 
rate by almost two-thirds in three years. 
It cleaned up a southern industrial cen- 
ter, and insured practically every wage 
earner there. 

The lessons learned from these demon- 
strations went far. They have helped to 
lengthen the span of American life bv 
reducing mortality from a number of 
specific diseases. The death rate of 
Metropolitan policyholders from these 
causes is lower than the national aver- 
age. This is due to the advice and the 
health supervision they receive from the 
company as well as to a process of 
selection. 

_Tie Metropolitan grew from small be- 
ginnings, dating from the Civil War pe- 
riod. For nearly twenty years there was 
an almost continuous struggle for sur- 


vival. And back of that lie the prim‘tive 
beginnings of life insurance itself, whic) 
achieved greatness in size and in use- 
fulness only after a long and checkered 
evolutionary process. 


Becomes Metropolitan Life 


The company is descended from the 
National Union Life & Limb Insurance 
Co., which was formed in 1863. Its ob- 
jective at the time was to insure Civil 
War soldiers and sailors. The original 
head of the company was Simeon Draper. 
For a time Major General Daniel E. 
Sickles, who lost a leg at Gettysburg, 
was president of the company. Orison 
Blunt, second president of the National 
Union Life & Limb, was a New York 
business man, inventor and public figure. 
The company’s first office was on the 
second floor of 243 Broadway. The com- 
pany reorganized in 1865, adopting the 
title of National Life and Travelers. 

In 1868, deciding to abandon casualty 
insurance and start over again as a pure 
life company, it made a fresh start under 
the name of the Metropolitan Life. 
Joseph F. Knapp was active in the re- 
organization of the company and_ be- 
came its second president. He piloted 
the company through the depression of 
the ’70’s and staked his personal for- 
tune on the campaign to launch it in the 
“Industrial” or small-policy field. The 
second home of the company was on the 
third floor of 319 Broadway. The third 
home was one of New York’s notable 
business edifices, with steam heat, gas 
lights and an elevator. It was at Park 
Place and Church Street and was known 
as the Metropolitan Building. 

Officers Have Been Men of Distinction 

The company has been unusually for- 
tunate in its officers and Mr. James tells 
in detail of many of its developments 
under John R. Hegeman, Haley Fiske, 
Frederick H. Ecker and Leroy A. Lin- 
coln. He also pays a fine tribute to its 


first great actuary, James McIntosh 
Craig. 
John Rogers Hegeman was elected 


president of the Metropolitan Life on 
October 7, 1891, and Haley Fiske, at 
the age of 39, became vice president. 
For many years these were two of the 
preat leaders of the Metropolitan Life. 
Mr. Hegeman began his insurance ca- 
reer as a bookkeeper, and joined the 
Metropolitan in 1870 as secretary. Mr. 
Fiske’s first contact with the Metropoli- 
tan was as a member of the law firm of 
which the company was a client. He in- 
stituted reforms which anticipated many 
of the Armstrong Committee’s criticisms 
of life insurance and gradually trans- 
formed the Metropolitan from a com- 
mercial enterprise into a social institu- 
tion. Mr. Hegeman died in 1919 at the 
age of 75 and was succeeded as presi- 
dent by Mr. Fiske. 

Five minutes after his election Mr. 
Fiske told the directors that his own 
choice for his successor when the time 
arrived was Frederick H. Ecker, then 
treasurer.. Thereupon, Mr. Ecker was 
promoted to vice president. Mr. Ecker 
had joined the company as an office boy 
and came up through the financial branch. 
He has invested more private capital 
than any man in history. He is fathor 
of Metropolitan’s housing projects. the 
largest in the world erected by private 
funds. 

Sixth president of the company is 
Leroy A. Lincoln, whose first connection 
with insurance was as counsel for the 
New York Insurance Department. He 
became general attorney of Metropolitan 
in 1918. As second in command under 
Mr. Ecker, Mr. Lincoln directed a 
series of reforms in insurance practice 
and internal administration. Mr. Lin- 
coln became president in 1936 and Mr. 
Ecker, who was president, became 
chairman. 

Many informative stories of Messrs. 


1946 Biggest Year in 
History of Home Life 


NEW LIFE TOTALS _ $103,793,771 


In Force Gained $78,210,382 Over 1945; 
Average Policy Size 
Was $11,799 





As the year ends the Home Life of 
New York reports the biggest year in 
its entire history with production of 
new life insurance totaling $103,793,771, 
insurance in force gaining $78,210,382 
over the amount in force on December 
31, 1945, and the average annual produc- 
tion of its field organization reaching 
$316,400 per man. The Home Life es- 
tablished these records with a field or- 
ganization which is substantially smaller 
than a few years ago in the same com- 
pany and is one of the smallest for any 
life insurance company doing a com- 
parable volume of new business. The 
average policy size in the company for 
1946 was $11,799 compared with $10,060 
in 1945, which for the ninth consecutive 
year was highest in average policy size 
for all companies. Business in Decem- 
ber alone was 51% better than for De- 
cember, 1945, 

Significant also during the year was 
the return to the company of seventy- 
five veterans who had served in the 
armed forces. About half of that num- 
ber were members of the field organiza- 
tion and the others were home office 
employes. All veterans were given re- 
fresher training at the home office to 
assist them in making the transition 
back to civilian work. 

Of the new men hired during the year 
eighty-seven were veterans. new 
field underwriters were brought into the 
home office school for two weeks inten- 
sive training in Home Life’s planned es- 
tate procedure before starting in the 
field. All new men were started on a 
salary plan and the average earnings 
per month in 1946 for new men was 
$327. 

Leading producers for the year were: 
L. R. Stein, Newark; H. C. Kenyon, 
Grand Rapids; C. F. Steinhofer, N. Y.- 
Evans; P. S. Gesswein, N. Y.-Ellis; R. 
B. DuVal, CLU, Baltimore; J. S. Cham- 
berlain, N. Y.-Evans; J. D. Garfunkel, 
CLU, N. Y.-Huber; R. C. McGuiness, 
Washington; P. F. Grove, Jr., Wash- 
ington; and L. L. Mackey, CLU, De- 
troit. 

Managers who directed ten leading 
agencies for the year were: Thomas A. 
Dent, Jr., Philadelphia; John H. Evans, 
New York; Vernon W._ Holleman, 
Washington; Lester Horton, Newark; 
Frank Friedler, New Orleans; Solomon 
Huber, New York; Roy V. Kenyon, 
Grand Rapids; Joseph E. Boettner, 
Philadelphia; Adolph R. Klein, Chicago; 
and John H. Coles, Pittsburgh. 





APPOINTED LOS ANGELES MGR. 


Thomas G. Petrello has been appointed 
agency manager for the Los Angeles 
general agency of Canitol Life of Denver. 
He was formerly district manager in 
a for Franklin Life of Springfield, 
Til. 





Hegeman, Fiske and Ecker are found 
in the book. Among the interesting 
chapters are those dealing with Indus- 
trial insurance, the Armstrong Investi- 
gation, establishment of Group insurance, 
the farm mortgage division, company’s 
activities in urban real estate and there 
are some chapters which have to do with 
TNEC inquiry and impact of the World 
War on life insurance. 

In the concluding paragraph of this 
unusually interesting, important and in- 
formative book Mr. James says that in 
no other fiduciary institution have the 
wage earners and others in moderate 
circumstances voluntarily entrusted so 


much of their earnings—to be kept and 
increased by judicious and often socially 
minded investment, and returned, some- 
times many fold. “That is one way of 
providing more for the many” he says. 


Hancock to Open Three 


New Districts in Texzs 


Three new’ Texas district agencies 
Houston East, Houston Central ar | 
Corpus Christi will be opened by t! 
John Hancock, January 15. Manag 
of the Houston East district will be J: - 
seph J. Iannoli, promoted from assista 
district manager at Worcester. Man 
ger of the Houston Central district w 
be Ralph R. Steffa, Jr., promoted fro | 
assistant district manager at Ced: + 
Rapids. Manager at Corpus Chris i 
district will be James C. Gilliam, pro- 
moted from assistant district manag: r 
at Dallas. 





TRAVELERS APPOINTMENTS 


Perry T. Carter, Lowell F. Brown, 
Wendell A. Moats, Advanced; Ex- 
pand Group Sales Division 


An expansion of its services to meet 
increased demands on the group sales 
division of its life, accident and group 
agency department has been announced 
by The Travelers. The expansion in- 
volves changes and appointments both 
in the home office and field. 

Perry T. Carter has been designated 
superintendent of agencies in charge of 
group sales. Lowell F.: Brown has been 
appointed superintendent of group sales 
and Wendell A. Moats has been named 
assistant superintendent of group sales. 

Mr. Carter joined The Travelers in 
1925 as a field assistant; life, accident 
and group departments at the Charlotte 
branch office and a year later was made 
assistant manager there. He was later 
transferred to Chicago as assistant man- 
ager. In 1931 he was assigned to the 
group agency department as district 
group supervisor. Five years later he 
was promoted to regional group super- 
visor in Chicago and in 1938 he trans- 
ferred to New York in the same ca- 
pacity. He went to the home office last 
June and was made assistant superin- 
tendent of agencies in charge of all 
group sales. 

Mr. Brown joined the company in 1927 
as a field assistant in the life, accident 
and group departments, at the Toledo 
branch office. He was later made assist- 
ant district group supervisor and_ in 
1938 was promoted to district group su- 
pervisor for the Toledo and Columbus 
branch office territories. He transferred 
to Chicago in 1939 and in 1942 at that 
office he established a company group 
sales record. He went to the home office 
in 1943 as assistant superintendent of 
group sales. 

Mr. Moats goes to the home office 
from New York where he has been dis- 
trict group supervisor for greater New 
York. He joined the company in 1926 
as group field service representative and 
left the home office for field work in 
Cleveland, Indianapolis and Louisville. 
Following another period at the home 
office Mr. Moats came to New York in 
1936. 

Some eighteen other changes in field 
representatives were also announced hy 
the company. F 








ARNOLD’S PARTY FOR LEADERS 


O. J. Arnold, president of Northwest- 
ern National Life, has again invited 
leaders in the company’s recent Arnold 
Month competition to be his guests «t 
another fishing party to be held ear'y 
next summer at Basswood Lake on t':* 
Minnesota-Ontario border. October, Mr. 
Arnold’s birthday month and annive~- 
sary with NwWNL, has tradit‘onallv be» 
dedicated to him by the NwNL fi 
force, 





ALBERT M. HILLS DEAD 

Albert Meade Hills, former assista it 
secretary of Connecticut Mutual Li’e, 
died last week. He had retired from t'2 
company in July, 1946, after fifty-five 
years of service. He began as a s!-- 
nographer and_ subsequently beca:'e 
chief clerk “of the medical departme: t. 
In 1920 he was made supervisor of app i- 
cations and in 1929 advanced to assistait 
secretary. 
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CORPORATION STOCKHOLDERS 


These four men owned a $100,000 corpo- 
ration, each man’s 25% interest in the 
business being worth $25,000. 





This man died. His heirs re- 
ceived $25,000 in payment for the full 
value of their inherited share in the corporation. 


The corporation, still worth $100,000, was then owned 
by the three survivors. Each survivor's share then 
amounted to $33,333, representing an increase of 
3314% over the value of his former holdings. 





The plan which protected the heirs of the deceased stockholder and the 
interests of the surviving owners was as simple as A, B,C . 


1. Each stockholder’s life was insured for $25,000, equal to 
the value of his stock. Premiums were paid by the corporation. 


9. All policies were owned by the corporation. 
3. A stock retirement agreement provided that, upon the death 
of any stockholder: 
a. The proceeds from the insurance on his life 
would be used to buy his stock . . . 


b. The stock so purchased would be retired by the 
corporation. 


Note: The premiums were not deductible in tax returns. The proceeds were not taxable, 
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Presidents of Five Hartford Companies 
and Other Executives Attend 
25th Anniversary Affair 

John Marshall Holcombe, Jr., manag- 
ing director of Agency Management As- 
sociation, was guest of honor Thursday, 
January 2, ‘at a luncheon attended by 
the presidents of the five Hartford life 
insurance companies and other insur- 
ance executives. The luncheon at the 
Hartford Club was in observance of the 
25th anniversary of the founding of the 
Life Insurance Sales Research Bureau, 
a predecessor organization of Agency 
Management Association. The Research 
Bureau and the Association of Life 
Agency Officers were merged to form 
the present association in January, 
1946. Earlier in the day, Mr. Holcombe 
noted the anniversary at a staff meet- 
ing held at the association’s offices. In 
the evening, the staff held an employe 
party at the Rockledge Country Club, 
West Hartford, as a climax to the 
January 2 anniversary. 

Presiding at the luncheon was Robert 
3. Coolidge, agency vice president of 
\etna Life and a member of the asso- 
ciation’s board of directors. He paid 
tribute to Mr. Holcombe for the pion- 
cering work and the leadership given 
the association since 1922. 

Presidents who attended were: Mor- 
gan B. Brainard, Aetna; Arthur M. Col- 
lens, Phoenix Mutual; Peter M. Fraser, 
Connecticut Mutual; Jesse W. Randall; 
the Travelers; Frazar B. Wilde, Con- 
necticut General. 

In responding to Mr. Coolidge’s intro- 
duction, Mr. Holcombe disclaimed any 
personal credit for the research idea, 
adding that he took the job of starting 
the project only “because no one else 
wanted it.” 


Research Was Winslow Russell’s Idea 


“Winslow Russell, then vice president 
of Phoenix Mutual, actually was the 
father of the idea,” Mr. Holcombe said. 
“It was Mr. Russell who saw that life 
insurance sales could be improved 
through the vehicle of market sales re- 
search,” 

Mr. Holcgmbe traced the history of 
the association from a struggling group 
supported by twelve companies in its 
first year to its present size of 173 com- 
panies in the United States and Canada 
that have in force more than 92% of all 
the life insurance. 

The Research Bureau was begun at 
Carnegie Tech in Pittsbtrgh, later mov- 
ing to New York and finally locating in 
Hartford where it has been through 
most of its history. The association has 
expanded its activities to include schools, 
publications, cooperative efforts, surveys, 
reference facilities and many other func- 
tions important to the marketing phase 
of life insurance. The’, association’s 
greatest achievements have been studies 
in field of agent selection,’ training and 
development. 

Also attending the luncheon were the 
following association executives and 
Hartford life agency officers: Charles 
J. Zimmerman, director of Institutional 
Relations; Lewis W. S. Chapman, di- 
rector of Company Relations; Elizabeth 
Pi Stevens, secretary-treasurer; Laur- 
ence S. Morrison, Research Consultant; 
Vincent B. Coffin, and George F. B. 
Smith, Connecticut Mutual; D. Gordon 
Hunter, Phoenix Mutual; Thomas W. 
Cole, Travelers; F. Hobert Haviland, 
Connecticut General. 

At the party Thursday night, em- 
ployes of the association presented Mr. 
Holcombe with an _ etched scroll in 
recognition of his long service and con- 
tribution to the institution of life insur- 
ance. 





John W. Barry will have charge of 
the new life insurance department of 
the Woodward Agency, Inc., Niagara 
Falls, N. Y. He was formerly with the 
Equitable Society. 


Jefferson Standard Holds 
3-Day Managers Meeting 


A three-day meeting of Jefferson 
Standard’s sixty-two 


and general agents was held this week 


branch managers 
at the company’s home office in Greens- 
boro, N. C. Theme of the meeting was 
“Building Agencies Through Consistent 
Recruiting, Constant Training and Con- 
tinuous Supervision.” 


Speakers included Julius C. Smith, 
vice president and general counsel; 
Agency Manager Karl Ljung, R. G. 


Blair, superintendent of agencies; R. B. 
Taylor, CLU, assistant agency manager; 
H. P. Gravengaard, Diamond Life Bul- 
letins; Mary R. Taylor, agency secre- 
tary. Ralph C. Price, president, and M. 
A. White, vice president, were luncheon 
session speakers. J. S. Causey, superin- 
tendent of agencies, was general chair- 
man of arrangements for the meeting. 


APPOINTS TWO SUPERVISORS 


Supervisors in two Mid-West branches 
of Occidental Life of California have 
been appointed, V. H. Jenkins, senior 
vice president, has announced. These 
include Harry Greenwood, Grand Rapids 
branch, and. Roger Olmscheid, Minne- 
apolis branch. 








R. W. Bowles Made Orlando 
General Agent, Penn Mutual 


Because of the 
importance of Florida, Penn Mutual Life 


increasing business 
new general 
Robert W. 
general 
the 
territory 
Brevard, 


agency at 
3owles has 
Head- 
Bank 
include 
Levy, 


has created a 


Orlando and 
appointed 


will be in 


agent. 
Florida 


been 
quarters 
3uilding and the will 
the counties of Lake, 
Marion, Orange, Seminole, Sumter and 
Volusia. 

Mr. Bowles was formerly with the 
Jacksonville agency. An installation din- 
ner was held Tuesday night at the Or- 
lando Country Club. A lieutenant com- 
mander in the recent war he was elected 
Post Cammander of the Orlando Chap- 
ter American Veterans of World War 
Il. He is a director of American Legion 
and is a member of Veterans of Foreign 
Wars and the Central Florida Associa- 
tion of Life Underwriters. 





P. B. HOBBS ST. PAUL SPEAKER 
Philip B. Hobbs, president, National 
Association of Life Underwriters, ad- 
dressed the first 1947 meeting of the 
St. Paul Life Underwriters Association 
= week. His topic was “Outlook for 
947.” 


SO GROWS 
THIS POLICY 


, * INDEED, little folks do grow up. And so do their 
insurance needs. But the insurance policy that: meets the 
requirements of a little boy or girl seldom matches the 
needs of a grown man or woman. 

That's the secret of Occidental’s Junior Estate policy 
for children one day to 11 years old. The “something 
new” in this policy is the ingenious arrangement by which 
it grows with the child. Each $1,000 of endowment-like 
protection in childhood and youth automatically becomes 
$5,000 of low-premium Ordinaty Life for the adult. 


They never outgrow the Junior Estate policy. As the 
child comes of age, so do the “miracle” benefits of the 


Junior Estate plan. 


OCCIDENTAL LIFE Insurance Company 


@ & V.H. JENKINS, Senior Vice-President 


“We pay lifetime renewals—they last as long as you do” 





Now Lincoln National G.A. 





ROBERT E. BEISEL 


Promotion of Robert E. Beisel from 
district agent to general agent at Kala- 
mazoo, Michigan, for Lincoln National 
Life, Fort Wayne, Ind., has been an- 
nounced by Vice President and Director 
of Agencies A. L. Dern. Mr. Beisel 
assumed his new position January 1, 
1947. Kalamazoo agency headquarters 
will remain at American National Bank 
Building, Kalamazoo, with _ territory 
comprising Allegan, Barry, Kalamazoo, 
and Van Buren counties in Michigan. 

Mr. Beisel has been associated with 
‘Lincoln National Life for the past 
twenty years, since 1932 as district agent 
at Kalamazoo. Prior to 1932 he was a 
unit manager at Lafayette. He is a 
graduate of DePauw University and also 
studied at the University of Michigan 
Law School. 


METROPOLITAN FIELD CHANGES 





Morris Manager in Philadelphia; Mos- 
toller Succeeds Him at Pittston; 
D’Andrade Retres 
Hastings A. Morris, formerly manager 
for the Metropolitan at Pittston, Pa, 
has been placed in charge of the com- 
pany’s Germantown district in Philadel- 
phia. He succeeds Joseph D’Andrade 
who has retired and is succeeded at 
Pittston by. Nevin Bernard Mostoller, 

formerly field training supervisor. 

Mr. Morris is a native of Sugar Notch, 
Pa., and was associated with the coal 
mining industry before joining — the 
Metropolitan as an agent at Wilkes 
Barre in 1920. In 1928 he was appointed 
an assistant manager and in 1938 man- 
ager at Pittston. 

A native of Berlin, Pa., Mr. Mostoller 
attended California Teachers College and 
taught school for a year prior to joining 
the company. Appointed an agent in 
the Johnstown, Pa., district in 1923, he 
was promoted to an assistant manager 
of the district in 1928 and subsequently 


held that position in Cambria and 
Susquehanna, Pa. In 1934 he went to 
the home office as a field training in- 


structor for Penn State territory, later 
being advanced to field training super- 
visor. 


SATTERFIELD RESOLUTIONS 


Theo W. Kelley, of Richmond, prest- 
dent of the Virginia Association of [n- 
surance Agents, has appointed a commit 
tee to draft suitable resolutions of the 
death of Dave E. Satterfield, Jr., execu- 
tive director of the Life Insurance A*s0- 
ciation of America, which occurred re- 
cently in Richmond, his former home 
town. Mr. Satterfield was widely known 
to members of the association. The com- 
mittee comprises W. Owen Wilson. 
Robert I. Boswell, H. Linwood Ford, 
Donald C. Hancock and Stuart Ragland, 
all of Richmond. 
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“Go to it, Jack, 


The Atna Sales Course 








will pus you 


years ahead” 


More and more Etna Agents are insisting that 
men who join their organizations must attend 
fEtna’s Home Office Casualty and Surety Sales 
Course. The results of this training prove that it 
is worth years of actual experience. 

The Etna Sales Course is an approved educa- 
tional institution under the G. I. Bill. 

fEtna’s On-the-Job Training Program has the 
general approval of the Veterans’ administration. 

Monthly subsistence benefits, available to 
veterans under the Etna Educational and On- 
the-Job Training Program, are helping hundreds 
of returned servicemen to establish themselves 
firmly in the general insurance business. 3,054 


graduates—5 58 veterans of World War II]—have 
chosen this plan of preparation for a career in 
insurance selling on the higher plane of today. 

In combination, the Etna Sales Course and 
the Etna On-the-Job Training Program have 
become an integral part of the expansion plans 
of hundreds of Atna Agencies. Together, they 
can help you to fully develop current production 
possibilities. 

Ask your nearest Etna Office for full particu- 
lars. Get the new booklet, “For Men Who Want 
To Make Money”. Act promptly to insure early 
enrollment. 


ATNA HOME OFFICE CASUALTY AND SURETY SALES COURSE 


AATNA CASUALTY AND SURETY COMPANY 


AFFILIATED WITH AATNA LIFE INSURANCE COMPANY 


AUTOMOBILE INSURANCE COMPANY STANDARD FIRE INSURANCE COMPANY 
HARTFORD 15 CONNECTICUT 
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A Life Company’s Law Department 


Warner F. Haldeman, Associate Counsel, Penn Mutual, Tells 
Engelsman-Phillips Agency How It Operates; Also 


Discusses Business Insurance 


At a recent luncheon of the Engelsman- 
Phillips agency, Penn Mutual, New York, 
Warner F. Haldeman, associate counsel of 
the company, described the operations of 
the law department of the company and 


also discussed business insurance. He said 
in part: 
There seems to be a fairly general 


misconception of the nature of the work 
of the law staff of a life insurance com- 
pany—particularly as to the amount of 
time devoted to resisting or contesting 
claims. As a matter of fact, the Penn 
Mutual’s law staff is required to devote 
less than 5% of its time, approximately 
one-third of the time of one attorney, 
to this class of work. At the present 
time we have outstanding only twelve 
lawsuits involving contested claims, and 
we have in force two and one-quarter 
billions of life insurance on the lives 
of more than five hundred thousand 
policyholders. Our staff members are 
consulted by every department of the 
company on a great variety of ques- 
tions, but 75% of our working hours 
are divided about equally among three 
general fields of activity—investments 
(mortgages and securities), taxation (of 
company and policyholders), and draft- 
ing of beneficiary designations, assign- 
ments, and other insurance forms. 


Advice to Policyholders 


Any discussion of the activities of the 
home office law staff of a life insurance 
company is bound to bring up the ques- 
tion of the nature of the advice given 
to policyholders by the company’s attor- 
neys, either direct or through under- 
writers. We adhere strictly to the rule 
that members of our law staff may not 
give legal advice to policyholders or 
prospects, since such advice would in 
effect be given by the company, and cor- 
porations are not permitted to practice 

w. However, we feel that it is proper 
and appropriate for us to give general 
legal information concerning the status 
of life insurance contracts to policy- 
holders and prospects, always caution- 
ing that legal advice must come from 
the policyholders’ or prospects’ own at- 
torneys. 

The distinction between legal advice 
and general legal information can be 
explained most readily by illustrations. 
And since questions concerning the tax 
status of life insurance proceeds seem 
to have been the most popular ones in 
recent years, we shall look to that field 
for our first example. If the company’s 
_ staff informs policyholders that the 

Federal Revenue Act now provides that 
life insurance proceeds are exempt from 
estate tax only if the insured has re- 
served no legal incidents of ownership 
in his policies, and if the premiums are 
not paid either directly or indirectly 
by the insured, it is giving legal infor- 
mation. On the other hand, if a policy- 
holder is told that his policies hate 
been arranged in such a way that the 
proceeds should be exempt from tax or 
that payment of premiums by a_bene- 
ficiary out of funds given to her by the 
insured as a Christmas gift is not an 
indirect payment by the insured, that 


‘as general counsel; T. B. 


would seem to be legal advice and, ac- 
cordingly, should come from the policy- 
holder’s own attorney rather than from 
an attorney employed by an insurance 
company. 

Business Insurance 

3usiness insurance is another field 
from which questions frequently come 
to the company’s law staff. One ques- 
tion which is asked repeatedly is “May 
the insurance proceeds which are to 
serve as the purchase price of a part- 
ner’s or stockholder’s business interest 
be distributed to members of his family 
under the income options instead of 
being paid in one sum to the legal 
representative of his estate?” 

We believe it is entirely proper for 
the insurance company’s attorneys to 
explain that in their opinion such an 
arrangement can be made if surrounded 
by adequate safeguards, such as a pro- 
vision in the beneficiary designation 
making the proceeds available to the 
insured’s executors or administrators in 
the event of the insolvency of his es- 
tate, and an appropriate provision in 
his will making it clear that the busi- 
ness interest is represented by the life 
insurance proceeds which are to be 
distributed by the insurance company 
(except in the event of insolvency) as 
directed in the beneficiary designation. 
However, the legal advice consisting of 
the approval of the plan and the draft- 
ing of both the business insurance 
agreement and the will must come from 
the policyholder’s own attorney. Of 
course, it is both proper and appropriate 
for the insurance company’s attorneys 
to offer to discuss any such problems 
with the attorneys representing their 
policyholders. 





Manufacturers Life Changes 


Manufacturers Life, Toronto, an- 
nounces the appointment of G. L. 
Holmes as assistant general manager 
and actuary; R. E. Dowsett as assistant 
general manager and secretary; J. R. 

3everidge as associate actuary; K. G. 
McNab as manager of agencies; H. J. 
Stowe as comptroller; C. K. C. Martin 
Close as as- 
sistant secretary; and L. M. Davison as 
assistant secretary. 





LaBOUNTA BURIAL SERVICES 


Burial services were held at Minne- 
apolis this week for Leon LaBounta, for 
several years general agent at Minne- 
apolis for the Penn Mutual Life. He 
died at Fort Lauderdale, Fla., at the age 
of 52. He was a past president of the 
Minneapolis Life Underwriters Associa- 
tion, the Minneapolis Life Managers 
Association and the Minnesota State 
Association of Life Underwriters. He 
retired three years ago. 


MINNEAPOLIS MGRS. ELECT 





New officers of the Minneapolis Life 
Managers Association are C. G. Lie- 
mandt, Penn Mutual, president; Lloyd 


O. Swanson, National Life of Vermont, 
vice president; Carl R. Lotsheim, State 
Mutual, secretary-treasurer. 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


41 PARK ROW, NEW YORK 
Telephone BArclay 7-4443 











HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951-2-3 

















MORTGAGE HOLDINGS INCREASE 





Purchases of Life Companies Up $600,- 
000,000 in Year; Holdings Rise 
$350,000,000 

With real estate mortgage financing 
increased sharply by the life insurance 
companies of the country during 1946, 
the total of such mortgages owned by 
the life companies at year-end is esti- 
mated to be $7.000,000,000, up more than 
$350,000,000 in the year, the Institute of 
Life Insurance reports. 

The greater part of the year’s gain in 
mortgage financing has been in city 
mortgages other than F. H. A. The 
F. H. A. mortgages showed a decrease 
during 1946 of approximately $100,000,- 
000. Farm mortgages showed a rise of 
about $25,000,000. The other city mort- 
gages increased by almost $500,0C0,000. 

Total new mortgage purchases in 1946 
by the life companies approximated $1,- 
600,000,000, topping the billion dollar 
mark for the first time in many years, 
and exceeding such purchases in 1945 by 
$600,000,000. 

Holdings of foreclosed real estate 
were further reduced by sales of many 
millions during the year and at year- 
end total real estate holdings, including 
home office properties, housing projects 
and real estate held as an investment, as 
well as the foreclosed properties, were 
valued at $750,000,000, about $100,000,- 
000 less than at the close of 1945, 





Confederation Life Ass’n 
Appointments Announced 


The Confederation Life Association, 
Toronto, has announced the following 
appointments: M. F. Auden, assistant 
actuary, has been appointed executive 
secretary; L. V. Duckworth, acting 
chief inspector and internal auditor, has 
been appointed assistant secretary; J. E. 
Smart, formerly attached to the actuar- 
ial department, is now executive assist- 
ant; D. W. Macdonald, supervisor of 
claims division, has been appointed su- 
perintendent of claims; H. L. Symons, 
formerly superintendent of buildings de- 
partment, is now superintendent of real 
estate; W. Wallace, has been appointed 
internal auditor in charge of audit and 
inspection division; H. B. Robb has been 
named chief inspector, audit and inspec- 
tion department; M. N. Brooks, R. L. 
Macdonald and R. G. Stitt have been 
appointed assistant accountants. 





GREAT-WEST LIFE APPOINTS 

Dr. W. F. H. O’Neill and Dr. F. 
Hartley Smith have been appointed as- 
sistant medical directors and H. : 
Moyer, supervisor at London, Ont., the 
Great-West Life, Winnipeg, has an- 
nounced. 


HAIGHT, DAVIS & HAIGHT, Inc. 


FRANK J. HAIGHT, President 
Consulting Actuaries 
INDIANAPOLIS 


Omaha Kansas City 
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PARALYSIS 





MARCH OF DIMES 
JANUARY 14-31 





COMMONWEALTH LIFE CHANGES 





Copeland, Gordon, Kimball, Mockbee, 
Phebus, Wilson Ass’t Managers; 
Maggard Unit Manager 
and unit manager 


Six assistant one 


have been appointed in the Ordinary 
agency department of Commonwealth 
Life. These include: E. J. Copeland, 


assistant manager West Virginia; George 
Kimball, Northeast Ohio branch at 
Youngstown; T. J. Mockbee, Mississippi 
State branch at Jackson; James M. Phe- 
bus, West Tennessee agency at Union 
City ; Ronald H. Wilson, Ohio Central at 
Marion; and J. William Gordon who as 
assistant manager will be in full charge 
of the company’s branch at Montgomery, 
Ala., pending appointment of a branch 
manager there. Print Maggard has been 
named unit manager in the East Tennes- 
see branch at Knoxville. 





W. K. THOMSON’S APPOINTMENT 

The appointment of W. Kenneth 
Thomson, B.A., CLU, as a supervisor at 
the Vancouver branch of the Great- 
West Life has been announced by H. 
W. Manning, vice president and man- 
aging director of the company. Mr. 
Thomson joined the company in 1936 
as a representative in the Winnipeg 
branch, In 1942 he enlisted in the Royal 
Canadian Artillery and saw service in 
Canada and overseas, retiring with the 
rank of lieutenant in 1945. 





PACIFIC MUTUAL GAINS 


acific Mutual Life reports its 
life insurance paid for in 1946 totals over 
$116,000,000—an increase of more than 
50% over the previous year’s figtire. 
New paid-for business in the company’s 
commercial accident and health depart- 
ment registered a 29% increase over ‘!1e 
preceding year’s figure. 
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BUSINESS MEN’S CHANGES 





Company Rearranges Handling of New 
Applications to Speed Issuance 
of New Business 


in a move to speed the issuance of 
new business resulting from a large in- 
crease in sales, Business Men’s Assur- 
ance Co. has rearranged the handling 
of new applications. A new business de- 
partment has been established in the 
home office to process applications from 
the time they are received at the office 
until policies are issued and mailed to 
salesmen. This combines operations pre- 
viously performed in underwriting, pol- 
icy issue and other departments in the 
home office. 

The new business department will be 
under the supervision of D. B. Alport, 
who will be designated as assistant sec- 
retary in charge of underwriting. Charles 
D. Scott will supervise the work of the 
underwriters and be designated as under- 
writing supervisor. 

During 1946 there was a substantial 
increase in reinsurance business sub- 
mitted to the company, the volume of 
submitted business being almost double 
that received during 1945. This has been 
under the direction of R. R. Haffner, 
vice president and actuary, assisted by 


Dr. C. B. Ahlefeld, medical director of 
the company. To take care of this busi- 
ness more effectively, Jack Horton is 


being assigned to reinsurance underwrit- 
ing, with the title of reinsurance under- 
writer. W. D. Grant, son of W. T. 
Grant, chairman of the company, who 
has been in the reinsurance department 
since his return from the Navy, will in 
addition to his other duties in the home 
office, be assigned the responsibility of 
contacting companies submitting rein- 
surance business and will have the title 
of reinsurance secretary. 

The company has also established a 
new department to handle settlement 
‘greements on life policies, changes of 
beneficiary, and policy changes of various 
tynes, which will be under the super- 
vision of J. S. McClary, assistant secre- 
tary of the company. 





Attorney General Upholds 
Garrison M. & M. Ruling 


_ Attorney General Robert W. Kenny 
1s handed down an opinion that the 
scene & Manufacturers Association 
of Los Angeles is not a “Trade Associa- 
tion” within the meaning of the Insur- 
ance Code of California. The opinion 
was delivered in connection with the 
plan proposed by the Occidental Life of 
California and Pacific Mutual Life to 
Write Group insurance on employes of 
members of the Merchants & Manufac- 
turers Association. 

Insurance Commissioner Maynard 
Garrison had ruled that the M. & M. was 
a “Trade Association” and that the 
roup insurance could not be written 
under provisions of the Group sections 


of the code. 


.G 


Both the Commissioner and the two 
companies asked for the Attornev Gen- 
eral’s ruling. In his opinion Mr. Kenny 
Sustains the validity of Commissioner 
arrison’s ruling and says that the term 
“Trade Association” should be construed 


> *S commonly used. His ruling makes 
| Writing of insurance under the plan not 


eicnth annual 








pern 


issible. 





| LOTZ WINS PRODUCTION AWARD 


Robert Lotz of the James M. Royer 
Nicago agency of Penn Mutual was 
awarded that agency ’s gold cup at its 
meeting recently. The 
S of the award was proficiency in 
‘tid volume, paid cases and new pre- 
miu deposits. Mr. Lotz ranked first in 
paid volume and premium deposits. 
‘ein D. Commons led the agency in 
Paid lives, Robert B. Talley in highest 
“verage premium and Rollin D. Weary 
ighest average policy. The agency 
had the top year in its history and 
Showed a gain of 117% over 1945 in 
Paid life volume. E. Paul Huttinger, 
— President of the company, ad- 
“ressed the all-day meeting. 


P. L. KLYNE LUNCHEON 





Cerf Agency Brokerage Supervisor Is 
Honor Guest; Agency Reports 
100% Production Gain for 1946 


P. L. Klyne, who recently became 
brokerage supervisor of the Louis A. 
Cerf, Jr. Agency, State Mutual Life, 


New York, was the guest of honor at 
a luncheon held at the Drug & Chemi- 
cal Club this week. Robert H. Denny, 
vice president and superintendent of 
agencies of the company, represented 
the home office at the luncheon, which 





G. W. FORD DIES 

George Waller Ford, 66, vice presi- 
dent, Kentucky Central Life & Accident 
of Anchorage, Ky., died of a heart ail- 
ment in Louisville, last Sunday, follow- 
ing a short illness. Mr. Ford was with 
the company as agency manager for 
thirty-four years, became a director in 
1935 and vice president in 1940. He 
served several years as a member of the 

Frankland F. Stafford, leading pro- Louisville Board of Councilmen, then as 
ducer of the Cerf agency, topped the an Alderman, and later was a member 
million dollar production mark during of the County Democratic Executive 
1946, Committee. 


was also attended by about thirty 
friends and associates of Mr. Klyne. 

Louis A. Cerf, Jr., general agent, an- 
nounced that the agency had a gain of 
100% in new paid-for business in 1946 
over the corresponding year, which was 
the largest gain recorded by the agency 
since it was organized in 1916. The 
agency has had a gain every year since 
Mr. Cerf assumed the responsibilities of 
general agent seven years ago. 
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direct-mail campaign 





to consumers in 1946 
contest of Direct Mail 
Advertising Assoc. 





Illustrated is one of the letters 
jn the company’s well- | 
rounded kit. 


New England | 


L; ife Insurance Company ‘ 





Offering original premiums that stimulate replies, the Company's direct mail is 
a tested program that is opening doors to selling interviews for New England 
Mutual agents every day in the week. 

Year-in and year-out, our agents receive an average response of 18% from their 
direct mail prospecting. How well is this extraordinary return translated into sales? 

For every dollar invested in direct mail, our average agent receives $24 in first 
year commissions, and $40 in first-year commissions plus renewals. Those who 
have taken particular pains to qualify their prospect lists have been known to triple 
these figures. 

Now, from an outside source, comes additional testimony* to the exceptional 


character of this program. 





of Boston 








George Willard Smith, President 


THE FIRST MUTUAL LIFE INSURANCE COMPANY 





Agencies in Principal Cities Coast to Coast 


CHARTERED IN AMERICA — 1835 
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Flack Now Connecticut 
Manager, Guardian Life 


HEADQUARTERS IN NEW HAVEN 
Was Army Major; Helped Straighten 
Affairs of Japanese Insurance 
Companies in Korea 
Shortly after appointing Harry Ross, 
Jr., New England field director, just a 
vear ago, the Guardian Life entered 
Rhode Island. The company now an- 
nounces the re-opening of Connecticut, 
with James K. Flack as manager, head- 
quarters at New Haven. The Guardian 
also intends to build up its distributing 





Joseph A. Stone 
JAMES K. FLACK 


outlets in western Massachusetts, prob- 
ably by opening up in Springfield. 
After several years of life insurance 
management experience in New York 
and New Haven, Mr. Flack received a 
direct commission from the Army Air 
Forces, in June, 1942. His civil affairs 
work in the Philippines earned him the 
Legion of Merit from the Philippine 
Government, the Bronze Star and pro- 
niotion to the rank of major. 
Experiences in Korea 
Following Japan’s surrender, Major 
Flack was sent to Korea and given the 


job of cutting the strings that tied 
Korean insurance to the Japanese 
homeland. He found twenty life insur- 
ance companies with about a million 


policyholders; twenty-seven fire, marine 
and casualty companies; about three 
billion yen in assets, mostly in Japan; 
some 15,000 insurance employes; and no 
management personnel at all. 

While waiting for State and Treasury 
Department civilian experts who were 
flown out from Washington to help set 
up over-all control of Korean insur- 
ance, the Guardian’s new Connecticut 
manager took on Major General Mori, 
former member of Japan’s high military 
command, as his tutor in oriental insur- 
ance methods. Mori was one of the 
four Japanese who signed the Ver- 
sailles treaty after World War I, and 
had been second in command of the 
first Manchurian invasion in 1931. He 
retired from the Army in 1932 and was 
given the best insurance job in Korea 
—head of Nippon Life. “This friend of 
Tojo, Yamashita and Prince Konoye 
was smart—in some ways brilliant” ac- 
cording to Mr. Flack, “and we learned a 
lot that was helpful in setting up our 
organization. As the Japanese had 
copied American methods almost liter- 
ally, we were on fairly familiar ground 
-except when we tried to understand 


oriental reasoning; they couldn’t follow 
us and I’m certain I never could learn 
to follow them.” 

Mr. Flack belongs to the New Haven 
Chamber of Commerce, Canadian Club 
of New York City and Sons of the 


G. V. AUSTIN LUNCHEON 
Vice President R. B. Coolidge Talks to 
Brooklyn Producers; Agency Did 
$3,500,000 in 1946 
Robert B. Coolidge, vice president in 
charge of agencies Aetna Life, was prin- 
cipal speaker at a luncheon of the Gil- 
bert V. Austin agency, that company, in 
Brooklyn on Monday of this week. The 
agency had a production of $3,500,000 
during 1945. It has about $50,000,000 of 
Group insurance in force. Three leaders 
of the agency are Charles O’Connell, 

Nelson Post and Earl Twyman. 

Mr. Coolidge said that requirements 
to be Aetna Regionnaires had been 
raised, but despite that there will 
be more persons in this group this year 
than ever before. He also paid a high 
tribute to the present character and 
ability of life insurance agents which is 
one explanation of why public confidence 
in agents has grown. 

“In every community life insurance 
producers are important people, some- 
times very important people,” he said. 
He predicted that life insurance nroduc- 
tion will show further increase this year. 


FORT WAYNE AGENCY CHANGES 
Melvin C. Brown has been named 
Fort Wayne branch office manager of 
the New York Life, succeeding Frank 
W. Satter, who has been appointed 
manager of the Denver branch office. 
Mr. Brown, who has been with the com- 
pany since 1937, served as assistant 
branch manager of the Detroit office. 








American Revolution. He is a formet 
president of the Brooklyn Junior Cham- 
ber of Commerce and vice president, 
New York State Junior Chamber of 
Commerce. In 1937 he received the Dis- 
tinguished Service Key of the United 
States Junior Chamber of Commerce as 
the outstanding citizen of his commun- 
ity (Brooklyn.) Mr. Flack is also an 
author of several newspaper articles on 
foreign affairs. 





BROKERAGE MAN 
Large midtown agency looking for brokerage 
man with following. Box 1683, The Eastern 
i iia 41 Maiden Lane, New York 7, 


(Our own organization know of this advertisement). 











MUTUAL BENEFIT SCHOOL 

Training men to train others is part 
of the current program of the agency 
department of the Mutual Benefit Life 
of Newark, E. C: Hawes, director of 
sales training, announced. Eight men, 
who train agents in several of the 
company’s agencies, here brought to- 
eether at the home office for special 
sessions on training methods prior to 
the first 1947 analgraph school in which 
they will train thirty-three agents dur- 
ing a four-week course which began 
this week. 

In the preliminary sessions, the in- 
structors reviewed the material to be 
covered, the schedule for assignments, 
procedures and the best methods of in- 
dividual and group training. While the 
student agents are doing the field work 
and studying required in addition to 
classroom lectures and rehearsals, the 
instructors will meet to discuss the prog- 
ress of the four students assigned to 
each instructor, specific training prob- 
lems which arise and special treatment 
required, or modification of the schedule 
if necessary. 





TO HEAR STUART A. MONROE 


Stuart A. Monroe, director of the pen- 
sion trust department at the home office 
of the Equitable Life Assurance So- 
ciety will be the guest speaker at the 
luncheon meeting of the Life Under- 


writers Association of Northern New 
Jersey, January 16. Mr. Monroe will 
discuss “Business Insurance for the 


Average Producer.” 





and tendencies; 


Life insurance. 


Upon 


HOME OFFICE 





A THREE-FOLD 
RESPONSIBILITY 


Today’s career life underwriters are faced 
with a three-fold responsibility. 


1. To bring to as many American homes 
as possible the benefits of adequate life 
insurance protection; 


2. To cooperate as a part of the institution 
of life insurance to combat inflationary talk 


3. To counsel with all war veterans and 
urge that they retain their National Service 


the execution of 
responsibility today depends, to a great 
extent, the prestige and increased usefulness 
of tomorrow’s career life underwriters. 


Equitable Life of lowa 


Seidl 1867 


this three-fold 


DES MOINES 








OO plete 


PERSONAL 
Protections 
Life » Accident + Sickness 
Hospital - Surgical 


INDIVIDUAL 
FRANCHISE 
GROUP 
PLANS 


| ACCIDENT 
COMPANY 


LIFE AND ¢j 
INSURANCE 


Chattanooga, ka 








Mutual Benefit Campaign 
Honors Stillman, Thompson 


The Association of General Agents oi 
the Mutual Benefit Life, Newark, is 
sponsoring a production campaign dur- 
ing January and February in honor of 
W. Paul Stillman, chairman of the board 
of directors, and John S. Thompson, 
president. 

Production goal of the drive is a 
quota based on the total of the best 
two months production in each agency 
in the first nine months of 1946. Under 
the chairmanship of Hollis L. Woods, 
Connecticut general agent, campaign 
plans include contests between agencies, 
agency and team competitions, and 
challenges between individual agents. 


Mutual Life Names Two 


New Training Assistants 
The Mutual Life of New York has ap- 


pointed two new training assistants in 
the agencies department of the company. 
The men will assist Ward Phelps, di- 
rector of training, in the company’s 
three ‘year training program. The ap- 
pointees are Alden E. Halseth, Grand 
Forks N. D., and Harry T, Thurman, 
Savannah, Ga. 

Mr. Halseth joined the Mutual Life 
in 1943 as a field representative of the 
Fargo agency, managed by H. Folmer 
Hansen. In November 1944 he was ap- 
pointed supervising assistant, and in 
January 1946 he was named assistant 
manager. 

Mr. Thurman became a field repre- 
sentative of the Savannah agency, man- 
aged by Olin F. Fulmer, in March 194. 
In August 1944 he was appointed to 
assist Mr. Fulmer in the selection and 
training of new representatives. He has 
been an assistant manager of the agency 
since June 1945, 








N. Y. LIFE FIELD CHANGES 

Changes in the field force of New 
York Life were announced this week by 
Dudley Dowell, vice president. 

Albert S. Rifkin has been appointed 
manager of the Bronx branch succeed- 
ing Daniel F. Manning who is retiring. 
Mr. Rifkin was manager of the Franklin 
branch, also in New York City, which 
was consolidated with the Bronx office 
December 31. Dale W. Hanson has 
been appointed manager of the 5a! 
Jose, Cal., branch and Robert E. !ay' 
and Richard K. Wilson, formerly as‘ 
sistant managers, have been appontet 
associate managers of the Oakland and 
Los Angeles branches respectively. 





S. L. MORTON ANNIVERSARY 

Stratford Lee Morton, general agen! 
Connecticyt Mutual Life, St. Louis, re 
cently completed thirty-five years * 
general agent. The agency now ranks 
second in the amount of insurance ! 
force. 
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National Assn. Midyear to 
Be at Milwaukee Mar. 11-14 


The place of the 1947 mid-year 
mecting of the National Association of 
Life Underwriters has been changed to 
Milwaukee, announces Philip B. Hobbs, 
president of the organization. The meet- 
ing will be held March 11-14 next and 
the Hotel Schroeder will be NALU 
headquarters. 

The change in location from Roanoke, 
Va. to Milwaukee was decided upon 
this week by the Roanoke Association 
and NALU officials after that city found 
it advisable to release the NALU from 
its commitment to hold the meeting 
there. When the Roanoke Association 
extended its invitation at the Cleveland 
convention it anticipated that the re- 
modeling of the Hotel Roanoke, which 
included a new wing, would be com- 
pleted by January 1. Transportation 
difficulties and. shortaves of materials 
have, however, delayed this work and 
without completion of which the Hotel 
Roanoke felt that it could not extend 
its customary hospitality to so large a 
group. 

Milwaukee, which on two occasions 
has entertained annual conventions of 
the NALU, in 1897 and again in 1934, 
had already enthusiastically invited the 
NALU to hold the 1947 midyear meeting 
there. When the decision not to hold the 
meeting in Roanoke was reached, Mil- 
waukee immediately renewed its invi- 
tation, which was accepted by the board 
of trustees. 

Walter C. Mayer, Mutual Benefit, 208 
East Wisconsin Avenue, Milwaukee 2, 
has been appointed chairman of hotel 
reservations by the Milwaukee commit- 
tee in charge of arrangements, and it is 
suggested that delegates write Mr. 
Mayer without delay to insure best ac- 
commodations. 





Conn. Mutual’s Record Year 


The Connecticut Mutual’s centennial 
year proved to be the biggest year in 
the history of the company, new busi- 
ness amounting to $206,765,232, which is 
62% more than was sold in 1945. The 
best previous years were 1929 when new 
hus‘ness amounted to $131,403,329 and 
1945, with $127,608,348. 

Seventy-one of the company’s seventy- 
three agencies did more business in 
1946 than in 1945, the five leading gen- 
eral agents being John M. Fraser, New 
York, Phinehas Prouty, Los Angeles, 
Meyer M. Goldstein, New York, Harry 
I, Gray, New York, E. F. White, Dallas. 
_ During the year the insurance in force 
increased by $158,645,554, which is bet- 
ter than 11% of the insurance in force 
at the beginning of the year. The in- 
crease amounts to 76% of the year’s new 
lusiness. Total insurance in force stood 
at $1,540,193,118 at the end of the year. 





WILLIAM J. DOWD APPOINTED 


William J. Dowd, former cashier of 
the Reliance Life’s National Capital De- 
partinent in Washington, D. C., is now 
at the home office in Pittsburgh where 
he will assist in the agents’ sales train- 
Ing section of the agency department. 

Mr. Dowd, who has been with Reli- 
ance Life for twenty years, was on the 
branch office staff of West Pa. in Pitts- 
burch from 1926 to 1939 when he went 
to Philadelphia as assistant cashier. He 
was made cashier in Washington, D. C. 
i 1941. He is a former president of 


ba Wneoed : 
the Washington, D. C. Cashiers’ Asso- 
Clation, 





FRED P. CARR DEAD 
l'red P. Carr, 68, former chairman of 
the board of the Central Life Assurance 
ty, died of a heart ailment in Pasa- 
ty i; (Cab January 3. Mr. and Mrs. 
‘ had lived in Pasadena since his 
Teurement in 1943. He served as vice 
president and general counsel of the 


Sunpany from 1919 to 1938 when he was 
( ected chairman of the board and gen- 
tral counsel, He 
Wid IW, 


is survived by his 


Insurance Proceeds 
Tax Revised in N. Y. 


TAX COMMISSION ANNOUNCES 


Neither Lump Sum nor Installment 
Payments Taxable Under 
New Article 

The New York State tax commission 
has promulgated newly revised regula- 
tions of the state personal income tax, 
effective as of December 17, it was an- 
nounced this week. 

Although the revisions inc!ude merely 
10,000 words covering twenty-six pages, 
they do not provide for any drastic 
changes in the administration of the 
law and in general are mercly explan- 
atory of technical amendments enacted 
by the 1946 legislature. 

One of the most important of the new 
regulations changes the treatment of life 
insurance proceeds for income purposes. 
Formerly, when life insurance proceeds 
were received in installment pavments, 
part were held taxable in those cases 
where the beneficiary exercised the elec- 
tion to receive installment payments. In 
a Federal tax case, the courts ruled 
that both installment and lump sum 
payments are proceeds of life insurance 
and exempt from taxation under the 
Federal statute. As the state law is 
similar to the Federal law in this re- 
spect, the state regulation has been 
amended to conform to the Federal rule. 
Under the new article, neither lump 
sum nor installment payment proceeds 
of life insurance paid because of the 
death of the insured are taxable regard- 
less of whether or not the election to 
receive installment payments was made 
by the insured or the beneficiary. 











MRS. HALEY FISKE DEAD 





Wife of Late President of the Metro- 
politan Succumbs at Her Home 
in Scarsdale 

Marione Cushman Fiske, 80, widow of 
Haley Fiske, former president of the 
Metropolitan Life died at her home in 
Scarsdale, N. Y. last week. 

Mrs. Fiske had been for manv vears 
interested in the rehabilitation of delin- 
auent girls. In 1941 she retired as presi- 
dent of the board of vis‘tors of the 
Westford State Farm, the women’s re- 
formatory at Bedford Hills, N. Y., with 
vhich she had been associated since 
1920. 

Surviving are a son, Haley Fiske, Jr.; 
three daughters. Mrs. Kenneth Johnson, 
Mrs. Emmons P. Burr'll and Mrs. John 
Speicher; a brother, Norman Cushman, 
and a sister, Mrs. Harmon MacGregor. 





WILLIAM H. MEUB DIES 


William H. Meub, general agent emer- 
itus in Indiana for New England Mutual, 
died January 5 in St. Petersburg, Fla., 
following a heart attack. A graduate of 
Albert College of Western Reserve Uni- 
versity and the Case School of Annlied 
Science, he joined the company’s Cleve- 
land agency in 1921 and within two years 
formed a general agency partnership in 
Indianapolis with Earl E. Smith. He 
assumed full charge of the agency in 
1926 and a little over a year ago re- 
linquished all managerial duties to be- 
come general agent emeritus. He is a 
past president, Indianapolis Association 
of Life Underwriters General Agents 
and Managers Association, the Mercator 
Club, and of the company’s General 
Agents Association. Surviving are his 
wife, Inez P. Meub, and four children, 
William H. Jr., Marion L., Dorothy M. 
and Virginia C. 





CITIZENS NATIONAL FORMED 


Articles of incorporation have been 
filed with the Indiana secretary of state 
by the Citizens Nat‘onal Life Insurance 
Comnany, Indianapol's, formed to write 
l'fe insurance. The corporation has 150,- 
000 shares of capital stock valued at 
one dollar a share and the incorporators 
are John Wilkins, Paul J. Miller and 
Paul V. Townsend. 
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IT’S OVER HERE, 


nee! 


That Fountain of Youth for which you searched 
sO many years is right here at THE UNION 
CENTRAL. We’ve spent many years, too — 80 
of ’*em — building THE UNION CENTRAL 
into one of the nation’s leading financial insti- 
tutions — placing over a billion dollars of life 
insurance protection and security in the hands 
of the American people. 


But our ideas and methods are still young. And 
they’ll always be. For they are progressive ideas 
on scientific selection, training, supervision, and 
selling which give better agents a better chance 
to make a better living. 


He Ueon Central We surance co 


CINCINNATI, OHIO 


* 
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Stevenson Talk 
(Continued from Page 1) 


sons, principally the trustees. No death 
occurred until the company had been 
operating more than a year. The first 


annual statement was issued December 
31, 1848. The Penn Mutual’s first invest- 
ment was during the war with Mexico, 
the company purchasing $1,500 in U. S. 
6% stock of the loan of 1847—in other 
words, Government securities. A phy- 
sician or “friend” vouched for the appli- 
cant for insurance and few policyholders 
were accepted who had not been pre- 
sented to the trustees. The papers on 
the first death claim show that the fol- 
lowing information had been obtained: 
identification, general habits, medical 
history, family history, vaccinated or had 
small pox, present health, tropical travel 
in last ten years, name of physician or 
friend to be referred to for evidence of 
applicant’s health. 

Early Hazards of Travel to Pacific Coast 


As 50% of its losses were incurred on 
lives of persons visiting California the 
company in 1852 issued a circular pre- 
scribing the conditions upon which the 
Argonauts could be insured. None of 
these Argonauts were insured if more 
than 50 years old; policies were issued 
for three years only, and not more than 
$2,000 was taken on any one life. An 
extra rate of 3% upon the amount in- 
sured, in addition to the seven-year rate 
of the table, was payable annually in 
advance. Persons going by the overland 
route through Missouri had to pay 1% 
extra on the sum insured, in addition to 
the above charge. 

The policy forms adopted when the 
Penn Mutual was started were few and 
simple, lacking many of the valuable 
privileges and_ liberal options now in- 
cluded in life insurance contracts. 

Today, when Penn Mutual policies are 
issued without restrictions as to civilian 
passenger flying in any type of aircraft 
anywhere in. the world it seems rather 
strange to read in early policies that the 
insured could not “without the consent 
of the company, die upon the seas.” 

Duties of Trustees of 50 Years Ago 


When life insurance was in its forma- 
tive years in this country the Penn 
Mutual emphasized in its fiftieth annual 
report that “personal attention bestowed 
by the trustees became generally known 
and in the early days was especially 
valuable to the institution in securing 
for it the confidence and patronage of 
the community.” In the early days, how- 
ever, the trustees received little recogni- 
tion of the time and interest bestowed 
on the company other than being in- 
vited to “a frugal repast” at the time 
of one of the January meetings. After 
annual gatherings of this kind had been 
held for more than fifty years, it was 
finally resolved that “monthly dinners of 
the board be discontinued, and from and 
after March 1, 1900, a fee of $5 be paid 
to each trustee who shall attend any 
stated or special meeting of the board.” 

For a time after the company started 
the president of the company served 
without any compensation although a 
silver tea service was presented to him 
after he had been two years in office 
“as a mark of the respect and confidence 
of the board.” The secretary was paid 


$1,000 a year, commencing March l, 
1847, and 3% ‘of the net profits of the 
company. Two examining physicians 


were paid $100 per year, to commence 


June 1, 1847. 
George Wharton Pepper 

Henry C, Townsend was entrusted 
with the work of preparing the Penn 
Mutual’s charter and was senior counsel 
of the company until he died in 1899; 
To succeed him the trustees promoted 
Samuel B. Huey from junior to senior 
counsel and George Wharton Pepper was 
appointed junior counsel in Mr. Huey’s 
place. This means that George Wharton 
Pepper, now general counsel, is not far 
removed in the line of “legal succession” 
from the writer of the company’s charter. 


Company’s Buildings 
It was only a few years after the Penn 


Mutual was founded that the company 
erected, at Third and Dock Streets, the 
first iron building in Philadelphia. At 
the time there were many misgivings 
as to its stability, but, after ninety-five 
years, the building is still in use and 
gives little evidence of deterioration. The 
present owner of the building, the Phila- 
delphia Quartz Company, generously pre- 
sented to the Penn Mutual the full- 
length iron statue of William Penn 
which was placed by the company over 
the main entrance at the time the build- 
ing was erected., 

Before the Civil War period the com- 
pany again changed its location, planning 
to increase the income of the company 
by renting part of its building, After 
having outgrown five successive home of- 
fices in the course of eighty-five years 
the Penn Mutual erected its present 
building adjoining and an enlargement 
of the building it had previously occu- 
pied on Independence Square. The site 
of the present handsome home office 
building is the old Walnut Street prison, 
the yard of which was America’s first 
flying field. Here, on January 9, 1793, 
Jean Pierre Blanchard, a Frenchman, 
ascended in a hydrogen-filled balloon in 
the presence of President George Wash- 


ington. It was also the first American 
air mail. The balloon traveled fifteen 
miles in forty-six minutes and landed 


in the woods near Woodbury, N. J. 

From the windows of the present Penn 
Mutual home office Independence Hall is 
seen across the square. 


Has 500,000 Policyholders 


After reviewing the Armstrong investi- 
gation, TNEC inquiry and other events 
of interest to life insurance and its de- 
velopment Mr. Stevenson said that at the 
present time there are approximately 
71,000,000 life insurance policvholders in 
this country. Of this total number of 
policyholders about a half million are 
owners of Penn Mutual contracts. The 
Penn Mutual, in addition to being the 
oldest of the regular life insurance com- 
panies chartered in Pennsylvania, has 
more than $2 billions of life insurance 
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in force. In 1945 it passed the billion 
dollar mark in assets. ’ 

“When during the second world war 
we were putting millions of Penn Mutual 
dollars into U. S. Government securities, 
with a yield of 244%, we looked with 
envy at the 6% U. S. Government securi- 
ties, bought by the company in 1847, 
which helped finance the Mexican War,” 
said Mr. Stevenson. ‘Also, since the 
time when Penn Mutual’s assets were 
kept in a two-compartment box, the 
problems connected with the investment 
of incoming funds have been magnified 
a thousand-fold. Today, millions of our 
dollars are helping to turn the wheels 
of industry, are financing the country’s 
transportation, are invested in home and 
farm mortgages and are directed into 
other channels vital to the nation’s prog- 
ress. The increase in the size of our 
investment portfolio, however, has 
brought no diminution in our efforts to 
safeguard the security of policyholders’ 
funds we hold in trust.” 

The Future 

In concluding his address 
Stevenson said: 

“From our windows we look across to 
Independence Hall—the symbol of every 
man’s right to ‘Life, Liberty and the 
pursuit of Happiness.’ Just as here, in 
1776, the nation’s founders had the vision 
of politic il independence through united 
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ance experience; G.C.T. area; normal 
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action, the Penn Mutual’s founders, in 
1847, had the vision of financial inde- 
pendence through mutual protection. 

“It is said that a successful man is one 
who sees the bright dreams of early 
youth fulfilled in later years. If we can 
apply this definition to a business or- 
ganization, certainly the dreams of the 
founders must be more than fulfilled, by 
an organization which, to about half a 
million people, can say ‘Back of your 
Independence Stands the Penn Mutual’ 

“On the threshold of its Hundredth 
Anniversary, the Penn Mutual cannot 
foretell how far the roads to the future, 
both figurative and actual, may lead to- 
ward fulfilling men’s desire for freedom 
from want. In the trusteeship traditions 
and progress of this century-old organ- 
ization, however, there may be a key to 
the promise the future will hold.” 


McDONALD TO COMPLETE TERM 

Edwin C. McDonald, vice president in 
charge of Metropolitan Life’s Canadian 
head office who was recently recalled to 
the home office in New York, will never- 
theless complete his term as president 
of the Canadian Life Insurance Officers 
Association. Mr. McDonald will assume 
important new responsibilities in con- 
nection with Group sales activities 
throughout United States and Canada. 


SCRANTON LIFE HAS BIG YEAR 

New paid business of Scranton Life ap- 
proximated $6,000,000 for 1946 and repre- 
sented the largest volume recorded for 
the company since 1930, it was reported 
by Robert Merriman, president, in a 
letter to the company field forces. The 
1946 new paid business was 145% of that 
paid for in 1945 and about $4,000,000 was 
added to the insurance in force. The 
gain for the year was greater than that 
recorded in any of the last thirty-five 
years, 


IOWA LIFE OVER 50 MILLION 

The Iowa Life, organized twenty-tliree 
months ago by the Iowa Farm Federa- 
tion, reached the $50,000,000 mark in 
insurance in force on January 1. Larry 
Williams, manager of the company, has 
reported that approximately 22,000 pol- 
icies are in force averaging about $2.30. 
About 85% of these are ordinary life. 
Premium income is approximately $1,- 
080,000, average age of insured is thirty- 
one years and lapse ratio less than 1%. 


W. H. ANDREWS AGENCY MEETS 











The annual meeting of Jefferson 
Standard’s Home Office Agency, 0! 
which W. H. Andrews, Jr., CLU. is 


manager, was held recently at Greens- 
boro. Manager Andrews announced (hat 
his agency’s placed business for !946 
was more than $10,000,000, exceeding the 
objective set at the beginning of the 
year by more than $2,500,000. I. A. Wil- 
liams of Greensboro was presented a sil- 
ver loving cup as honor agent for 146. 


Dr. M. O. Ross, president of Butler 
University, Indianapolis, was principa 
speaker at the annual banquet of the In- 
diana agency of John Hancock. 
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Outlook for Life Insurance 


As Seen by S. C. McEvenue 


In its review of what Canadian busi- 
ess leaders think 1947 has in store 
S. C. McEvenue, president, Canada Life, 
told the Financial Post of Toronto that 
tie outlook for life insurance from the 
‘andpoint of business production is fa- 
rable. Indications are that sales vol- 
ie is following a somewhat rising 
curve to that which developed after the 
st World War when, for several 
years, the public turned more and more 
to life insurance as a solution for some 
of their problems. How long this trend 
will continue he did not attempt to fore- 
cast, “but,” he said, “as far as our own 
company is concerned we are looking 
forward to another good year.” 

\s regards business generally, he 
thought prospects for the new year are 
bright, providing there can be avoided 
another destructive wave of strikes. 
Continuing he said: 

3efore national prosperity can be 
established on an enduring bas’s, how- 
ever, business and individuals alike will 
have to be afforded substantial taxation 
relief. In addition, great care would 
seem necessary to see that other pro- 
duction costs, including labor, do not 
reach a point where, because of the re- 
sulting high prices, buyers refuse to 
buy.” 


cob agi 


NEW ENGLAND MUT. LEADERS 
Freid & Marks Is Leading Agency 
With 36% Gain; Produces 148% 
of Agency’s Quota 
With a new-business production for 
the past twelve months of nearly $12,- 
000,000 New England Mutual’s Freid & 
Marks Agency, New York City, ended 
the year in first place among the com- 
pany’s seventy-one agencies through- 
out the country. By posting a 36% gain 
over last year’s business and producing 
148% of the agency’s quota, Freid & 
Marks led the field the second time in 

the last four years. 

Hays & Bradstreet, Los Angeles, fin- 
ished in second place with a gain of 
28% over last year. Boston-Summers, 
last year’s winner, had an increase of 
14% to finish in third position. 

The company as a whole gained more 
than 64 millions in new business or a 
cain of 34% to establish a record for 
this 11l-year-old company. 





Jefferson Standard 
Opens Cincinnati Branch 


The opening of a branch office at 
Cincinnati has been announced by Karl 
Jefferson 


Ljung, agency manager, 
Standard. Donald S. Stark, formerly 
district manager at Parkersburg, W. 


Va., has been appointed manager of the 
new branch. Mr. Stark has been asso- 
ciated with the company since March, 
1944. He was appointed district mana- 
ger at Parkersburg in 1945. 

The company also announced that it 
will hold five regional meetings in 1947. 
These will be held in May and June at 
the following places: Virginia Beach; 
Myrtle Beach, S. C.; Biloxi, Miss.; 
Galveston and San Francisco, 


POST-WAR TRAINING SEMINAR 


\ew England Mutual’s thirteenth post- 
War training seminar will open next week 
at the home office in Boston. Twenty- 
fv. men, representing seventeen general 
avencies throughout the country, will 
participate in this fifth eight-day course 
lor new agents. 

(nder the chairmanship of Homer C. 
Chaney, director of agencies, home of- 
fi executives will present new selling 
tecliniques and advanced underwriting 
problems, Company records indicate that 
the average production for the 230 men 
Who nearly completed one of the first 
twelve seminars has increased 100%. The 
ninety agents who finished one of the 

irses for first-year men are now pay- 
ine for new business at an av erage rate 
%! $196,000 a year. 


LOUIS J. KELLEHER DEAD 


Louis J. Kelleher, 53, superintendent 
of bonds for the Equitable Life of Iowa, 
died in the Good Samaritan Hospital at 
Phoenix, Ariz. recently. He had been 
ill for several years but had been at his 
office until last September. He had been 
with the Equitable for the last fifteen 
years, 


SPRINGFIELD ASS’T MANAGER 

David W. Grant, associated with 
Metropolitan Life for the past twelve 
years, has been appointed assistant man- 
ager of the Springfield, Mass., district 
office. 








OPENS NEW LOS ANGELES AGCY. 

California-Western States Life is fol- 
lowing the trend of the larger life com- 
panies in expanding its agency plant in 
Los Angeles, and has opened the third 
general agency. Clifford H. Fowler has 
been named manager of the new agency, 


which will be known as the Paramount 
agency. 


APPOINTED BY JOHN HANCOCK 
The John Hancock has appointed Vin- 

cent R. Strohm as home office Group 

representative at Detroit. 





PARTINGTON’S NEW POST 
James H. M. Partington, who made 
many friends for himself when connected 
with the Royal-Liverpool Group in its 
New York production department, is 
now connected the Penn Mutual 


Life as a life underwriter with the Carr 
R. Purser Agency, 51 East 42nd St., 
New York. 


with 





Bertrand I. Elliott, 69, Portland, Ore., 
special agent for the Prudential, past 
president quarter million dollar ‘round 
table, died from a heart ailment. 














to solve more effectively 
the problems of the insur- 
ing public, 

With the post-war era of 
improved production fully 
upon us, the matter of 


pushing on to new heights. 


fai? ap, 








No. 2—CONNECTICUT MUTUAL TRAINING 
AND EDUCATION PROGRAM — It is our 
strong belief that the competition of the future 
will not be primarily on a basis of net cost, or 
policy contracts, or financial standing of com- 
panies. We believe rather that it will be in the 
realm of personal service, and that the under- 
writer who is equipped to render the best service 
will enjoy the greatest success. It is, therefore, 
the privilege and the duty of this company to 
assist its representatives in equipping themselves 





PREPARING FOR FuTURE COMPETITION 


writing Forums. 
in different parts 








No. 1 — Limitation on Recruiting — First 
introduced by Connecticut Mutual in 
1939. New agents limited to number each 
agency can thoroughly train and super- 
vise. This limitation has resulted in better 
selection and reduced turnover. 








training and education appears to us to be the 
key for retaining this new production and for 


Supervisors, 


~The CONNECTICUT MUTUAL LIFE 


INSURANCE COMPANY 


Mere lip service is not enough and Connecti- 
cut Mutual does much more. 
Company’s agency department is carrying on 
the following training projects: (1) Home Office 
Training Schools for new agents. These schools, 
of which there have been four during 1946, 
ground the new representatives in the funda- 
mentals of life insurance. 
A series of ten, held in cities 


business insurance, estate conservation, and em- 


(5) Cashiers’ Schools. 
to be added in 1947 for underwriters of the 
intermediate group. 





To be specific, the 


(2) Advanced Under- 
of the country, dealing with 


ployee benefit plans. (3) 
Training of Management. 
Round Tables of two 
weeks’ duration for Com- 
pany general agents. (4) 
Similar Conferences for its 
(6) Forums 


* HARTFORD 
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To Sell Lincoln National 
Reinsurance Abroad 


OUTSIDE WESTERN HEMISPHERE 
U. S. and Foreign Management, Ltd., 
Appointed Exclusive Representa- 
tive in Those Countries 


National Life, 
does an un- 





The Lincoln which, 


among its other activities, 
reinsurance business, 
U. S. & Foreign 


exclusive representa- 


usually large life 

has appointed the 
Management, Ltd., 
company in countries out- 
Western Hemisphere for 
of soliciting and servicing 
treaty and facultative life reinsurance 
of standard and substandard risks and 


tive of the 
side of the 
the purpose 


personal accident reinsurance. 

U. S. & Foreign Management, Ltd. 
has its headquarters at ¢ Wall Street, 
New York. President is F. W. Clarke, 
Ir., and executive vice laial and 
actuary is Max Wollner. They have had 
many years’ experience in the reinsur- 
ance business in both Europe and the 
United States. 

In a statement, the U. S. & Foreign 
Management, Ltd. says that more than 
300 insurance companies .in the United 
States, Canada and Latin-America are 
placing standard and substandard life 
reinsurance and personal accident rein- 
surance with the Lincoln National. 
“For this service of the Lincoln Na- 
tional a highly specialized staff of doc- 
tors and underwriters has compiled a 
valuable manual for the rating of sub- 
standard risks which is furnished to 
the company’s reinsurance clients,” it 
says. “These specialists are always avail- 
able for consultation in individual cases 
or in connection with underwriting 
problems of interest to the ceding 
companies.” 

L. J. Kalmbach, vice president of 
the Lincoln National, is in charge of 
that company’s reinsurance activities. 

President F. Wylly Clarke, Jr., has had 
wide e xperience relative to foreign insur- 
ance. He is vice president and secretary 
of the Rhode Island Insurance Co. of 
Providence and is now in Europe in 
connection with reinsurance. Dr. Max 
Wollner, executive vice president and 
actuary, for thirty years held leading 
positions in the largest insurance com- 
pany in Italy, the Generali of Trieste 
and Venice. He was also a member of 
the board of the Moldavia, outstanding 
Czech insurance company. 


Made iis Dieial: Trustee 


Earl G. Harrison, dean of the Law 
School and vice president of the Uni- 
versity of Pennsylvania, has _ been 
elected a trustee of Penn Mutual Life. 
Mr. Harrison was U. S. Commissioner 
of Immigration and Naturalization dur- 
ing the war and was formerly special 
assistant to U. S. Attorney General in 
connection with the registration of sev- 
eral million enemy aliens. He is widely 
active in civic affairs in Philadelphia. 





ADVANCED BY COLUMBIA CO. 

|. M. Walker had been promoted to 
general manager of the Capital Life and 
Health of Columbia, S. C., according to 
an announcement by Lester L. Bates, 
president. Also advanced was Henry 
\. Turner, of the Columbia district 
office, to field auditor. 


NEW OLD LINE LIFE AGENCY 

Old Line Life, Milwaukee, has estab- 
lished a general agency at Eau Claire, 
Wis., and has appointed Sylvester 
Manix as general agent. Mr. Manix has 
been with the company since 1930 in 
various capacities at the home office. 





ANDREW CHRISTIAN DEAD 
Andrew Christian prominent lawyer, 
Richmond, Va., and former counsel of 
Atlantic Life, died in that city last week. 








Newark Branch Manager 
For United States Life 


RICHARD CALDWELL 


The appointment of Richard Caldwell 
as branch manager for the United States 
Life in Newark has been announced by 
Richard Rhodebeck, vice president and 
director of agencies. Mr. Caldwell’s ap- 
pointment coincides with and is a part 
of the recent expansion of the United 
States Life in the accident and health 
field. 

Prior to the new 
Caldwell was in charge of accident and 
health sales at the home office. Before 
joining the United States Life he was 
supervisor of New England sales with 
one of the largest accident and health 
insurance companies in the country. Pre- 
viously he was an agent for the Trav- 
elers in metropolitan New York. 

Mr. Calwwell is a native New, Yorker 
and is a member of the United States 
Chamber of Commerce. 


W. B. Minehan on Uses of 


Business Life Insurance 
William B. Minehan, executive assist- 
ant, head office, Northwestern Mutual 
Life, discussed business life insurance at 
the company’s field meeting here last 
week. That insurance is not a substi- 
tute for personal insurance, but supple- 
ments that type of insurance for special 
purposes, he said. It is as good in small 
towns as in larger cities. It is as im- 
portant for small as for large estates. 
It presents many openings for other 
insurance. A man whose wife has some 
separate funds which she might put to 
their best use by purchasing insurance 
on his life; a grandparent with great 
devotion to ‘his grandchildren; insurance 
on life of grandparent’s son or his daugh- 
ter paid for by premiums for purchase 
of a plan for doing something for these 
grandchildren and taking advantage of 
the exemption and exclusion provisions 
of the Federal gift tax law. 

Prospect may be a parent with minor 
children to whom he might make gifts 
of life insurance premiums. He may 
have created a trust or some one in his 
family may be the beneficiary of a trust 
under which the trustee has authority 
to invest in life insurance for the benefit 
of a beneficiary of that trust. 


appointment, Mr. 








O. J. ements APPOINTED 


©. J. Beaudin has been appointed 
manager ok the Oakland agency of Cali- 
fornia-Western States Life according 
to an announcement by Robert E. Mur- 
phy, vice president and manager of 
agencies. Prior to his appointment, Mr. 
Seaudin served as superintendent of 
agencies in the company’s northwest 
territory for eight years. 


War Death Totals of 
Mutual Life of N. Y. 


MADE PAYMENTS ON 3,101 LIVES 


Paid Out $8,298,000 or 3.5% of Total 
Disbursement for Five-Year 
Period Since Dec. 7, 1941 





War death payments totaling $8,298,- 
(00 were made on 3,101 lives by the 
Mutual Life of New York in the five 
years from December 7, 1941, to the 
end of 1946, the company has an- 
nounced. The payments amounted to 
3.5% of total disbursements by the com- 
pany for deaths from all causes in the 
period. The report was final except for 
a single policy that is still outstanding 
and unpaid because the _ beneficiary, 
while having knowledge of the policy, 
has not claimed payment. 

Rapid settlement of these cases was 
attributed by the report to the speed-up 
procedure introduced by the company at 
the height of the war. Instead of wait- 
ing for the official death certificate from 
Washington, the Mutual Life made pay- 
ments immediately upon receipt of the 
claimant’s certificate and the Govern- 
ment letter advising the next of kin 
of the insured’s death. Furthermore, the 
company advanced a partial payment of 
the policy proceeds upon the benefici- 
ary’s written request after the next of 
kin had been notified by telegram from 
Washington of the death of the insured. 

In cases of insured persons listed as 
“missing in action,” the individual was 
not presumed to be dead until he had 
been missing a full year. However, in 
final settlement of such cases, the 
Mutual Life presumed that death oc- 
curred at the time of disappearance, re- 
funded any premiums paid in the year. 
In settlement of the policy, interest on 
the face value was added from the date 
first notice was received by the com- 
pany of the missing status of the in- 
sured. 

1945 Largest Year 

According to the report, the largest 
payments in any single year were made 
in 1945, when 1,370 beneficiaries received 
$3,107,000, or 6.4% of the total disburse- 
ments in the period. In 1944, $2,300,000 
was paid on 903 lives; in 1943, $2,021,000 
to 449 beneficiaries; in 1942, $326,000 to 
154 claimants, and in 1946 $544,000 to 
225 individuals. 

The report showed further that action 
against the enemy accounted for 2,028 
lives, or 66% of the total war deaths 
among Mutual Life policyholders. Six 
hundred persons died in line of duty, 
fifty were lost on the high seas when 
ships were torpedoed and eighty-two 
lost their lives as prisoners of war. 
Deaths not due to service totaled 330. 

Fifty-one percent of those lost in ac- 
tion against the enemy died on Euro- 
pean soil. Pacific action claimed another 
27% and Africa and the Mediterranean 
area 13%. Of the eighty-two persons 
who lost their lives as prisoners of war, 
fifty-five died in the Pacific zone, nine 
in Europe and eighteen in the Asiatic 
theatre. 

Of the total war deaths on which the 
company made payments, 18% occurred 
on the North American continent, 25% 
in the Pacific, 2% in the Atlantic, 9% 
in Africa and the Mediterranean, 37% 
in Europe, 1% in Central and South 
America, 7% in the Asiatic theatre and 
1% in the Middle East. 

PAN-AMERICAN LIFE’S GAINS 

Pan-American Life of New Orleans 
closed the month of December with an 
all year high of $5,500,000 in paid new 
business according to an announcement 
by Crawford H. Ellis, president. 1946 
was the most successful year in the com- 
pany’s history with total new paid busi- 
ness of $51,000,000 for a total insurance 
in force of $283400,000, representing a 
gain during the year of $33,000,000. As- 
sets as of December 31 amounted to over 
$76,000,000, an increase of more than 
$8,137,000 during the year. Total paid to 





policyholders and beneficiaries since or- 
ganization is over $85,000,000. 


U. S. Supreme Court Refuses 
To Review D. of C. Decision 


The United States Supreme Court t! 
week refused to review the decision 
the District Columbia Court of Appe« s 
which had placed what insurance lawy¢ 
believe to be a most unusual and forc 
interpretation of the D. of C. statu': 
exempting proceeds from claims of cre:|- 
itors. The holding of the L. of C. con 
in effect nullified the usual policy pr 
vision for proceeds te be paid to t! 
estate in the event the widow—benefic 
ary—predeceases her husband. The Li'e 
Insurance Association of America hai 
filed an amicus brief in ‘support of the 
petition for certiorari. 


PRUDENTIAL APPOINTMENT 

Laurence E. Olson, assistant director 
field services Ordinary agencies depari- 
ment, Prudential, has been transferred 
to the field training division as director 
of field training. He takes the place of 
John F, Ekdahl, former director who has 
been transferred to the Industrial agen- 
cy field management department with 
the title of superintendent of agencies 
to the Industrial agency field manage- 
ment departmtnt. 


ESTABLISH RETIREMENT PLAN 
The establishment of a retirement and 
insurance program for the lay faculty 
and administration staff of Webster 
College, Webster Groves, St. Louis 
County by the institution’s board of 
trustees has been announced by Dr. 
George F. Donovan, president of the 
college. Under the terms of the plan, 
which will be separated under a joint 
contribution procedure on the part of 
the college and the faculty, all lay 
faculty members will be given outright 
an insurance policy, the value of which 
will be based on their salaries. Each 
participant will contribute 5% of his 
basic annual wage through monthly 
payroll deductions, which the college 
will pay the remaining amount necessary 
to provide an annual income amounting 
to 30% of the faculty members’ salary 
at the time of participation. The plan, 
retroactive to October 1, 1946, is under- 
written by the Lincoln National Life, 
Fort Wayne. 


VA. BANK GIVES UP AGENCY 

The Petersburg Savings and American 
Trust Co. of Petersburg, Va., has sold 
the Petersburg Insurance Agency to 
Joseph T. Mason, Worthington Romaine 
and D’Arcy Roper, who have been oper- 
ating the agency for the bank for some 
years. The bank recently decided to 
dispose of the agency. 


N. W. LEGAL APPOINTMENTS 

Theo. P. Otjen and Kenneth E. Smart 
have been made assistant counsels of 
Northwestern Mutual. Mr. Otjen is a 
graduate of University of Wisconsin law 
school and joined the company twelve 
years ago. Mr. Smart, a graduate of 
Yale and University of Wisconsin law 
school, went with company eight years 
ago. Otjen was a lieutenant-colonel in 
Army Air Corps; Smart a_ lieutenant 
in Navy. 

















Northwestern Mutua! 


(Continued from Page 3) 
Age 50; 47% had gross incomes of 0. «rT 
$10,000; 44% owned income produc 1¢ 
property of $25,000 or more. Only «xe 
in six owned $50,000 or more of life 1- 
surance. 

Bank savings in New York State, *'r. 
Hill said, have increased $859,000,000 
the last year since the war, an incre:.se 
of ten times that of the year before the 
war. “The money is there and every one 
of you when you call on men who have 
not recently added to their life ins ‘r- 
ance, you will find them running the 1 $ 
of leaving to their family only 60% of 
what they thought they had when tiey 
last reviewed it,” he said. 
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New York Life Expands 
Industrial Financing 


FUNDS FOR PLANT EXPANSION 





$10,000,000 Deal With Continental Can 
Co. Instance of New Investments 
Under N. Y. Law 

New York Life and Continental Can 
(». have completed an agreement under 
which the New York Life will play a 
major role in financing new manufactur- 
ing facilities required for Continental’s 
post-war expansion program, it was an- 

uunced this week by the two compa- 
nies. The agreement provides that New 
Vork Life will purchase several new 
V ants which are under cotsiruction or 

ill be built to increase Continental’s 
roduction of containers and will then 
le ise the properties to Continental for a 
term of years. 

The over-all amount of the financing 
will probably be in the neighborhood of 
bg it was indicated. The initial 
uirchase by New York Life under the 
plan was made just before the year-end, 
it was said, and involved a plant now 
under construction on the Pacific Coast. 





The announcement is of special inter- 
est since this is among the first of such 
transactions completed by a life insur- 
ance company in the industrial field un- 
der the new provisions of the New York 
State Insurance Law enacted in 1946. 
Similar investments have previously 
been reported in the merchandising field. 
The New York Life indicated that it 
regarded the present transaction as the 
forerunner of further equity investments 
in the industrial field, although it does 
not plan to limit such investments to 
this field alone. 

“We view this as an expanding field 
of opportunity, in which we look for- 
ward to becoming increasingly active,” 
the New York Life declared. “To the 
industrial concern which desires to 
maintain a strong working capital posi- 
tion by not tying up its funds too 
heavily in fixed assets and real estate, 
this method of financing plant expan- 
sion can be used to meet an important 
need, particularly during the post-war 
period. It offers a constructive means 
whereby we, as a large investor, can 
cooperate further with industry in help- 
ing to expand national production as 
rapidly as possible.” 





HAD $4,747,685 YEAR 





Hoey & Ellison, Equitable of lowa, 
Added Seven Full Time Men; 
Col. E. J. Phelps President 
Hoey & Ellison, Inc., New York City, 
general agents, Equitable of Iowa, has 
just completed one of the most success- 
ful years in its twenty years of existence. 
Total production from full time agents 
was $4,747,685, an increase of $2,200,000 
over 1945, Col. Edwin J. Phelps, presi- 
dent and manager of the agency, re- 
turned to life insurance on March 15, 

194, following service overseas. 

‘nce April, 1946, these full time agents 
"toi been gv sk. Bernard, Walter 
Holm, A. Vano, C. J. Meyer, Frank 
Leonard, © he Saltz and E. W. Tay- 
lor, Jr. These seven produced almost 
$70,000 during the year. Harvey P. 
Treat led the agency. 


JOHN T. BRYSON DEAD 








Prominent Manchester, N. H., Life Insur- 
ince Man was Associate General 
Agent of National Life 

hn T. Bryson, of Manchester, N. H., 
associate general agent of National Life 
ot .ermont with the Wellman-Burroughs 
agcnecy, and member of the Million Dol- 
lar Round Table, died of a heart ailment 
Jiiuary 3 at the age of 55. One of the 
a ‘| widely known insurance men of 
the state, Mr. Bryson had represented 
Naiional Life for 32 years, was a mem- 
of the Leaders Club of his company 

25 consecutive years, and was past 
President of the Manchester Association 
' Life Underwriters. 


John W. Yates Keeping 
Los Angeles Gen’! Agency 





JOHN W. YATES and “highly 


San Francisco organization of 
company, F. J. Van Stralen being 


U. S. Life Appoints New 
General Agents for Queens 


The appointment of Samson B. Mar- 
kett and Milton Avidon as general agents 
in Queens for the United States Life 
has been announced by Richard Rhode- 
beck vice president and director of 
agencies. Set up on a partnership basis, 


the new organization will operate under 
the name of the Queens Agency with 
headquarters at 92-32 Union Hall Street, 
Jamaica, Long Island. This is the first 
time that the United States Life has 
appointed a general agency for Queens. 

Mr. Markett has been in the insur- 
ance business since 1943. For the twenty 
years previous he was engaged in sales 
activities with a leading retail organiza- 
tion. 

Mr. Avidon entered the insurance busi- 
ness in 1936, after having studied insur- 
ance at New York University. 





California, continues as general agent 
of the company at Los Angeles. He has 
for years been one of the best known 
regarded general agents in 
: fe Oe the country, and is a speaker who has 
Yates, southern California been in wide demand for appearances 


general agent for Massachusetts Mutual before life underwriters associations. He 


has resigned his connection intends to devote his full time to field 
sales and service development in southern 
California. Mr. Yates is president of 
the Massachusetts Mutual Life’s general 
general agent for northern agents association, 











THE PELICAN, we learn, has won 
another top award among life insurance 
field publications. That 1s almost as 

gratifying as the reports from Mutual Benefit 
fieldmen that THE PELICAN, in its forty-third 
year of publication, continues to inspire and 
aid them in the daily work of bringing 


Mutual Benefit service to their clients. 


™ Mutual Benefit 


LIFE INSURANCE COMPANY 
Newark, New Jersey 











F. L. MORTON WITH BETHEA 





With Bankers Trust Co. Four Years; 
Formerly Well Known in 
Life Insurance 


Forrest L. Morton has rejoined the 
Bethea agency, Penn Mutual Life, and 
will specialize in estate planning and 
business insurance. 

Upon leaving college, Mr. Morton op- 
erated a newspaper syndicate at the 
State House in Boston. Later, he spent 
several years on the editorial staff of 
Prentice-Hall, Inc., publishers of tax 
services. In 1924 he went with New 
York Life, first as manager of its agency 
service bureau, then as an agency direc- 
tor, and finally as a special agent. He 
was also an assistnt manager of the old 
Ives & Myrick agency, Mutual Life. 
During the last four years he has been 
engaged in special tax work for the 
Bankers Trust Co., New York. 





HEARD On The WAY 











The Equitable Life Assurance Society 
has received official recognition from 
leading educators and public officials for 
sponsoring the public service radio pro- 
gram, “This Is Your FBI,” and for or- 
ganizing youth meetings throughout the 
nation to combat juvenile delinquency 
Frederick L. Hipp, executive secretary 
of the New Jersey Education Associa- 
tion, recently wrote to Thomas I. Park- 
inson, president of the E quit ible Society, 
commending him for his “foresight in 
rendering a public service to the boys 
of the Nation” by establishing the Better 
Citizenship Bureau to organize the youth 
meetings. 

These meetings are held in the prin- 
cipal cities of the United States for 
boys between the ages of 12 and 17. The 
feature attraction of these gatherings is 
a 30-minute demonstration of the latest 
Federal Bureau of Investigation methods 
of crime detection by G-Men and an 
exhibition of man-to-man defensive tac- 
tics. J. Edgar Hoover, director of the 
Federal Bureau of Investigation, has 
personally endorsed the meetines as a 
means of combatting juvenile delin- 
quency. 

The Equitable Society was also cited 
by the New Jersey Education Associa- 
tion for contributing to the “good citizen 
ship qualities” of the nation’s vouth by 
sponsoring “This Is Your FBI,” the of 
ficial FBI program. 

In a letter to Mr. Parkinson, Miss 
Bertha Lawrence, president of the Edu- 
cation Association, said that after con 
ducting a survey of radio programs 
“which meet standards of production and 
public service in keeping with the pur- 
poses of this organization we are in ac- 
cord that ‘This Is Yous FBI’ maintains 
a high level of good taste and public 
usefulness. It serves as an example of 
how radio can b= a power for good. 

“The sponsorship of this program by 
your company interests us very much,” 
Miss Lawrence said. “Your company 
is, in this way, and under your farsighted 
direction, contributing to the good citi- 
zenship qualities of the youth of our 
Nation. ‘This Is Your FBI’ manifests, 
on your part, a high sense of respon- 
sibility to youth. We are sincerely ap- 
preciative to you and to the Equitable 
Life Assurance Society for the service 
that you are rendering in this field.” 

As a result, “This Is Your FBI” was 
presented before a studio audience for 
the first time when it was broadcast re- 
cently from Atlantic City Convention 
Hall before 6,000 members of the New 
Jersey Education Association. 

“This Is Your FBI” is based on official 
records of the FBI and produced with 
the cooperation and approval of the 
3ureau. The program is written, di- 
rected and produced by Jerry Devine. 

Uncle Francis. 
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C. WESTON BAILEY 
C. Weston Bailey, 


of the board of 


former chairman 
American of Newark 


and its affiliates, died this week in a 
Newark 


whose companies made constant, steady 


hospital. A capable executive 


progress under his administration, he 
had a personality whose marked char- 
acteristics were simplicity, understand- 
ing, patience and amiability. His long 
experience with the company, which he 
joined as an office boy, and which grew 
to sixty-five years of service with the 
organization retirement, gave 
him an extraordinary view of insur- 
ance as he had seen it develop with 
ramifications. In ‘many of 


before 


its many 
these developments his judgment was 
sought and it proved to be based on 
common sense. He had been an officer 
since 1906 when he was made assistant 
secretary. Mr. Bailey was a man of 
poise, always ready to accept and give 
confidences, and a visit to his office 
invariably left the visitor stimulated. 
Younger men were among the chief 
beneficiaries of these visits. 

Fire insurance is a business which 
has been marked by some long tenures 
of office by executives. One of the long- 
est tenures of office was that of the 
late Elbridge G. Snow as president of 
the Home. Another was that of William 
B. Clark, president of the Aetna (Fire). 
There is no business in the country 
where experience counts for more than 
it does in insurance. 





SOME VITAL U. S. ECONOMIC 
STATISTICS 

Vital data about the growth of eco- 
nomic life in America appears in Trends 
in American recently pub- 
lished by Investors Syndicate of Min- 
neapolis. It is a most impressive statis- 
tical exhibit of American 
business and consists of sixty-three 
pages. Some of the important statistics, 
as of 1945, follow: 

Population of continental U. S., 139,- 
621,434. Deaths in 1945, 1,459,544; births, 
2,900,000; marriages, 1,150,000. ; 

National income: produced, $160.7 bil- 
lions; paid out, $139.7 billions. 

Savings deposits and depositors, con- 


Progress, 


interest to 


tinental U. S., $33.441 billions. 
Commercial loan rates, December, 


1945, 2.09%. 

“Billion dollar corporations”: of the 
43 these are the insurance companies— 
Metropolitan Life, Prudential, New 


North- 
John 


York Life, Equitable Society, 
western Mutual, Mutual Life, 
Hancock, Travelers, Aetna. 

Largest manufacturing corporations: 
fifty top ones are listed, starting with 
General Motors. Next four in size of 
assets are U. S. Steel, E. I. DuPont de 
Nemours, Bethlehem Steel, Ford Motor 
Co. 

Total assets of insurance companies: 
$44,700,000,000. 

Asset distribution of 
funds: mortgages, $6.5 billions; U. 
Government bonds, $20.497 billions; 
corporate and Government securities 
other than U. S. issues, $12.6 billions. 
All others, $4.977 billions. 

U. S. automobiles: production: pas- 
senger cars, 83,792; trucks, 683,578. 
Registration: passenger cars, 25,388,069; 
trucks, 4,769,171. 

Motion pictures: average weekly at- 
tendance, 95,000,000. 

Commercial and industrial failures in 


policyholders 


U. S.: number of failures, 810. 
Farm population: 25,290,000. Total 
cash receipts from farm marketings, 


$20.699 billions. 





T. H. Whiteside has been appointed 
home fire superintendent of the London 
& Lancashire at the chief administration, 
London, and of the Law Union & Rock. 
He has been the Liverpool secretary of 
the London & Lancashire for the last 


ten years and district manager at Liver- 
pool for the Law Union & Rock. 
* * x 

S. A. Meacock, who recently celebrated 
his 90th birthday, has been with Lloyd's 
for seventy-three years. His father, John 
Meacock, was born on a farm in 1799. 
S. A. Meacock commenced his career 
at the age of 16 with William England 
and in 1874 went with the brokerage firm 
of Alfred C. Stearns, succeeding him 
when the latter died. In 1910 Mr. Mea- 
cock commenced underwriting for the 
R. St. John Mathews group of names 
and since the death of Mr. Mathews 
has underwritten for H. N. Mathews 
and others. He was elected an annual 
subscriber to Lloyd’s in 1919 and his 
son, John Meacock, became an under- 
writing member of Lloyd’s in 1929, 

x * * 


Elmer W. Sherwood, former Indiana 
adjutant general, has resigned as na- 
tional Americanism director of the 
American Legion to give all his time to 
duties as president of the American 
Travelers Life of Indianapolis. His 
election to the presidency of the com- 
pany, of which he is part owner, was 
announced some weeks ago. Prior to 
World War II, he was editor of the Na- 
tional Legionnaire, official Legion pub- 
lication. He was discharged from Army 
service as a public relations officer in 
February, 1945, to become Indiana ad- 
jutant general, 





Jerry Saltsber 


The accompanying picture of executives and some members of the staff of thie 
Harry Gardiner agency, John Hancock, New York, was taken during the recent 
holiday luncheon of the agency in the Bankers Club. 

Reading left to right those in the picture follow: Peter J. Smith, clerk; Albert T. 
Dittmann, agency supervisor; Victor O. Hamtil, clerk; Harold G. Pratt, associate gen- 
eral agent; Joseph D. Murphy, assistant general agent; Mr. Gardiner; A. Robert Jacobs, 
assistant general agent; Edwin J. Allen, associate general agent; Pasquale A. Quarto, 
agency supervisor; Robert Ottes, clerk; Edward J. Scherding, Jr., underwriting clerk 





James M. Crosby, Sr., a former presi- 
dent of the Michigan Association of In- 
surance Agents, and descendant of a 
family which Virtually pioneered agency 
activities in Grand Rapids, was pre- 
sented with Hartford Fire’s 50-year gold 
service medal during the past week at a 
dinner given in his honor. Mr. Crosby’s 
son, J. M. Crosby, Jr., also is an active 
leader in state association affairs and 
has served as president of the organiza- 
tion. Mr. Crosby was born in 1867, the 
son of Moreau S. Crosby. The elder 
Crosby was a son of James S. Crosby 
who founded the agency business in 
1858. 

x * x 

James P. Graham, III, son of the 
Aetna Life’s general agent in Baltimore, 
came to the Baltimore agency, February 
1, 1946, after spending four and a half 
years in the Navy which he entered im- 


mediately after his graduation from 


Princeton. He was a lieutenant com- 
mander at time of his discharge. With 
no previous experience in any field of 
selling he has qualified for the Regional 
convention of the company. 

x ok Ok 

Grace Carey, cashier for forty years 
of the Mutual Benefit’s Wichita, Kan., 
agency, and with the Mutual Benefit 
longer than any other agency office em- 
ploye, has retired. A party in her honor 
was given by members of the Wichita 
agency. 

* * x 

Henry Bechard of Nashua, N. H., has 
announced that he is opening a tempo- 
rary insurance office in his home at 12 
Dinsmore Street. He will sell all types 
of insurance coverage. Formerly an 
agent of the Metropolitan Life, he will 
open a down-town office as soon as a 
suitable location can be obtained. 

xk * * 

E. K. Williams, one of Canada’s sen- 
ior lawyers, and well known at life in- 
surance conventions in Canada, has been 
appointed Chief Justice of the Manitoba 
Court of King’s Bench. He is a former 
president of Canadian Bar Association 
and special counsel in the Royal Com- 
mission on Espionage, 


Samuel Insull, Jr.. who has been ap 
pointed assistant to James S. Knowl- 
son, chairman of the board and presi- 
dent of Stewart-Warner Corporation, 
Chicago, was for five years (until 1943) 
an insurance broker. He is a graduate 
of Yale and was a commander in the 
Navy during World War II. His early 
career was in the utility business. 

x © 2 


A. L. Paine, Equitable Life of Iowa, 
Springville, N. Y., has been appointed 
president of the Springville Central 
School Board of Education. 


| 





Corboy Studio 
MAURICE E. BENSON 


Maurice E. Benson, former assisiatt 
counsel, American Life Convention, /1as 
joined the law firm of Spencer & Pritt, 
St. Louis, which has changed its name 
to Spencer, Britt & Benson, A St. Lou's 
native and a graduate of Washin;ton 
University, that city, Mr. Benson joined 
the legal staff of ALC in 1931 aiter 
practicing law in St. Louis. When ALC 
transferred headquarters to Chicago 
from St. Louis Mr. Benson move: t0 
Chicago. With ALC his duties included 
being editor of the ALC Legal Bulletin. 
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Lester F. Beck’s Appointment 


When the Travelers announced this 
week that Lester F. Beck had been 
made assistant superintendent of agen- 
cies for all lines written by the com- 
panies, attention was again centered on 
one of the younger insurance men who 
has had a career of unusual interest. 
With the company since 1944, he was 
named secretary of the compensation 
and liability department in 1945. 

3orn in Harvey, Ill, Mr. Beck is a 
graduate of Beloit College, Phi Beta 
Kappa, and the University of Chicago 
Law School. After handling trust busi- 
ness for.the Chicago Bank of Commerce 
& Trust Co. he came to New York as 
assistant to the late J. H. Doyle, general 
counsel, National Board of Fire Under- 
writers. Then he became counsel for 
the National Automobile Underwriters 
Association, which post he left to be 
insurance counselor to the ordnance de- 
partment of the Army. Later, he be- 
came head of the insurance unit of the 
Navy. With the Navy he organized a 
central insurance division to assist in 
formulating a standard insurance pro- 
cedure for the Navy as a whole. His 
efforts there culminated in the publica- 
tion of a manual of instructions to as- 
sist Navy personnel, contractors, insur- 
ance advisers and underwriters in the 
handling of insurance under Navy con- 
tracts. 

After some experience as vice presi- 
dent of Pennsylvania Casualty with ex- 
ecutive duties extending to other com- 
panies under ownership of Commercial 
Credit Co., Mr. Beck joined the Trav- 
elers organization. 

* * * 
Now Sir Thomas Frazer 


Among those knighted by King 
George in the recent New Year’s honors 
is Thomas Frazer, F.F.A., general 
Manager of the North British & Mer- 
cantile. On December 31 Mr. Frazer 
succeeded H. S. Milligan as general 
manager of the company. 

* * x 


Beale and Owen Sail 


\mong those who sailed on Queen 
Elizabeth were Ronald Beale, assistant 


foreig ‘n fire manager of the Alliance, 
and his opposite number, H. Lloyd 
Owen, marine underwriter of the Al- 


lian 
. se « 


lo Fight Waterfront Thefts 


i) an attempt to cut down the thefts 
VY ‘iver pirates, hijackers and petty 
thieves on the Brooklyn water front 
Members of the police, Army and Cus- 
tom. Service have combined their ef- 
forming a squad which will num- 
00 men. Most of them will be in 
plain clothes. 
ans for this fight on thieves were 
he ped out at a meeting attended by 
Set C. K. Moffatt, chief of Internal 
Sccurity of the New York Port of Em- 
varkat tion, and two of his aides, by Act- 
ing Chief Inspector William J. Rey- 
olds, in charge of Brooklyn detectives, 



































and by Lieutenant John J. Boyle, in 
command of the newly formed Brooklyn 
and Richmond Riverfront Squad, and by 


United States Customs inspectors. Use 
will be made of high-powered automo- 
biles patrolling streets near the piers; 
walkie-talkie radio and speed motor 
boats. 

On numerous occasions thefts at the 
piers have not been discovered until 
ships reach .destinations overseas. 

x * x 
Travelers Preliminary Figures 


Preliminary premium figures an- 
nounced by the Travelers Cos., Friday 
(January 3) showed that the public paid 
the company $294,911,000 for varoius 
forms of insurance during 1946. The 
figure represents an increase of $18,- 
867,000 over 1945. 

In mailing the round number totals 
to agents, general agents, managers and 
other field representatives, Vice Presi- 
dent Esmond Ewing, who has charge of 
all agency departments of the com- 
pany, told the field that the substantial 
gains made in 1946 resulted in the larg- 
est premium receipts in the history of 
the companies. 

The new life insurance paid for (ex- 
clusive of additions under Group poli- 
cies of $1,410,200,000) was more than 


$836,900,000. 
Paid premium figures for the year 
were: 
he: wakorcceewacsurdowe $130,440,000 
Accident and Health.... 41,541,000 
EAS cccaeuacdsonads 11,074,000 
Automobile Casualty.... 44,422,000 
Compensation .......... 34,047,000 
Burglary and Glass..... 5,467,000 
Boiler and Machinery.. 1,908,000 
Fidelity and Surety.... 1,825,000 
AGG ower weundonredeases 24,183,000 
ROUAN fo cviadetendus over $294, 911 ,000 
Gain over 18 867,000 
“There is much solid satisfaction in 


these figures for all of us,’ Mr. Ewing 
said in his message to the field. “They 
mean, among other things, that the 
Travelers Cos. were more useful than 
ever to your clients and more productive 
than ever for Travelers agents. We 
look forward to an even larger measure 
of service and return in 1947,” 
x * x* 
American Reserve’s Unusual Annual 
Christmas Book 


Every Christmas since 1931 the 
American Reserve of New York has is- 
sued an elaborate brochure containing 
material appropriate to the Christmas 
season. The book is called “Christmas” 
and is printed in colors on heavy paper 
stock. The art work is superlative and 
many of the pages are suitable for fram- 
ing. The material for the book is com- 
piled and edited by Randolph E. Haugan 
and is published by Augsburg Publish- 
ing House, Minneapolis. 

The sixteenth volume of Christmas 
has articles on The Nativity as inter- 
preted in Wood-Carving, with illustra- 
tions of woodcarving by artist-sculptor 


Alois Lang, and a story about Robert 


Louis Stevenson. There are seven 
full pages of Christmas art and six 
pages of Christmas photography. Other 
features are Christmas poetry, Christ- 
mas music and a very beautifully illus- 
trated scripture section. One of the 
most delightful features of the book is a 
Christmas Letter containing rhymed 
recipes for baking Christmas cookies 
and cakes. These recipes are illustrated 
in colors in old-fashioned sampler ef- 
fects. 

The book, Christmas, is timeless and 
is something to preserve. An American 
Annual of Christmas Literature and Art, 
it is an inspiring book to have around 
Christmas of any year. 

* * x 


Growth of Economic Life in America 

Investors Syndicate of Minneapolis 
has issued Trends in American Prog- 
ress, designed to highlight statistically 
the economic happenings and develop- 
ments in the United States between 
1894 and 1945, 

“Between 1894 and 1914 the world 
enjoyed relative tranquility, interrupted 
sometimes in far-off regions by such 
distressing disturbances as depressions, 
revolutions and wars,” says E. E. Crabb, 
chairman of the Investors Syndicate. 


“From 1914 to 1939 communications 
shrank the size of the earth many 
times. Since then the world has suf- 


fered its most costly war and witnessed 
the use of the first atomic bomb.” 

The present volume, like its precedes- 
sor, Half a Century of Progress, aims 
to give essential and useful, rather than 
merely interesting, information. The 
book was in preparation for more than 
a vear. 

Trends in American Progress regards 
housing as No. 1 domestic problem, and 
that is why it devotes ten pages to resi- 
dential construction. Food during re- 
construction and rehabilitation will be 
internationally important; therefore, 
says Mr. Crabb, the book has added 
tables on barley, rice, rye and potatoes 
as well as world consumption and pro- 
duction of other crops where possible. 
To American farm facts have been 
added the value of products, effect of 
Government payments and the value of 
products consumed on farms. 

Among new features added to the 
present volume are consumer credit, in- 
vestment companies, money rates, com- 
mercial failures, growth of FM _ broad- 
casting, America’s power resources, and 
the fifty largest manufacturing firms in 
the United States. 

During the war many nations blacked 
out statistical information. Relatively 
few countries have lifted this blackout. 
Therefore, Trends in American Prog- 
ress lacks many world figures for the 
last eight years. However, our Govern- 
ment has released many figures that 
were kept secret after December 7, 1941. 
The volume strives to bring up to date 
all its tables, with the aid of such re- 
cently released Federal facts and figures. 

x * x 


Insurance Developments in Austria 


The provisions of the Insurance Tran- 
sitional Law and Insurance Transitional 
Ordinance were recently approved by 
the Quadripartite Finance Division of 
Austria. The law established an insur- 
ance reconstruction commission and an 
insurance clearing office. These bodies 
are to make studies and recommenda- 
tions for the drafting of an insurance 
reconstruction law. It is contemplated 
that they will become permanent insti- 
tutions. 

The transitional law amended the con- 
version law and set forth specific pay- 
ment procedure for all types of insur- 
ance claims. It permitted payment of 
40% of all claims, with 100% payment 
authorized in the case of sickness in- 
surance, medical expenses, accident, and 
hail insurance. It specifically provided 
that war damage claims were not to be 
paid, confirming the policy followed by 
most companies. Unsettled claims would 
receive no interest during the period 
prior to the enactment of new regula- 
tions, 
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The transitional ordinance was treated 
separately from the law because the 
subject matter concerned a special prob- 
lem covering payments to policyholders 
of the old “Phoenix Life Insurance 
Co.” In general maximum payments al- 
lowed were decreased from 40% to 
25% of the contractual amount. These 
stringent provisions were necessary be- 
cause of the poor financial condition of 
the Phoenix-Fund. 

At the meeting of the Quadripartite 
Finance Division, a paper introduced by 
the U. S. members, on Austrian insur- 
ance companies’ interests in Hungary, 
Rumania and Bulgaria was considered. 
At the suggestion of other members, the 
resolution was modified slightly to read 
that “until the status of reparations 
claims against Austrian insurance com- 
panies and their branches is settled by 
Allied Council action, the rights, privil- 
eges and financial status of these com- 
panies abroad should be safe-guarded, 
particularly the interests of insured per- 
sons.” The resolution further asked each 
member to request his commanding gen- 
eral to protect the interests of Austrian 
insurance abroad by taking appropriate 
action. The resolution was approved by 
the British, French and U. S. members. 
The Soviet member stated that all ques- 
tions involving reparations should be 
settled on a bilateral basis by the Aus- 
trian and the occupying power making 
the reparations claim. 

Earlier reinsurance discussions had 
been conducted with representatives of 
Italian, Swiss and British reinsurance 
firms. Technical difficulties will prob- 
ably prevent British companies, chiefly 
Lloyd’s, from giving coverage for the 
year 1946. Italian companies were only 
mildly interested in this business, hav- 
ing large direct insurance in Austria 
which claimed most of their interest. 
As a result, nearly 100% of the excess- 
of-loss hail reinsurance will probably be 
taken by Swiss and French companies. 

In May, 1946, premium rates were 
three times higher than pre-war rates, 
or about schilling 1.5, per schilling 1.000 
of value of insured goods for non- 
perishable goods not easily damaged. 
These high rates were necessary in 
view of increase in risk arising from 
deterioration of railway rolling stock 
and _ rights-of-way, bomb-damage to 
warehouses, freight stations and other 
facilities, lack of trained and respon- 
sible railway personnel and _ freight- 
handlers, and inadequate police protec- 
tion. In the Soviet zone, the risk of 
theft and confiscation was so high that 
no Austrian company wrote theft insur- 
ance for goods in transit through the 
zone. Current volume of business was 
very small. 
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C. Weston Bailey Dies; 
Widely Beloved Leader 


WAS WITH AMERICAN 65 YEARS 





Served as Prashant from 1918 to 1935 
and Then Was Chairman Until 1941; 
Headed National Board 


Weston Bailey, former chair- 
and president of the 
of Newark, N. 
for his kindly 


Calvin 
man of the board 
American Insurance Co. 
J., and widely beloved 
and genial personality, died Monday of 
this week at the Saint Barnabas’ Hos- 
pital in Newark. Mr. Bailey, who was 85 
years old, had not been in good health 
for a long while and had retired as 





WESTON BAILEY 


chairman in 1941 after serving the 
American for sixty-five years. President 
of the company from 1918 until 1935 
Mr. Bailey, then close to 74 years of 
age, resigned to become chairman of 
the board. His successor, Paul B. Som- 
mers, still serves as president of the 
\merican. 

During period of activity in 
fire insurance Mr. Bailey contributed 
much to advancement of the business. 
But his passing will be mourned as 
deeply and widely because of his loving 
spirit and gentle manners which won 
him the affection of thousands of men 
and women in insurance. His presence 
in any conference on problems of the 
business tended to allay undue excite- 
ment and danger of crystallizing of irre- 
concilable differences of opinion; his 
calm and able counsel was highly valued, 
and followed. 


Joined American in 1876 


Born in Newark on January 20, 1861, 
\[r. Bailey became associated with the 
American as an office boy at the age of 
15 after gaining his education at New- 
ark public schools and the old Newark 
Academy. At the outset with the com- 


his long 


pany he took care of expiration no- 
tices and then was promoted to policy 
write! and bookkeeper. His talent 


recognized, he subsequently was placed 
in charge of supplies. He served also as 
superintendent of agencies and exam- 
iner. In 1906 he became assistant sec- 
retary of the American and secretary in 
1909. 

Three years later Mr. Bailey was ad- 
vanced to treasurer and in 1914 he was 
elected vice president. Four years after 
that, on October 10, 1918, he became 
president of the American and later of 
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Elect Hunt President 
Of Johnson & Higgins 


Elmer F. Hunt was elected president 
of Johnson & Higgins of New York, in- 
ternational insurance brokerage house, at 
a special meeting of the board of direc- 
tors on Tuesday, to succeed the late Wil- 
liam H. LaBoyteaux, who died last week. 

Mr. Hunt has spent his entire business 
life in the insurance brokerage field, spe- 
cializing in the sphere of marine insur- 
ance. In 1924 Mr. Hunt, formerly an 
officer of Willcox, Peck & Hughes, be- 
came a director of Johnson & Higgins 
coincident with the merger of the two 
firms. He became an officer of Johnson 
& Higgins in 1943, and was serving as 
first vice president at the time of his 
election to the presidency. 


N. Y. Pond Meets Jan. 15 

The New York City Pond of Blue 
Goose will hold a dinner-meeting on 
Wednesday, January 15, at the Drug & 
Chemical Club in New York City. A 
program of entertainment has been 
arranged by Chairman Philip V. Wilder 
of that committee. Most Loyal Gander 
George H. Martin will adieu 


EXPANDS NEW YORK OFFICE 

The fire underwriting department of 
the Insurance Company of North Amer- 
ica has added 4,500 additional square feet 
of ground floor space to its New York 
City facilities, taking over for its own 
use the southwest corner of the building. 


N. Y. STUDY GROUP FORMED 


Suburban Agents ~ is Have Taken 
NAIA Educational Courses Form- 
ing Alumni Organization 

discussion group for suburban New 
York 


permanent organization. 


agents is being organized as a 


It will originate 
and sponsor its first “Bringing You Up 
To Date” Day on April 9. On Monday 
a special committee appointed by J. 
Edwin Fries, president of the New York 
Suburban Agents Association, announced 
plans for formation of a Discussion 
Group Alumni Organization for all mem- 
bers who have participated in the NAIA 
educational program in the suburban 
New York area. Organizational plans 
are being completed and all eligible mem- 
bers will be advised. 

Members of this committee, William 
J. Behrendt, Earl W. Quick, Arthur L. 
Schwab and Earle L. Polhemus, met with 
Frank Proctor and Joseph A. O’Brien of 
the Home Insurance Company who were 
coordinators for the Westchester and 
Richmond County study groups, and 
Richard E. Farrer, educational director 
of the National Association, to work out 
details for this first “Bringing You Up 
To Date” day. 

April 9 has been set as the tentative 
date for the full day conference which 
will be devoted to seminars and dis- 
cussion on all new features and changes 
in insurance coverages in recent months. 
Company experts and authorities will be 
selected to serve as discussion group 
and seminar leaders. 


BEAN RETIRES IN KENTUCKY 

Bennett B. Bean, state agent in Ken- 
tucky for the Commercial Union Group 
for nearly thirty years, has arranged to 
retire early this year. He will be suc- 
ceeded by J. J. Ranayne, who was a 
special agent at Indianapolis for Com- 
mercial Union prior to his war service. 




















THE COVERED WAGON 


Famous trade-mark of the Springfield, 


familiar to thousands of agents 


and millions of property owners 


from Maine to California. 


THE SPRINGFIELD GROUP 


SPRINGFIELD FIRE & MARINE INSURANCE COMPANY 


CONSTITUTION DEPARTMENT 


SENTINEL FIRE INSURANCE COMPANY ° 
MICHIGAN FIRE & MARINE INSURANCE COMPANY 
NEW ENGLAND FIRE INSURANCE COMPANY 


SPRINGFIELD, MASS, 
SPRINGFIELD, MASS. 
SPRINGFIELD, MASS. 

PETROIT, MICH. 
SPRINGFIELD, MASS. 


OF FIRE INSURANCE COMPANIES 








New Public Relations 
Program of Security 


ADS WILL ANSWER QUESTIONS 


Appearing in Time and Newsweek They 
Will Aim to Clarify Some of In- 


surance Complexities for Public 


Peter J. Berry, president of the Sc- 
curity insurance companies, compris! 
the Security of New Haven. East & 
West and Connecticut Indemnity, is this 
week announcing to the companics’ 
agencies a new public relations progr; 
which will help clarify some of the cor 
plexities of insurance in the public mind 


PETER J. BERRY 


Mr. Berry has long been interested and 
active in the industry’s effort toward 
better public understanding not only as 
a member of the National Board’s pub- 
lic relations committee, but in several 
of the regional organizations. 


“What particularly concerned us _ in 
planning our contribution to making 
more friends for insurance,” Mr. Berry 


said, “was to find a way to tie in our 
agents with the efforts our companies 
are making in this direction. We be- 
lieve that there are in this new plan 
more features that will help our agen- 
cies better their positions with clients 
than is true of any other we have seen.” 


Questions To Be Answered 


The advertising consists of all-text 
columns in Time and Newsweek. Each 
will deal informally and simply with 
some commonly heard question about 
insurance. Some of them will be: 
What’s the difference between an agent 
and a broker? Why do we in insur- 
ance use terms beyond laymen’s under- 
standing? What’s a “floater,” whiat’s 
“actual value” as compared to “stated 
value” and why should a buyer want 
one or the other? What’s co- insurance 
Why do we call it inland marine insur- 
ance when the property is nexer afloat! 
What’s “guest liability” ? What’s_ the 
difference between “personal liability, 
“residence liability” and “comprehensive 
liability”? What’s the difference be- 
tween fire anl extended coverage plus 
residence and outside theft, and a per- 
sonal property floater? 

“Obviously there’s no point,” Mr 
Berry said, “in trying to teach the pub- 
lic the technical details of insurance. 
even if they would or could absor) ‘tt 
But there are plenty of things the) 
don’t understand that can easily be ex 
plained to them. Knowing the answers 
to such elementary questions about in- 
surance will, we believe, set buyers 
minds at rest and make them mor 
friendly to the industry and our agents 
Most people, most of the time, at 
happy enough in their relations wit!i i” 
surance because they have no need 10 
think about it. When their reactions 
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Truman to Call Fire 
Prevention Conference 


WILL BE HELD IN WASHINGTON 


President Names General Fleming as 
Chairman; to Devise Additional 
Methods for Cutting Fire Risks 


President Truman will convene a na- 
mal conference on fire prevention in 
ashington within the next few months 
a effort to “bring the ever-present 
danger from fire home to all our people. 
| can think of no more fitting memorial 
those who died needlessly this year 
in the La Salle Hotel fire in ‘Chicago, 
the appalling disaster at the Winecoft 
Hotel in Atlanta and the more recent 
New York tenement holocaust than that 
we should dedicate ourselves anew to 
> ” 
ceaseless war upon the fire menace, 
the President stated last Friday. 


Maj. Gen. Philip B. Fleming, Federal 
\Vorks Administrator and Director of 
Office of Temporary Controls, was 
named chairman of the forthcoming 


conference, General Fleming served in 
« similar capacity during the President’s 
conference on highway safety last May. 


To Intensify Fire Reduction Efforts 


The White House statement said that 
one of the purposes of the fire preven- 
tion conference will be to devise addi- 
tional methods of intensifying the work 
of fire prevention “in every town and 
city in the nation.” The statement 
pointed out that fire damage to property 
in this country during the past decade 
has been rising steadily year by year 
and that in this period an average of 
10,000 persons have been burned to 
death or have died of burns annually. 

In the first nine months of 1946, it 
continued, fire losses have totaled nearly 
$500,000,000, and it is expected the an- 
nual total will make last year the “most 
disastrous in our history” with respect 
to fire damage. 

“This terrible destruction of lives 
and property,” the White House stated, 
“could have been almost entirely averted 
if proper precautions had been taken in 


time. Destructive fires are due either to 
carelessness or to ignorance of the 
proper methods of prevention. Those 
techniques have been tested, but they 


must be much more intensively applied 
in every state and local community in 
the country.” 


The statement cited the beneficial ef- 
fects of the highway safety conference 
in the prevention of traffic accidents 


Mr. Truman “is encour- 
that a similar 


yield corres- 


and added that 
«ged to hope, therefore, 
attack on fire losses will 
ponding benefits.” 


R. W. Smalley Glens Falls 
Special in Central N. Y. 


e Glens Falls and Commerce Insur- 
ance ie have announced transfer of 
Special Agent Robert W. Smalley to be 
in charge of a newly-created territory 
im the west central portion of New 
York State. 

\Ir. Smalley received his education 
at Lafayette, and upon his graduation 
in 1935 was employed by the Glens Falls 
an! Commerce. After a_ preliminary 
training in the fire underwriting depart- 
ment of the companies, and with the 
fire rating bureau and company adjust- 
ment bureau, he became a special agent 
in the home office territory. He was la- 
(cr assigned to a Vermont and New 
York field. He entered Government 
service in 1943 and upon his return to 
civilian life in 1946 was sent to Cleve- 
laud. His present headquarters will be 
Batavia, N. 





GILBERT H. DURHAM DIES 


uilbert Harold Durham, Northwest 
‘rine insurance authority and chair- 
in of the board of the general insur- 

firm of Durham & Bates of Port- 
sd Ore., died December 31, after a 
ng illness, 
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Franzen, Christensen, Abney Made 
Vice Presidents of Loyalty Group 


As a further step towards consolida- 
tion of operations of the fire and casu- 
alty companies of the Loyalty Group, 
President John R. Cooney has an- 
Franzen, 
Philip C 


nounced election of Frank W. 
Walter J. 


Christensen and 


of the Newark branch office, manager in 
1918, and resident vice president in 1922 
In 1930 Mr. Franzen was appointed resi- 
dent vice president and manager of the 
New York branch office and in 1932 was 
given a similar appointment for the Met- 





FRANK W. 


Abney to the positions of vice presi- 
dents of all fire and casualty companies 
of the group. 

Mr. Franzen has been vice president 
of the Commercial Casualty and the 
Metropolitan Casualty, and will here- 
after also be vice president of all fire 
companies, with supervision over Penn- 
sylvania, Maryland, Delaware, District of 


FRANZEN 





ABNEY 


PHILIP C. 


Columbia, West Virginia, Tennessee and 
\rkansas. 

Mr. Christensen, who has been second 
vice president of the fire companies, is 
advanced to vice president of all fire 
and casualty companies, supervising New 
York and the New England States. 

Mr. Abney has been second vice presi- 
dent of the fire companies, and is ad- 
vanced to vice president of all com- 
panies, with supervision over New Jer- 
sey, Ohio and the southeastern territory. 


Franzen’s Career 


Mr. Franzen is a native of Newark, 
and began his insurance career in 1912 
with the Commercial Casualty as a clerk 
in the accounting division. In 1914 he 
was appointed assistant cashier, and in 
1916 was made assistant superintendent 


WALTER J. CHRISTENSEN 
ropolitan Casualty, bot companies hav- 
ing become members of Loyalty Group 
in 1929. In 1934 he was made vice presi- 
dent of both the Commercial and Metro- 
politan Casualty, and assigned to the 
home office at Newark. 

Mr. Christensen is a native of Chicago, 
and started his insurance career with the 
Northern Assurance in that city in 1911, 


later joining the Pennsylvania Fire in 
the underwriting department. In 1920 


Mr. Christensen joined the Western de- 
partment of the Firemen’s, and later 
served as special agent in lowa, Kansas, 
and Indiana. He was called to the home 
office in 1926 to become assistant to the 
officer in charge of fire losses, was made 
assistant secretary in 1930, secretary in 
1935 and second vice president of all 
Loyalty Group companies in 1940, with 
supervision over the loss and claim divi- 
sion. In 1944 he was transferred to the 
underwriting division, assisting Vice 
President Herman Ambos, who retired 
January 1, 1947. 

Mr. Abney is a native of Texas, start- 
ing his insurance career in 1920 when he 
was appointed special agent of the farm 
department of the Home in Texas. He 
later acted as special agent for Floyd 
West & Company General Agency, Dal- 
las. In 1929 he joined the Fidelity 
Union of Dallas as special agent. After 
that company was reinsured by the Fire- 
men’s in 1931 he held the position of 
chef underwriter in the Loyalty Group’s 
Dallas office. He was appointed assistant 
secretary in 1936 and secretary in 1938. 
In 1941 Mr. Abney was nromoted to the 
position of second vice president of all 
fire companies of Loyalty Group, and 
transferred to the home office at Newark, 
assisting Vice President Archibald Kemp, 
who retired January 1 of this year. 


WERBEL ALUMNI TO MEET 

The next meeting of the Werbel 
Alumni Insurance Association will be 
held on January 23, in the auditorium of 
the Brooklyn Academy, 182 Henry 
Street, Brooklyn. At 6:45 p.m., Edward 
H. Parry, vice president, Robert F. 
Coleman, Inc., will discuss the subject 
“Supervised Self-Insurance.” The ex- 
change of ideas program will commence 
at 8:15 p.m. 

All former students of Brooklyn Aca- 
demy and subscribers to the “General 
Insurance Outline” are invited to at- 
tend. 
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Commissioners’ Rates 
Committee Will Meet 


IN CHICAGO JANUARY 21 TO 25 





Unfair Practices Legislation To Be 
Completed; Consider Moser Amend- 
ments; All-Industry Sessions 


Charles F. J. Harrington, chairman of 


the committee on Federal legislation 
and rates and rating organizations of 
the National Association of Insurance 


Commissioners has announced that a 


meeting will be held in Chicago at the 


Continental Hotel commencing on Jan- 
uary 21, and continuing through Janu- 
ary 25. 

On the agenda for the meetings are 
the following matters: 

Completion of a draft of legislation 
regulating unfair and deceptive prac- 
tices at the state level. 

Editorial and minor changes in the 
bill regulating the accident and health 
business. 

Consideration of the Moser amend- 


ments to the casualty and surety and 
fire and marine rate regulatory bills and 
any other business which pertains to 
the regulation of the insurance business 
in contemplation of United States Pub- 
lic Law 15. 


Commencing 22 


and 


on January 22 con- 
tinuing through January 25, if neces- 
sary, the All-Industry Committee will 
hold meetings at the Continental Hotel 


in order that necessary conferences may 
be held with the Commissioners’ com- 
mittees. The meeting of the Commis- 
sioners on January 21 will be an execu- 
tive session for the Commissioners and 
Department personnel only. 

Commissioners and Department mem- 
bers who are not members of the com- 
mittee but who desire to attend the 
meeting, are invited. 


MICH. BACKS AIC BILLS 


New Governor Asks Seen of Leg- 
islation to Preserve Regulation by 
the State Government 
Enactment by the 1947 Michigan 
islature of the All-Industry rate 


leg- 
regu- 


latory bills, or their approximation, was 
urged in the inaugural message deliv- 
ered to the state’s lawmakers by the 


new governor, Kim Sigler. 

Mr. Sigler, himself a veteran “attorney 
and former special prosecutor of the 
Ingham county grand jury, commented 
on the U. S. Supreme Court’s finding 
that “when insurance business was 
transacted across state lines it became 
interstate commerce.” A maximum of 
regulation, however, he contended 
should be retained by the states within 
the pattern set by this decision. 

“T understand that the National As- 
sociation of Insurance Commissioners 
has worked upon this problem for al- 
most two years, and after much study 
has prepared bills for consideration by 


the several legislatures of the union, 
which, if adopted, will preserve state 
regulation. I therefore urge your earn- 
est consideration of the adoption of 
such appropriate legislation as_ will 
bring the regulation of that business 


as far as possib le a the jurisdiction 
of our own state,” the Governor said. 

Commissioner David A. Forbes has 
promised Departmental coats for 
the All-Industry bills and has held the 
first of several projected intra-state 
meetings with insurance representatives 
for consideration of the measures. 


NAMED To "ADVISORY BOARD 

Named to the honorary advisory board 
of the Montreal Insurance Institute for 
1947 are W. E. Baldwin, of the Con- 
tinental Insurance, who will be chairman ; 
William Lawrie, of the Phoenix of Lon- 
don, vice chairman, and D. K. MacDon- 
ald of the London Assurance. Another 
member is E. J. Kay who retired Janu- 
ary 1 as manager for Canada of the 


North British Group. 
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Ohio Judge Holds Invalid Rules 
Barring Auto Dealers as Agents 


3earing in mind that a higher court 
in Tennessee had reversed a lower court 
which had set aside a regulation of the 
State Department of Insurance embody- 
ing qualifications for insurance agents, 
insurance interests of Ohio are planning 
to appeal a decision rendered by Charles 
A. Leach, judge of the common pleas 
a few days ago, in which he de- 
invalid certain regulations pro- 
Walter Dressel, Ohio Su- 


The decision 


court, 
clared 
mulgated by 
perintendent of Insurance. 
rendered in cases instituted by 
Motors Insurance Corporation, New 

York, and William J. McGraw, an auto- 
mobile dealer of Eastern Ohio. Motion 
for a new trial has been filed. 

Trouble started when Supt. Dressel 
amended and again proclaimed certain 
regulations which had been issued by a 
previous administration. The original 
regulation provided that “as a matter of 
policy, the Department will not issue 
agents licenses for new applicants fall- 
ing within any of the following classifi- 
cations: ‘Officers or employes of finan- 
cial or lending institutions, applicants 
connected with the automobile sales busi- 
ness, except for life insurance, appli- 
cants who are public employes whose 
time is supposed to be devoted to the 
public service, applicants who have not 
passed their 2lst birthdays.’” 

Mr. Dressel amended these regulations 
by “solicitors licenses” and making the 
age limit 18 years for “applicants who 
have been honorably discharged from 
the armed forces of the United States.” 

Court’s Opinion 

Judge Leach in his decision reviews 
the history of the case at considerable 
length and the contentions of the par- 
ties, the amendments, etc., and goes on 
to say: “The court is of the opinion that 
the appellant McGraw, is adversely af- 
fected by the rule since he is an auto- 
mobile dealer and by the rule is barred 
from becoming an applicant for either 
agents or solicitors license, and the 
Motors Insurance Corporation is pre- 
cluded by the rule from appointing per- 
sons connected with the automobile 
sales business as its agents or solicitors 
in Ohio for the sale of policies of insur- 
ance.” 

The court continues: “The rule in 
question clearly attempts to restrict the 
eligibility of persons for licenses beyond 
any restrictions provided by the statutes 
governing such eligibility. * * * This 
rule makes ineligible classes of persons 
who are not made ineligible by the 
statutes. It is argued by such rule, par- 
ticularly as to applicants connected with 
the automobile sales business, is valid 
because, as is claimed, there is far 
greater opportunity for automobile deal- 
ers or salesmen to come within certain 
prohibitions of Section 644 and 644-1 of 
the general code, than other individuals. 
3ased upon this argument, the rule 
would bar such automobile dealers and 
salesmen as a class. Automobile dealers 
and salesmen are still citizens and indi- 
viduals and if they become applicants 


was 


for insurance agents or solicitors li- 
censes they must be dealt with as indi- 
viduals and not as members of a class. 

“Putting the statements of the ap- 
pellee and the rule together, it simply 
means that the Department says to an 
applicant, if he be connected with the 
automobile sales business, ‘Yes, you may 
present your application for a license 
and have a hearing before the Super- 
intendent thereon, but you are advised 
in advance that such license will not be 
granted.’ * * * The Superintendent of 
Insurance is an office created by statute 
and an applicant for a license is en- 
titled to have his application considered 
in accordance with the statutes and not 
be barred in advance from receiving a 
license if under the statutes he is en- 
titled thereto.” , 


Rule Held Unlawful 


In respect to the question, is the 
amended rule lawful or unlawful, Judge 
Leach said that he thought the “question 
is completely answered in the case of 
Automobile Insurance Agency, Inc., vs. 
Lloyd, superintendent of insurance, ’ de- 
cided by this court April 4, 1941, affirmed 
by the Court of Appeals and motion to 
certify overruled by the Supreme Court 
June 10, 1942. In that case the court 
gave extended consideration to substan- 
tially the same question as is here raised 
and held that the qualifications for 
insurance agents, being established by 
statute, it was not within the power or 
province of the Superitnendent of Insur- 
ance to add to or subtract from the 
qualifications established by statutes. 
* * * The rule in question clearly at- 
tempts to restrict the eligibility of per- 
sons for insurance agents or solicitors 
licenses beyond any restrictions provided 
by the statutes governing such eligibility. 
The legislative power of the state is still 

vested in the General Assembly as it was 
when Automotive Insurance Agency, 
Inc.. vs. Lloyd was decided.” 

J. Roth Crabbe, former Superintendent 
of Insurance, now associated with the 
Farm Bureau, appeared for Motors In- 
surance Corporation, and Thomas J. 
Herbert, former attorney general, now 
governor-elect, for William J. McGraw. 
Hugh S. Jenkins, attorney general, and 
Ralph Klapp, assistant attorney general, 
appeared for appellees. Former Gov- 
ernor, now Senator John W. Bricker and 
Paul R. Gingher, were special counsel 
for the appellee. Frank X. Schaut and 
Harold H. Gorman were counsel for the 
Ohio Automobile Dealers Association, 
amicus curiae. Mr. Crabbe was Superin- 
tendent of Insurance when the original 
rule was promulgated. 





AGENTS TO MEET AT CORONADO 

The California Association of Insur- 
ance Agents has accepted the invitation 
of the San Diego Insurance Exchange 
to hold the C.A.I.A. 1947 convention at 


the Hotel Coronado, Coronado, Calif., 
on November 17 and 18, 1947. Donald 
B. Goldsmith and Ralph E. Bach, both 
ex-presidents of the State Association, 
extended the invitation on behalf of the 
San Diego Exchange. 


M. G. HERNDON JOINS NAIA 





Named Assistant to Oscar H. West 
in Washington Office; Former Ex- 
ecutive Congressional Secretary 
Maurice G. Herndon of Washington, 
D. C., and Alexandria, Va., former ex- 
ecutive Congressional secretary for the 
Representative of the Second District 
of Virginia, 78th and 79th Congresses, 
las been named assistant to Oscar H. 
West, Washington representative of 
the National Assoc‘ation of Insurance 
Agents. He assumed his new duties 

January 2. 

As a result of the expanded opera- 
tions of the National Association’s 
Washington office, as a part of its over- 
all public relations program, this addi- 
tion to the staff was authorized. Among 
Mr. Herndon’s duties will be frequent 


visits in the field to acquaint state 
associations, local .boards and _ local 
agents with governmental and Con- 
gressional procedures and_ practices. 


Mr. Herndon during 1937-39 was sales 


manager for an _ electrical appliance 
company in North Carolina and _ en- 
gaged in sales and public relations 


work in the automotive field in Suf- 
folk, Va. He was an adjuster for the 
Fire Companies’ Adjustment Bureau at 
Norfolk for two years, and served as 
news analyst, commentator and_ sports 
announcer for Radio Station WLPM, 
Suffolk, Va., during that time. Through- 
out his business career he has_ been 
active in civic and church affairs in 
communities where he resided, having 
served as president, Young Business- 
men’s Club, and member, board of di- 
rectors, Chamber of Commerce, Ahos- 
kie, N. C.; was successively secretary, 
vice president and national councillor, 
Junior Chamber of Commerce, Suffolk, 
Va.; a leader in scouting and cub 
scouting activities, each year instruct- 
ing a class of parents in scouting work. 

Mr. Herndon was born in Washing- 
ton, D. C., August 31, 1911. He attended 
Force School, Washington, D. C.; Jef- 
ferson High School, Suffolk; William 
and Mary College, Williamsburg, and 
Lohr Art School, Washington, D. C. 
He is married and has two sons, 





Beugless President of 
Rochester Field Club 


At the annual meeting of the Roches- 
ter Field Club the following were elected 
as officers: president, F. A. Beugless, 
Home; vice president, Chauncey E. 
Smith, Continental; secretary and treas- 
urer, J. Marshall Richardson, Spring- 
field Fire & Marine. 

Chairman, executive committee, Ar- 
thur C. Kenyon, Aetna; members of the 
executive committee, Dan L. Fischer, 
Hanover; A. H. Darnell, Jr., Automo- 
bile; John A. Riley, Phoenix of Hart- 
ford; John H. Thetford, Jr. Great 
American; W. H. Werner, N. Y. Fire 
Insurance Rating Organization. 


Herbert L. Brooks Heads 
NAIA Program Committee 


The pre-war local board conferences 
will be revived at the mid-year meeting 
of the National Association of Insur- 
ance Agents in Oklahoma City, April 
21-25, it is announced by Herbert L. 
Brooks, Bloomfield, N. J., who has been 
named chairman of the association’s spe- 
cial program committee by President 
Guy T. Warfield, Jr. 

Assisting Mr. Brooks, who is state 
national director of the New Jersey As- 
sociation, will be two other state na- 
tional directors, Henry L. Bailey, Jr., 
New London, Conn., and Victor G. 
Henry, Wichita, Kan. Executive Secre- 
taries D. G. Foreman of the Texas As- 
sociation and Urban Krier of the Wis- 
consin Association will serve as ex offi- 
cio members of the committee. Staff 
secretary to the committee is George 
DuR. Fairleigh, treasurer and assistant 
secretary of the National Association. 

The tentative program for the Okla- 
homa City mid-year convention will be 
announced within the next two weeks, 
Mr. Brooks said. 
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Companies and Agents Give 
Views on Wash. Rating Bill 


Representatives of conflicting inter- 
ests in connection with the rating sec- 
tion of the proposed state of Washing- 
ton Insurance Code, were unable to 
agree upon a compromise measure 
at a conference at Seattle. There are 
three schools of thought on the rating 
bill in Washington. At present the bill 
follows closely the All-Industry meas- 
ure. Organization stock companies are 
alligned with the American Mutual Al- 
liance, Northwestern Mutual Fire Assn., 
and the Central American Cos. in fa- 
voring the law, as contained in the pres- 
ent draft, which will, unless changed in 
the meantime, be presented when the 
Washington legislature convenes Janu- 
ary 13. 


The Washington Association of In- 
surance Agents, and the Northwest 
General Agents Association have ap- 


proved the present law as respects fire 
only, but are insistent that the casualty 
section be amended to permit any li- 
censed carrier to meet the net rate of 
any participating company by filing a 
devi lation on an entire class and further 
requiring, that the Commissioner accept 
the deviation without compelling the 
filing insuror to substantiate the devia 
tion with experience statistics. 





North America 


(Continued from Page 1) 


edge of all lines. To such men 1! 
courses offer concentrated instruction 
the branches of the business with whic! 
they are less familiar. 

Each of the three courses includes 
lines of automobile and aviation inst 
ance, as well as comprehensive instri 
in across-the-board risk analys’s 
and survey work. 





W. R. CALVERT RETURNS 


Walter R. Calvert, partner in tlie 
Booker & Kinnard Agency, Louisvi!'¢, 
Ky., who came out of the Army se a 
broken hip and the title of colonel, 
back on the job. 
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MONTPELIER ee 
Symbuof \; 
Colonial Tradition 





ONTPELIER, the plantation home 
of James and Dolly Madison in 
Orange County, Virginia is an outstand- 
ing example of a Southern Colonial 
home designed for gracious living. The 
central portion of the mansion was built 
by Colonel Madison, father of James, 
about 1760, but the wings and the great 
portico with its four Roman Doric col- 
umns were added by our fourth presi- 
dent in 1793. It was a house conceived 
for lavish entertainment and no more 
fitting host and hostess could have graced 
it than the Madisons. Certainly Dolly 
Madison had had enough experience as 
the official hostess of Washington society 
to make any social affair she undertook 
at Montpelier a glittering success. 
James.Madison was born in Port Con- 





James and Dolly Madison 


way, Virginia and received his early 
education under the tutelage of the Rev- 
erend Thomas Martin. At the age of 18 
he entered Princeton where he was grad- 
uated in 1771. A long and stormy politi- 
cal career followed, during which he 
served his state and country in many 
offices : as a member of the Virginia Con- 
vention; a member of the Governor’s 





fe. ost. 


Council; a delegate to the Continental 
Congress; a member of the House of 
Delegates; a delegate to the Philadelphia 
Convention; Secretary of State 
and chief advisor to Thomas 
Jefferson; and President of the 
United States for two terms. 
Perhaps no other statesman 
contributed any more construc- 
tive work to the building of our 
democracy than did Madison, 
for he was responsible for call- 
ing together and presiding at 
the convention which framed 
our precious Constitution. Had 
he done nothing more, his life 
would have been a full one for that fact 
alone, but his many other important 
contributions during the Colonial period 
helped to cement the founda- 
tions of our democracy. 
Upon retirement from pub- 
lic life Madison returned to 
Montpelier where he and his 


wife assumed their rightful Fire « 


The stately portico of the plantation home 


AUTOMOBILE ° 
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positions as master and mistress of an 
important plantation. Except for a few 
minor public services, the Father of the 
Constitution lived a quiet life devoted to 
gentleman farming. The year after his 
death in 1836, Dolly returned to Wash- 
ington where as “the venerable Mrs. 
Madison” she resumed the same envi- 
able position in society which she had 
held while there during her husband’s 
and Jefferson’s terms as President. As the 
official queen of Washington society, her 
reign has been unparalleled in our his- 
tory for both popularity and length. 


The Home, through its agents and 
brokers, is America's leading insurance 
protector of American Homes and the 
Homes of American Industry. 


x THE HOME « 
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Phoenix-London Group 


ASST. UNITED STATES MANAGER 


Has Been in Charge of Western Dept. 
of Fire Companies; Campion Named 


to Succeed Hoberg 


\. C. Hoberg, formerly assistant sec- 
retary in charge of the Western depart- 
ment of the fire companies of the 
Phoenix-London Group, has been ap- 


pointed an assistant United States man- 
ager of the Phoenix Assurance, accord- 
ing to an announcement by J. M. 
Haines, United States attorney. He also 
assumes a similar position with the 
Union Marine and General and will be 
elected a vice president of the United 
Firemen’s, Imperial and Columbia of 
New York at the next meetings of the 
directors of those companies. 

Mr. Hoberg joined the Phoenix- 
London Group in 1910 and advanced 
through various positions until in 1927 
he was made assistant general agent in 
the Southern department. In 1932 he 
was appointed assistant secretary with 
general supervision over the New York 
metropolitan’ department and in 1938 
was placed in charge of the Western 
department. His broad experience, gives 
him background for his new position 
which will have largely to do with un- 
derwriting of fire and allied lines na- 
tionwide. 

Mr. Haines also announced appoint- 
ment of John J. Campion, formerly state 
agent for Michigan, as assistant sec- 
retary of all the fire companies of the 
group, to succeed Mr. Hoberg in charge 
of the Western department. Mr, Cam- 
pion entered the insurance business in 
1925 and after seventeen years of home 
office underwriting experience in the 
East and in Michigan joined the Eagle 
for Michigan in 


Star as state agent 

1942. In November of that year he 
joined the Phoenix-London Group as 
state agent. 


G. W. ‘Gerry’ Ingrey’s Death 
A Shock to His Many Friends 

The many friends of George W. 
“Gerry” Ingrey, vice president of the 


Excess Management Corp. of New York, 
were saddened by his untimely death on 


New Year’s Day at his home in Rock- 
ville Centre, Long Island. Thirty-seven 
years old and nearing the height of his 
career, Mr. Ingrey was highly regarded 


in direct writing and reinsurance circles. 
He had been connected with the Excess 
Management Corp. since February, 1939, 
serving initially as secretary and later 
promoted to vice presidency with execu- 
tive duties—production as well as under- 
writing. According to reports, Mr. In- 
grey was found dead in his automobile 
in the garage at his home, which fact his 


friends find hard to believe. 
“Gerry” Ingrey, born in India, came 
to the United States about a dozen years 


ago and served for a short time with 
the Stuyvesant before going into the 
reinsurance end of the business. He was 


associated witn the General Fire of Paris 
(now known as the General Security 
\ssurance Corp.) and then joined the 
Sterling Offices, Ltd., where he served 
as secretary. He resigned to join the 
IXxcess Management Corp. in February, 
1939. About five years ago Mr. Ingrey 
hecame an American citizen. 

He is survived by his widow 
children, a son and a daughter 
under ten years old. 


LOCKWOOD JOINS - N. H. AGENCY 


Philip C. 
ciated with the 
surance Agency at 


and two 
both 


Lockwood has become asso- 
Lockwood-Bodwell In- 
Manchester, N. H., 
and will represent the Travelers Insur- 
Cos. in the Manchester district. 
Mr. Lockwood has returned from Hart- 


ance 


ford, where he attended the companies’ 
home office school for casualty and 
surety agents. He isa wetelien of three 
years’ service in the Army Air Corps. 


He attended Trinity College, Hartford. 


S. R. Howard Honored at 
Philadelphia Gatherings 


S. R. Howard, who has been secretary 
of the North British Group in charge of 
the Philadelphia office and who is going 

Chicago to become manager of the 
department there, was honored at a tes- 
timonial luncheon on Monday given by 
his friends and associates in Philadelphia. 
Bradford Smith, Jr., president of 
the Insurance Company of North Amer- 
ica Companies, was toastmaster and 
George H. Duxbury, United States man- 
ager of the North British Groun, was 
one of the chief speakers. Gilbert Scott, 
secretary of the New York office of the 
group, was also present from New York. 

Mr. Howard, who is an ardent yacht- 
man, was presented with a handsome 
ship’s clock as a token of esteem in 
which he is held by the Philadelphia in- 
surance fraternity. The presentation was 
made by Sheldon Stover. Brief addresses 
were made by Harry A. Carl and W. 
Wright Humphries. Mr. Howard, in a 
short talk, expressed his thanks to all 
who participated in the affair and also 
for the support accorded him by the 
company managers and producers during 
his two and a half years at Philadelphia. 

A second party was also held in Mr. 
Howard’s honor by the staff and em- 
ployes of the Philadelphia office of the 
North British Group. This took place 
Monday evening when a buffet dinner 
was served. Harry A. Carl, who succeeded 
Mr. Howard as secretary in charge at 
Philadelphia, officiated. Mr. Carl nre- 
sented Mr. Howard with a_ beautiful 
hooked rug on behalf of those connected 
with the Philadelphia office. 


C. Weston Bailey 


(Continued from Page 18) 


vice 








the affiliated fire companies. During 
his term as chief officer the company 
made steady progress and is today one 
of the leading insurers in the country. 
Fire insurance honored Mr. Bailey by 
electing him president of the National 
Board of Fire Underwriters, regarded as 
the highest tribute which can be _ be- 
stowed by the business upon a company 
executive. Mr. Bailey also served as 
president of the Eastern automobile 
Underwriters’ Conference and was a di- 
rector of the Underwriters Salvage Co., 
Mutual Benefit Life Insurance Co. and 
Security Savings Bank of Newark. 


Urged Patience and Perseverance 


When Mr. Bailey in 1936 completed 
sixty years with the American, at which 
time he was at his desk every day and 
still playing an important role in man- 
agement of the group, he was asked to 
observations on making a 


give some 

success in business life. Said he: 
“Luck is secondary to industry. But 

today patience is an essential asset, too. 


We are living a much faster, specialized 
life than when I started out as a boy, 
but young men nowadays are too in- 
clined to become discouraged if they do 
not see themselves climbing rapidly to 
the top. I have seen any number of lives 
ruined, or success delay ed, because men 
were too impatient to go slowly, but 
steadily, ahead. 

“When I started the company was 
small. I had a chance to do all different 
kinds of work and to learn all depart- 
ments of the insurance business. Today 
competition is keener, jobs more special- 
ized. A lad starts in one department 
and unless he makes it a point to do 
so might spend years in the company 


without learning the functions of an- 
other. 

“It is in the ability and desire to learn 
more than merely the immediate job, 
that a young man’s chances lie. He 


study the work of the 
man who is ahead of him, but should 
improve himself in other directions. I 
am dismayed at the tremendous number 
of young men who think that once they 
have a job their task of educating them- 
selves is over. There are evenings; they 


should not only 


NORTH CAROLINA CODE 


Measure Revising Insurance Laws Is 
Prepared; Will Hold Taxes and 
Meet Federal Laws 
It is imperative that the 1947 session 
of the South Carolina General Assembly 
pass an adequate insurance code, for 
otherwise the state will annually lose 
approximately $1,333,000 in taxes levied 
against the various companies, says 
State Senator William P. Baskin. Sena- 
tor Baskin, chairman of the committee 
on insurance laws a the state, which 
has been engaged in a study and a re- 
vision of the neice since 1945, reports 
that he has delivered cepies of its re- 
port and of its proposed draft of a re- 
vised insurance code to Governor Ran- 

some J. Williams. 

“Copies of the proposed code will be 
sent to all domestic and foreign insur- 
ance companies licensed to do business 
in the state and also to members of the 
banking and insurance committees of 
the House and Senate,” Senator Baskin 
said. He added that a public hearing on 
the proposed code would be held Janu- 
ary 30, in the Senate Chamber at the 
State House. Divided into ten articles 
and representing the work of the Baskin 
committee since its appointment in 1945, 
the draft of the proposed insurance code 
covers 152 printed pages. 





At Same Location 60 Years 

The Melcher & Prescott Insurance 
Agency at Laconia, N. H., has carried 
on in the same Main Street location for 
sixty years. The firm was organized in 
1862 and moved into a new building. now 
known as the Tilton Block, in 1886. 
Founders of the firm were Woodbury L. 
Melcher and True E. Prescott. Edgar 
B. Prescott, son of one of the founders, 
is now manager. Assistant manager is 
Oscar George. 





should not waste time.” 

Mr. Bailey’s wife, Mrs. Sarah Armour 
Bailey, was fatally injured in an auto- 
mobile accident in 1933. Their son, Ken- 
neth, was killed in France during the 
first world war. 

Surviving are a stepson, Dr. William 
S. Armour; two brothers, George H. and 
Theodore F. Bailey, and a sister, Miss 
Mabel Bailey. 

Frank A. Christensen, president of the 
National Board of Fire Underwriters, 
appointed the following committee of 
past presidents to represent the board 
at the funeral services for Mr. Bailey: 


Wilfred Kurth, W. H. Koop, F. W. 


Koeckert, F. D. Layton, R. P. Barbour, 
and J. M. Thomas. Mr. Christensen and 
W. E. Mallalieu, general manager, are 


also on the committee. 
Appointed to a special committee to 
frame official resolutions on Mr. Bailey’s 


death are Bernard M. Culver, America 
Fore Group; John R. Cooney, Loyalty 
Group; Otho E. Lane, Fire Association; 


Harold V. Smith, Home, and George C. 
Long, Jr., Phoenix, of Hartford. 
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Markin Installed as Head 
Of Rochester, N. Y. Boar 


Robert M. Markin was installed ©. 
president of the Underwriters Board 
Rochester, N. Y. at the annual dinn 
meeting of the board held at the k 
chester Chamber of Commerce Mond; 
January 6. Charles R. Mowris was 
stalled as vice president, Arthur 
Griffith, as treasurer for the fourth ter; 
and Louis Hawes as secretary for 
twenty-first term. 

Newly elected directors installed w: 
Gilbert T. Amsden, Frank P. Ams: 
Robert E. Consler, Robert F. Paviour, 
Charles Westerman, Ross E. Erwin, and 
Elmer S. Tiger. Directors holding over 
are Follett L. Greeno, Charles R. Mowris. 
Charles H. Tuke, C. C. Champion, Jamcs 
H. Farrell, Arthur L. Griffith, and Arthur 
}. Bamann, the retiring president, wl: 
was presented with the gavel he wielde:| 
during 1945-1946, and a desk set. 





Reynolds Vermont Special 
For the National Fire 


The National Fire of Hartford has ap- 
pointed Howard W. Reynolds as speciai 
agent in Vermont, succeeding the late 
Frederick H. Burnham. Mr. Reynolds 
has been with the company several years 
in home office posts and is a veteran 
of World War II. During Mr. Burn- 
ham’s last illness he did field work in 
Vermont. 





Maine Agency Honored 


The Porter Insurance Agency at Skow- 
hegan, Maine, has been presented with 
an engrossed testimonial testifying to 
twenty-five years as a representative of 
the Fidelity- Phenix Fire. State Agent 
Richard P. Burke of Portland made the 
presentation. The Porter Agency dates 
from 1863 when it was formed by the 
late Charles Folsom Jones. Present 
owners are A. A, and W. E. Porter. 





Security Program 
(Continued from Page 18) 


are unfavorable it is because people 
rarely like what they don’t understand.” 

The plan, which starts in February, 
ties in closely with the agents of the 
security companies, and their clients. 
Each month the agents will be offered 
a supply of small, imprinted folders re- 
producing one of the columns. The first 
folder will be titled “Have You Scen 
Our Column in TIME?” Agents may 
send these out with bills and routine 
mail, or with special letters to clients or 
prospects. 
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For the healthy expansion of U. S. business into 
foreign lands, sound American insurance pro- 
tection is a vital need. 

The American Foreign Insurance Association 
offers you and your client these advantages 
which are your assurance of dependable world- 
wide service and the prompt settlement of all 
just claims. 

28 years’ experience in foreign insurance 

underwriting. 

Established in 1918—the oldest organization 

of its kind in the United States. 

35 foreign branch offices. 

Over 200 agencies located in the principal 

cities of the world. 


Complete insurance coverage—Fire, Marine 
and Casualty. 


Research Division—Data on insurance laws, 
regulations and currency of foreign coun- 
tries. 


@ Payment of claims in U. S. currency when 
policies are so written. 


There may be companies in your territory 
that are planning foreign expansion. Offer them 
the advantages of American insurance protec- 
tion. For full and accurate information concern- 
ing specific risks you wish to handle, contact 
the American Foreign Insurance Association. 


AMERICAN FOREIGN INSURANCE ASSOCIATION 


30 MAIDEN LANE 


NEW YORK 7, NEW YORK 
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European Survey of Reinsurance 
Conditions in Post-War Period 


Review of London Describes Developments in Different Coun- 
tries; Elimination of German Market Enhances Position 
of United States, Britain, Switzerland, Russia 


An enlightening and informative review of worldwide reinsurance con- 
ditions is contained in a recent issue of The Review of London, known as 
one of the leading international insurance journals. In its annual reinsurance 
review number one of the many articles published deals in a general way 
with post-war reinsurance developments. From this article the following 


extracts are taken: 

Market conditions at the end of the 
second world war in reinsurance differ 
radically from those which prevailed at 
the end of the war of 1914-18. Then the 
German reinsurance companies were 
temporarily down but definitely not out 
of the picture, and the market was 
flooded wtih weak companies founded 
to meet a temporary need when normal 
reinsurance relations were interrupted. 
Now, the position is entirely different. 
Owing to conditions of total war the 
(;erman reinsurance market is out, 1 
not for good at any rate for a consid- 
erable time, and there has not been that 
mushroom growth of new companies 
roved such a handicap to sound 


that p 
reinsurance development at the end ol 
the first war. 

\lso inevitably the center of gravity 
has been transferred to Britain, al- 
though, of course, a number of Con- 
tinental-European reinsurance markets 
are also profiting by the elimination of 
their German competitors. In Eastern 


Furope the Soviet State insurance 
office, the Gosstrakh, is also extending 
its reinsurance connections and in the 
Western Hemisphere United States 

mmpanies are making a stand for freer 
insurance and reinsurance relations, ef- 
forts which for the time being are lim- 
ited to the two Americas, and had their 
expression in the Hemispheric Confer- 


ence in New York last May 
British Market 


It is regrettable that full statistics 
ire not available for Great Britain, 
as they would show how this country 
has unobtrusively slipped into the posi- 
on of being one of the leading rein- 
surance markets in the world. Only part 
f that business is visible in the returns 
of the professional reinsurance compa- 
nies; the far greater part is done with 
he big composite direct-indirect writing 
companies and with Lloyd’s. They have 
been in the market on an increasing 
calc . ¢ thie middle ’twenties, and 

rticularly since the end of the war 
from which we have just emerged they 
have been faced with an increased de 

nd for reinsurance cover. 

The other great reinsurance markets 


re Switzerland, the Scandinavian coun- 
tries, and no doubt France, when that 
count settles down under her new 
constitution. Only in the case of Swit- 
erland can be said that professional 
reinsurance dominates the scene, though 
in ther markets—particularly 
Denmark and France—professional re- 
nsurance is relatively strong. In gen- 
eral, however, the bulk of the reinsur- 
nce business on the Continent is trans- 
acted by direct-indirect writing com- 
panies, often operating as_ primarily 
direct-writing companies at home and 


as reinsurance companies abroad 

That movement is being accelerated 
with the increased demand for reinsur- 
ance cover to replace the lost German 
reinsurance facilities and to meet the 
dangers of inflationary tendencies that 
threaten more than one country. The 
business is, indeed, very largely trans- 
acted on a reciprocity basis and pro- 
fessional reinsurance has, as J. Tuma, 
of the First Bohemian Reinsurance 


Bank, puts it, had to move up to: the 
second floor. It has been given the 





function of smoothing out fluctuations 
in results of the first-surplus treaty so 
universally used for reciprocity pur- 
poses, whereas its function was for- 
merly to smooth out the net retention 
by accepting the first-surplus treaties 
themselves. It is a shrewd observation, 
but for all that professional reinsurance 
does continue to hold a fair amount of 
first-surplus business, as ceding offices 
appreciate the stabilizing influence that 
faithful professional reinsurance can 
give their business results. 

Also it must not be excluded that in 
time, particularly if inflationary tenden- 
cies continue, direct-writing offices may 
consider it prudent again to unload 
some of their more recent gains in the 
reinsurance field in the interest of a 
better-balanced and more easily con- 
trolled account. The strength of pro- 
fessional reinsurance is that it is truly 
international and can afford to take a 
long view and stand by its ceding offices 
even over a quite lengthy period of ad- 
verse treaty results. Indeed, one leading 
professional reinsurer stressed to us 
some little time ago how remarkable 
even his net results were over a lengthy 
period, considering from how many 
countries it emanated and the variety 
of risks reinsured. Incidentally, Mr. 
Hurliman, chairman of the Swiss Rein- 
surance Co., voices the same opinion 
elsewhere in this issue. 

Reinsurance Experience in 1945 

The general feeling among reinsur- 
ance men is that the period of good 
vears mav be nearing its end and that 
the immediate future may need very 
careful watching lest a rising price-level 
shall have a disturbing influence on re- 
insurance results. Some slight reduction 
in remunerativeness mav, indeed, al- 
ready be noticeable in 1945 returns, al- 
though results this vear are obscured 
by the elimination of German business, 
the recovery, where it anplies, of busi- 
ness from Allied countries, and the de- 
preciation of the French franc and other 
currencies. These three factors have 
made the reading of 1945 accounts par- 
ticularly difficult. 

Through elimination of Central Furo- 
pean business and currency depreciation 
the gross premium income of the Swiss 
Reinsurance Co. fell Swiss fr. 100000,- 
000. It is, however, a measure of the 
changed conditions described _ that, 
through new business, increased par 
ticipation in existing treaties, and the 
higher sums insured dictated bv infla- 
tionarv tendencies, the Swiss Reinsur- 
ance Co. within a single vear recovered 
fr. 57,000.000 of this loss of premium in- 
come and, indeed, but for currency de- 
preciation, would have been fr. 15,000,- 
000 up on 1944. These are impressive 
ficures, worth quoting, as they show 
what working conditions in 1945 were 
like. Another telling factor is that the 
nercentage of European business has 
fallen from 73% during the war years 
to 55% in 1945. 

In general, the underwriting experi- 
ence was better than in 1944, particu- 
larly so in fire reinsurance, where the 
liquidation of loss reserves from pre- 
vious years brought a profit. Coun- 
tries which contributed to the profit 
were, among others, England, Spain, 
Belgium, Holland, the Scandinavian 
States, and most of the overseas busi- 


ness. Losses were suffered in Swit- 
zerland, Italy, Portugal, Canada, and the 
United States. Several big fires con- 
tributed to the loss on Swiss business, 
whereas the American deficit in the last 
few years is considered to be war- 
conditioned. On the other hand, Swiss 
hail insurance was sufficiently profitable 
to give an over-all profit, although the 
business in most countries has been 
either unprofitable or at best given but 
a small profit. 

Generally speaking, transport reinsur- 
ance has been good, as reinsurers are 
chiefly interested on great shipments 
and there were few large losses. It is 
recognized, however, that particular 
averages, including theft and pilferage, 
are on the increase. Marine premium 
rates remained nearly unchanged in 1945 
but war-risk rates fell rapidly. In the 
first half of the year transport fell away 
heavily, but in the second half there 
was a rapid increase, particularly in 
countries where the food-supply s‘tua- 
tion was urgent. 

Accident Business 

Accident business has been profitable 
and war-risks accident insurance has 
been satisfactory. Third party is one 
of the classes which has been the more 
heavily affected by currency deprecia- 
tion as, owing to hicher prices, the cost 
of claims is out of proportion to the 
premiums originally charged. Premium 
adjustment takes time and there is at 
present an under-rating of risks. This 
fact is particularly noticeable in France 
and Italy where results have been un- 
favorable. whereas in most other coun- 
tries profits have been obtained. United 
States business has again brought a 
loss. For many years burglary reinsur- 
ance was an excellent business but in 
the later war vears it was excentionally 
unprofitable. The 1945 loss, however, 
was less than that of 1944, partly as a 
certain amount of economic recovery 
has taken place in some war-affected 
countries and partly because rate in- 
creases are beginning to have effect. 
The business was particularly unnrofit- 
table in Italy, France, and Holland. 
Further losses in 1946 may have to be 
anticipated. Fidelity guarantee and 
other miscellaneous business was profit- 
able in 1945, 

Individual exnerience may vary from 
this over-all picture presented ‘by the 
Swiss Reinsurance Company, but most 
professional reinsurers will, we think, 
subscribe to the measured confidence in 
the future of their business expressed 
by the leaders of the greatest reinsur- 
ance company in the world, a confidence 
which is based on the development that 
must result if the world is to move to- 
wards an era of full emplovment and 
economy of nlentv. The change-over 
to such a period will require great cau- 
tion bv direct-writing companies until 
new risks or new features of known 
risks have been mastered, nending which 
there should be increased use for the 
services of professional reinsurance 
companies. 

Reciprocity a Permanent Feature 

There seems, however, little doubt 
that reciprocity is with us for good. 
It might have been otherwise if reci- 


procity was merely an inter-company: 


matter. In that case one might reason- 
ably exnect a certain amount of unload- 
ing of treaty business once results begin 
to be unfavorable so that, instead of 
providing a better spread of manage- 
ment expenses, it becomes a drain on 
annual results. In the past the popu- 
larity of’ the reciprocity system has 
tended to fluctuate with the degree of 
prosperity of reinsurance business. 
There has, however. just recently been 
added a new factor it it; caused directly 
by the daneer of nationalization of in- 
surance business in many countrics. 
Responsible leaders in insurance busi- 
ness in most countries have become con- 
scious of the advantage of it being an 
invisible export and it is inevitable that 
unless and until the danger of nation- 
alization is past thew will discuss ex- 
change of treaty business with an eye 
to their country’s balance of payments. 
This means, regrettable though it seems, 


that business may be exchanged not 


necessarily with the market providin 
the best reinsurance service but ma 
be placed where it is considered to fi 
in best with the currency supply and de 
mand position of the country, eg., | 
the ceded business is good, then wit! 
countries to which the authorities pref« 
to release currency. 

Controlling Modern Reinsurance 

Business 

More and more, reinsurance is becom 
ing a question of the utmost good faith 
It is not only in war time that border 
eaux are withdrawn or become so in 
perfect that they lose most of their 
value for checking purposes. In a sur 
vey of reinsurance K. Dettmer, deputy 
manager of the Nordisk Reinsuranc: 
Company, draws attention to the move 
ment for abolishing in the first placc 
the professional bordereaux which aros 
immediately after the first world war, 
and stresses the need for sound rein- 
surers to continue to receive bordereaux 
to the greatest extent possible. Th 
greatest sufferers are, perhaps, not the 
old-established companies—few if any 
of which, so far as we know, have sur- 
rendered in their demand for border- 
caux—who, after all, have a life-long 
experience of their business to make 
pretty accurate guesses at their com- 
mitments, but the less-experienced re 
insurers with not that extensive world- 
wide organization to enable them to 
make an effective check on their busi- 
ness. Under modern conditions it is 
perhaps uneconomical to check every 
single bordereaux merely to detect 
clerical errors in computing the rein- 
surers’ share in premiums, but the 
greater accumulation of risks certainly 
makes it even more imperative that the 
reinsurer should know which are the 
target risks on which he is likely to 
become interested under all his treaties 
from companies operating in that area. 

In the absence of the complete. bor- 
dereaux of the past several alternative 
methods of control suggest themselves. 
The reinsurer may insist on having the 
two or more largest commitments under 
any treaty disclosed to him. He can 
also, from his knowledge of where ac- 
cumulation of risks takes place and the 
general table of limits, make a pretty 
accurate guess not only as to his maxi- 
mum potential liability but also of the, 
generally speaking, smaller amount on 
which he is actually at risk. A valuable 
check over the years is provided from 
the claims bordereaux, which enables 
an expert reinsurer to compare the 
amount with which he thought he was 
engaged with that actually on risk. It 
is by painstaking observation on such 
lines that world-wide reinsurers succecd 
in smoothing out their accounts and of 
being able to render faithful service to 
direct-writing companies by carrying, 
often for some years, unprofitable treat- 
ies rather than desert a friend in need. 
That consistency of service has always 
been the strong selling-point of profes- 
sional reinsurance and will undoubtedly 
continue to be so in the future. 

Surplus Retrocession 

We may be wrong but our impressio! 
is that surplus retrocession is becomin¢ 
out-of-date under modern conditions 
partly because reinsurance has reacli 
that degree of maturity where it fec!s 
confident, in its knowledge of its bu 
ness, to be able to make do with quo! 
share retrocessions in one or other 
the more usual forms, and partly a! 
because notwithstanding mechanizati: 
surplus retrocession is nowadays a | 
costly process. However, an abolit on 
of surplus retrocession does not nec: 
sarily absolve a good reinsurer fr 
card-indexing and, in the case of lar: 
companies, through the punched ca‘ 
system controlling their business i 
as if surplus reinsurance was desir 

After all, there is a choice betw: 
two principal systems of quota-sha 
retrocession. One consists in a flat-ra 
participation in the entire (say) fire 
business of a reinsurance company, t! 
other in participation with varying p: 
centages in individual treaties. The 1a 
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|): Fore tells 40 million readers of The 
Saturday Evening Post, Collier’s, Newsweek, Time and 
Fortune during January and February why the agent 
and broker are important to the buyers of insurance! 
Why not cash in on America Fore’s 1947 national adver- 
tising campaign by representing one of its companies? 
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New Classification of 
Risks Now in Operation 
IN USE IN MAJORITY OF STATES 


National Board Lists States Where 
Coding of Daily Reports Cannot Be 
Started; “Amounts Written Status 


(General Manager W. E. Mallalieu of 
he National Board of Fire Underwrit- 
ers announces that daily fire insurance 
reports in 1947 will be coded, by all com- 
subscribing to the work of the 


panies 

actuarial bureau, in accordance with the 
new standard classification of fire risks. 
This will be done by the stamping 
fices, audit office or rating bureau in 
thirty-three states, District of Columbia 
and Hawaii. In addition to these states 
residential classications will be coded 


n three other states. In Wisconsin the 
bureau plans to code both with the 
special Wisconsin classification and the 
1947 standard classification, the latter 
applying only on the dwelling classes 
the time being, with expansion of 
the work to include all classes under 
the standard classification as rapidly as 
possible 
In the following states the exact date 
n which the coding of daily reports can 
be started cannot be given, due princi- 
pally to difficulties encountered in secur- 
ng personnel to handle the work: Kan- 
S Kentucky, Michigan, Montana, 
New Hampshire, Ohio, Oklahoma, 
Washington, West Virginia Because 
f existing laws coding of daily reports 
s not being undertaken in lowa and 
Nebraska. 
Amounts Written 
covering all states that have 


“Survey 


in recent years required the ‘Amounts 
Written’ figure either in connection 
with the classified underwriting experi- 
ence or in the annual statement, re- 
veals that these data will be required 


on 1947 business by the states of Ken- 
tucky, Michigan and Kansas,” says Mr. 
Mallalieu. “In Kentucky the law  re- 
quires that such data be filed with the 
Department. In Michigan and Kansas 
the law does not require that ‘Amounts 
Written’ be filed but departmental rul- 
ings will continue the call for this fig- 
ure. The matter is being discussed fur- 
ther with the Departments in each of 
these states in the hope that the re- 
quirement can be changed. 

“Two states, from which final answer 
has not been received but in which the 
matter is under study by the respective 
Insurance Departments, are Indiana and 
Washington. Advices will be furnished 
as soon as decision is reached. 

“Our information indicates that 
‘Amounts Written’ will not be required 
in other than the above-named states.” 


W. E. SPEDDING SPECIAL AGENT 

The North British Group announces 
the appointment, effective January 1, of 
Wallace E. Spedding as special agent 
associated with State Agent Charles L. 
Day, with headquarters in the Temple 
Building, Kansas City, Mo. Mr. Sped- 
ding has had a thorough training in both 
the home office and field, and has been 
with the group for almost ten years. 
During World War II he served in the 
armed forces from March, 1940, to De- 
cember, 1945. 


WAGGONER IS STATE AGENT 

William Waggoner has been promoted 
to the position of state agent for the 
London Assurance in Kansas and Okla- 
homa, following the death of State 
\gent G. J. Giersberg. Mr. Waggoner 
was assistant to Mr. Giersberg for sev- 
eral years. His headquarters are at 
Kansas City, Kan. 


ELECTRICAL CODE PUBLISHED 

The National Board of Fire Under- 
vriters has published in book form the 
1947 National Electrical Code. This is 
«a standard of the National Board of Fire 
Underwriters for electric wiring and 
apparatus as recommended by the Na- 
tional Fire Protection Association. 


JOSEPH D. LEAHY DIES 


Secretary of Travelers Fire Succumbs 
to Heart Attack; An Authority 
on Fire Reinsurance 


Joseph D. Leahy, secretary of the 
Travelers Fire and Charter Oak Fire In- 
surance Companies, died of a heart at- 
tack last week. 
office and died almost immediately after 


He was stricken in his 


being taken to the company’s clinic. He 
Mr. Leahy helped to 
organize the Trevelers Fire in 1925, when 


was 61 years old. 


he joined it as superintendent, and had 


the longest service of any among the 


present staff. In November, 1927, he was 
niade assistant secretary of the Travelers 
Fire and later was elected to the same 
position with the Charter Oak Fire at 
i March, 


the time it was organized, In 


1942, he was made secretary of both 
companies. 

Mr. Leahy was one of the country’s 
authorities on the subject of fire rein- 
surance and other companies frequently 
sought his advice. For the Travelers he 
was in direct charge of reinsurance na- 
tionally and also had charge of Pacific 
Coast underwriting. 

His insurance career began in San 
Francisco, where he was born and edu- 
cated. In that city he became office 
manager in the home office of the Cali- 
fornia Insurance Company, and _ later 
held executive positions in both the San 
Francisco and New York offices of the 
Liverpool & London & Globe. 

He is survived by a son, Bergin J. 
Leahy, of San Mateo, Cal., a daughter, 
Miss Mary G. Leahy, who resides at the 
family home in West Hartford, by two 
grandchildren, and several brothers and 
sisters in California. 








FIRE ASS’N VETERANS MEET 


The Philadelphia members of. tl 
“Ancient Firemen” held their 
dinner at the Drake Hotel, 
ber, President Frank H. Thomas act 
ing as host. This group is composed 
employes with twenty-five years or mor 
of service with Fire Association Con 
panies. The Chicago group of Ancie: 
Firemen held its dinner at the Unix 
League Club at which time Geor: 
Harris of the fire underwriting depar 
ment, was initiated as a member, 





NAMED TO KENTUCKY FIELD 

George Olmstead, formerly with 1! 
Liberty Insurance Agency, Louisvyill: 
Ky., who spent about five years in tly 
armed services, has been appointed 
special agent for the Fireman’s Fun 
under J. W. Bethel, state agent, Ke: 
tucky. 





This eighty-three year old company, and its well established 


running mates are, year by year, gaining an ever increasing 


number of representatives among agents and brokers who like 


the Fireman’s Fund way of doing business--a helpful under- 


standing of producers’ problems, fast countrywide binding 


service, and prompt and cheerful payment of losses. Multiple 


line facilities and unquestioned financial security are further 


advantages to both producers and policyholders. Companies 


of Fireman’s Fund Group are good companies to represent. 





Listen to Crimes of Carelessness", sponsored by National 
Board of Fire Underwriters, every Sunday afternoon on the 
Mutual network. See your newspaper for time and station. 
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Carelessness a Major 
Cause of Fire Increase 


HIGHER VALUES ALSO FACTOR 
Vincent of National Board Says Funda- 
mentals of Good Practice and Con- 
struction Have Been Violated 





America’s increasing fire losses, which 
re expected to reach an all-time high 
f more than $560,000,000 for the year 
1946, can be attributed to four major 
reasons, paramount of which is care- 
lessness, Lewis A. Vincent of New York, 
assistant to the general manager, Na- 
ional Board of Fire Underwriters, told 
a meeting of fire department instructors 
in Memphis, Tenn., January 7. 

More important are the increasine 
death tolls from fire. Mr. Vincent said 
records show that in fires such as burn- 
ing buildings, forest and prairie fires, the 
number of deaths has almost doubled 
in the last decade. Other causes for the 
huge fire waste are the increasing num- 
hers of big fires—those involving $250,000 
damage or more—increased and 
prices, and the increased amount. of 
property subject to destruction by fire, 
he said. 


Higher Losses in All Fields 


Mr. Vincent said the increase in losses 
appear in all fields—manufacturing, resi- 
dential, mercantile—and that one factor 
present in all cases is increased values. 
But the “disastrous fires of recent years 
show that time and again the fundamen- 
tals of good practice and proper con- 
struction have been violated,” he stated. 

“Carelessness is reflected in the rapid- 
ly mounting number of fires resulting 
from rubbish and litter, which have al- 
most doubled in the past few years. 

“Tt is present in the failure to require 
elementary safeguards in structures and 
fire protection equipment; in poor super- 
vision and poor maintenance and a gen- 
eral relaxing of public awareness of the 
need for the utmost care in matters 
which might be termed ‘common. fire 
hazards.’ ” 

Mr. Vincent attributed the growing 
number of “large loss” or big fires to 
ereater “concentrations of values,” (that 
is, big inventories of scarce, high priced 
coods); to communicating openings be- 
tween fire areas and between floors of 
buildings (that is, lack of fire doors and 
enclosed stairways in many buildings) ; 
to delayed alarms, and to lack of auto- 
matic protection, such as sprinklers, that 
will detect and control fires in their 
early stages. “Each of these factors has 
heen prominent in the fire record,” Mr. 
Vincent said. 

An appalling loss of life has resulted, 
he said. “A fire does not have to be a 
big one to result in loss of life. While 
in the past few years there have been 

number of catastrophies with excep- 
ionally large loss of life, records show 
that about four-fifths of the total lives 
lost in fires were in private dwellings, 
apartment houses, tenements and room- 
ng houses. 

“Carelessness, lack of supervision, poor 
laintenance and those factors where the 
human element is involved are prominent 
in the destruction of human life.” 


costs 


LEWIS N. BRAINERD DIES 
Lewis N. Brainerd, 66, Oregon state 
rent for the Aetna (Fire) Insurance 

Co, died recently after a brief illness. 


le had represented the Aetna for 
venty-six years. He entered the insur- 
nce business at Greensburgh, Pa., in 
1907, and was a member of a San 
rancisco agency and then with the 
Oregon Insurance Rating Bureau be- 


ire joining the Aetna. 


NFPA DIRECTORS TO MEET 
The mid-winter meeting of the board 
f directors of the National Fire Protec- 
tion Association will be held in New 
York City on Friday, January 24. This 
year’s annual meeting is scheduled at 
the Palmer House in Chicago, May 
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CHAMBERLAIN JOINS CRANE 





In Insurance at St. Louis Since 1924; 
Was With Markham & Co., Also 
With Mo. Inspection Bureau 


George J. Chamberlain, who on Janu- 
ary 1 became a member of the general 
insurance firm of Charles L. 
Crane Agency Co., St. Louis, has been 
connected with the insurance business in 
St. Louis since 1924, when he was made 
an inspector in the St. Louis City depart- 


agency 


ment of the Missouri Inspection Bureau. 
He had graduated from the Washington 
University Law School in 1923. He is a 


native of Lebanon, Mo. 

Mr. Chamberlain was with the Missouri 
Inspection Bureau until 1928, when he 
joined the General Insurers as an engi- 
neer and manager of the fire department. 
He was with that agency until 1934. In 
1935 he joined W. H. Markham & Co., 
as a personal producer and also as a 
service engineer in the fire department. 
Since the outbreak of World War II he 
had devoted most of his time to servicing 
the business of personal producers of 
the Markham agency who had joined the 
armed forces. 

With the Crane agency, Mr. Chamber- 
lain will concentrate on personal pro- 
duction. 


FIRE EXTINGUISHING BOOKLET 

The National Under- 
writers has issued a pamphlet on stand- 
the National 
fire extinguishing 


soard of Fire 


ards of Board for carbon 


dioxide systems and 
inert gas for fire and explosion preven 
tion. These standards were  recom- 
mended by the National Fire Protection 
Association. 


AETNA TRANSFERS ANDERSON 


Fred Anderson, farm department of 
the Aetna, Fire Insurance Co., Chicago, 
is being transferred to Louisville, Ky., 
as special agent in the farm department 





This Poster is being offered to all Fire and 
Casualty Agents as our contribution to the wel- 
fare of the American Agency System. 


just as they pleased. 


neighbors. 


you tell this story. 








Ever since the first agent for a capital stock insurance 
company opened an office, our profession has, in 
effect, been dealing with the public on a retail store 
basis. Those who wished to purchase insurance were 
welcome to drop in—look over the goods offered by 
means of consultation with the agent—and buy or not, 


That first office or retail store has been multiplied by 
many thousands until today every city, every hamlet 


outlets for the sale of stock fire and casualty insurance. 


We believe it is time that your policyholders, prospects, 
friends, neighbors and fellow citizens be told that you 
are a retail merchant conducting a department store of 
insurance—that your store is run by friends and 


Our DEPARTMENT STORE POSTER is designed to help 
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and every community has one or more over-the-counter 
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GLENS FALLS INSURANCE COMPANY 
GLENS FALLS INDEMNITY COMPANY 
COMMERCE INSURANCE COMPANY 

Glens Falls, New York. 


Please send this agency a copy of your DEPARTMENT STORE 
POSTER. | understand that it is free and that this request places me 
under no obligation. 


GLENS FALLS,NEW YORK 
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More Chained Made by 
N. B. Head Office 


CRICHTON IS DEPUTY CHAIRMAN 





Lord Brand Succeeds Crichton; Lans- 
downe Assistant General Manager; 
Ridoutt Named Secretary 


As mentioned briefly in The Eastern 
Underwriter recently, H. S. Milligan 
retired as general manager of the 
North British & Mercantile Insurance 
Co. and its associated companies last 
month and has been elected a deputy 
chairman of all the companies. It was 
also announced that Thomas Frazer, 
F.F.A., formerly deputy general mana- 
ger and secretary, has been appointed 
general manager of all the companies in 
the group, succeedine Mr. Millican. Mr. 
razer’s appointment became effective 
January 1. 

Further announcements from the 
head office are as follows: 

Arthur O. Crichton has expressed his 
wish to retire from the chairmanship of 
all the epg in the group but will 
continue on the General Court of Direc- 
tors of the companies as a deputy chair- 
man, 

Lord Brand Reappointed 

Lord Brand, C.M.G., D.C.L., has been 
reappointed a director of the ‘companies 
and also reappointed chairman of the 
General Court of Directors of the corm- 
panies in succession to Mr. Crichton. 

Lansdowne, formerly assistant 
manager, is named assistant general 
manager of the company and A. E. 
Ridoutt, formerly joint secretary, be- 
comes secretary of the company. 

The North British & Mercantile main- 
tains head offices at London, England, 
and Edinburgh, Scotland. The other 
3ritish companies in the group are 
the Railway Passengers Assurance Co., 
Ocean Marine Assurance Co., Ltd., and 
Fine Arts & General Insurance Co., Ltd. 

The head office in the United States is 
located at 150 William Street, New York 
City, and George H. Duxbury is United 
States manager. American affiliates of 
the North British are the Common- 
wealth Insurance Co. of New York, 
Homeland Insurance Co. of America, 
Mercantile Insurance Co. of America 
and Pennsylvania Fire Insurance Co. 





New Pacific Fire Rating 
Bureau Starts Operations 


The new Pacific Fire Rating Bureau 
commenced operations January 1, by 
assuming rating functions formerly con- 
ducted by the Board of Fire Underwrit- 
ers of the Pacific in California, Montana, 
Nevada, Utah and Alaska. 

Membership or subscribership in the 
rating bureau is open to all companies. 
The Pacific board continues to conduct 
its general services to companies, as- 
sureds and communities. 

For organization purposes both or- 


ganizations have the same _ officers: 
Frank C. Beazley, president; Clarence 
E. Allan, vice president; Paul F. Mc- 


Kown, chairman of the governing com- ° 


mittee. 

Until suitable quarters are provided for 
the board, both organizations will con- 
tinue in the present headquarters in San 
Francisco under the supervision of Sam- 


uel L. Carpenter, Jr., general manager; 
H. F. Badger, executive secretarv, and 
Walter Newman, assistant executive 


secretary. 


Atherton Illinois Special 
For Commercial Union 


F. W. Koeckert, United States mana- 
ger of the Commercial Union Assurance 
Co., announces appointment of Wayne 
P. Atherton as special agent for Illinois, 
He will succeed M. H. Hegbom, now, as- 
sistant manager of the company’s Cook 
County department. Yrior to service in 
the Army he had an interest in a local 
agency at Aurora, Ill. 

Mr. Atherton will be associated with 
State Agent H. Hohenstein, 562 Insur- 
ance Exchange, Chicago. 








Reinsurance Survey 
(Continued from Page 24) 


ter system may prevail if reciprocity 
persists, as few professional reinsurance 
companies may hope these days to ob- 
tain business without a limited amount 
of reciprocity. Not 100%, of course, but 
still often a very high percentage. 
Excess-of-Loss Reinsurance 
Some professional reinsurers profess 
to see no future for surplus reinsurance 
and feel that it may ultimately be su- 
perseded by excess-of-loss reinsurance. 
Iuxcess-of-loss reinsurance, in its various 
forms, has many attractive features and 
was at one time regarded in the United 
States with enthusiasm. Within recent 
years, too, a well-known English group 
of companies has changed over to some 
form of excess-of-loss cover in respect 
of its home fire business, though it is 
too early yet to judge whether the ex- 
periment has been an unqualified suc- 
cess. The obvious drawback of the sys- 
tem is, not that it cannot be technically 
perfected, but that its proper execution 
requires a long period of stable world 
conditions and an absence of wars, which 
is a state of affairs the world is aiming 
at but has not yet even approached. 
The other great weakness is that a 
change to such a system severs old ties 
with first surplus reinsurers and de- 
stroys the goodwill built up over a long 


period of years. It may therefore be- 
come necessary to return to that system 
because, for instance, the excess-of-loss 
business may have become so unprofita- 
ble that what is considered exorbitant 
rates are charged for it, and then it 
may be that no first surplus reinsurers 
are available. At any rate the ceding 
office may then have to start from the 
very beginning with fresh statistics and 
gradually regain the goodwill of the 
reinsurance market. 

The facilities now provided for com- 
panies licensed in the state of New 
York and certain other states to write 
all classes of reinsurance business other 
than life, provided they have a policy- 
holders’ surplus of at least $1,500,000, 
reates immediately new problems in 
catastrophe reinsurance. It changes the 
entire statistical basis on which rein- 
surance premiums are fixed and the re- 
insurers are faced with a choice between 
either increasing their premium rates or 
framing a _ suitable exclusion clause. 
We gather that certain attempts have 
been made to frame such a clause but 
that no entirely satisfactory wording 
has yet been found, partly because any 
wholesale exclusion, for instance of cas- 
ualty risks, would exclude a number of 
risks to which there would not nor- 
mally be any objection by fire reinsurers. 
There is, however, one aspect of ex- 
cess-of-loss or rather catastrophe rein- 
surance which deserves particular at- 
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1872 


50 WALL STREET 


The War between the States had been 
terminated seven years, Alaska had flown 
the American flag for but half a decade 
and the transcontinental railway was only 
three years old when the firm of Higgins 
and Cox, Attorney, opened its doors at 
50 Wall Street in 1872 to manage the affairs 
of the Subscribers at United States Lloyds. 
Among the one hundred subscribers were 
listed many of the most substantial firms 
and individuals of that day. Although A. 
Foster Higgins did not remain active in the 
business and despite periods of general 
depression and business losses, the firm 
prospered under the guidance of James 





leton & Cox 


hr Street. ie 


iN PRINCIPAL 


Farley Cox. Subsequently, Herbert Apple- 
ton, who had long been actuary of the firm, 
and Douglas F. Cox, son of the founder, 
carried on the organization which in 1916 
became Appleton and Cox, Attorney. The 
present corporation of Appleton & Cox, Inc, 
was formed in 1920, 
* * * 

The spirit of determination that was instilled 
in the firm of Higgins and Cox back in 
1872 has never faltered through the years. 
Today, Appleton & Cox is utilizing its wide 
experience to provide policies designed to 
render increased protection for all types of 
marine risks. 
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tention by all those who have the fu- 
ture of private insurance and reinsur- 
ance enterprise at heart and that is the 
question of some day forming an inter- 
national reinsurance pool to take care 
of catastrophe risks, due to natural or 
human causes, of a magnitude that de- 
fies ordinary reinsurance approach. We 
are indebted to Senor J. Ruiz y Ruiz, 
Superintendent of Insurance, Madrid, 
for permission to give an English trans- 
lation of an address. 
Internal Reinsurance Funds 


The practice of taking out catastrophe 
covers, primarily with Lloyd’s, seems to 
have spread in more recent years from 
accident risks to fire also. It is indeed 
a natural development, considering the 
amount of cross-liability due to over- 
lapping of treaties that was unavoidable 
when the normal channels of reinsur- 
ance were interrupted. It may be that 
one day “unloading” may take place 
should the claims experience make the 
question of overlapping a matter of 
some concern, leading to high rates of 
catastrophe covers placed in the open 
market. An alternative is internal rein- 
surance via a reinsurance fund. Where 
such a fund is in operation it can be 
credited with that part of the profit 
which is due to a less than average 
claims experience and may be debited 
with any excess so that the visible re- 
sults are suitably smoothed out. Pro 
fessor Nevanlinna, general manager of 
the Pohjola Insurance Company of Hel- 
sinki, touched upon that question in an 
address in Finland. It is a method 
which offers some attraction during nor 
mal periods and which indeed has some 
justification. After all, insurance or re- 
insurance results cannot adequately be 
smoothed out within the short period o 
one year, except for the very larges 
world-wide companies, and this is par 
ticularly true of reinsurance companics 
In the case of smaller companies, pa: 
ticularly those working in a more r¢ 
stricted field, the annual balance she: 
is mainly issued to conform with con 
pany law requirements and, professio1 
ally, their merits or demerits are base! 
on an examination of a whole series ©! 
accounts. 

A weakness of the internal reinsuran: 
fund is that the inland revenue author 
ties may not see the point and ma 
insist on taxing the transfers to 1! 
fund as definitely earned profit. whi 
on a long-term view they are nothing « 
the kind. A concession was made 
these lines in Germany shortlv_ befor: 
the war, and we gather from Professo: 
Nevanlinna’s address that he was n 
unhopeful that a similar concession m: 
one day be made in Finland. It is, how 
ever, still open to doubt whether in tli: 
long run the economy of any state woul 
not be better served with the greaté 
possible freedom of action, obviating t! 
need to resort to such special measur¢ 
as internal reinsurance funds. 


(To Be Concluded) 
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Wm. H. LaBoyteaux, President of 
Johnson & Higgins, Dies at Age 74 


William H. LaBoyteaux of Holmdel, 
N. J., president of the insurance broker- 
ave firm of Johnson & Higgins, died last 
Friday evening at his New York apart- 
ment, 610 Park Avenue, after a short 
illness. Long a distinguished figure in 
the insurance world, Mr. LaBoyteaux 


had been connected with Johnson & 
Higgins for over fifty years and its presi- 
dent since 1916. He was the author of 


WILLIAM H. LABOYTEAUX 


two books on marine subjects, “Rules 
of the Road at Sea” and “Handbook 
for Masters.” 

Mr. LaBoyteaux was born at Hender- 
son, N. C.,, on January 19, 1872. After 
a brief schooling at the Charles Town 
Academy, he came to New York as a 
young man to seek his fortune. At the 
age of 17 he entered the insurance busi- 
ness, and after brief service with the 
average adjusting firm of Wreaks & 
Loines and the British & Foreign Mar- 
ine he joined the Johnson & Higgins 
organization in Philadelphia in 1894 as 
an average adjuster. 


Became President in 1916 


He soon demonstrated an unusual ca- 

pacity for administrative responsibility, 
as well as a broad grasp of the principles 
0: marine insurance. As a result he was 
sent to San Francisco in 1899 to take 
charge of the Johnson & Higgins office 
in that city. In 1916 he was recalled to 
New York to succeed William R. Coe 
as president of Johnson & Higgins, in 
Which capacity he continued to serve 
until his death. 
__ Mr. LaBoyteaux had been a trustee of 
ie Seamen’s Bank for Savings and a 
‘rector of the Grace National Bank. He 
lid also been active on many important 
committees in the insurance field. In 
1°17 he was chairman of the Association 
0: Average Adjusters of the United 
5 ates. Recently he was a member of a 
committee representing the insurance 
industry to study the matter of multiple 
line underwriting. 


Keen Interest in Breed:ng Horses 


Mr. LaBoyteaux’s recreations were 
chiefly connected with outdoor life, to 
“Wiich he had been devoted since boy- 


hood. In addition to fishing and hunting, 
he developed, in later life, a keen in- 





terest in the breeding of thoroughbred 
horses and cattle at his farm at Holm- 
del, N. J. His interest in this work led 
to his publication of a volume, “Thor- 
oughbred Pedigree Charts.” 

His thoroughbred fillies, Sopranist and 
Pipette, won the high-purse Spinaway 
Stakes for the last two years. Sopranist’s 
victory in 1945 at Belmont Park won 
$20,425 in the Saratoga Association’s 
event. Last August 16, Pipette won the 
$16,875 Spinaway purse at Saratoga that 
brought her total earnings to $45,165. 

With Major Kenneth Gilpin of Boyce, 
Va., Mr. LaBoyteaux was reported in 
1945 to have purchased Fasig-Tipton 
Company of Saratoga Springs, a leading 
thoroughbred sales firm for fifty years. 

Prominent Clubman 

Mr. LaBoyteaux was a member of 
many clubs, including The Pacific Union 
of San Francisco and the following New 
York clubs: The Racquet and Tennis 
Club, Metropolitan, India House, Re- 
cess, and The Lunch Club. He took 
particular pleasure in his membership 


Providence Washington 
Changes Are Announced 


FOUR OFFICES ARE AFFECTED 


Hoopes Assistant Manager at Chicago, 
Muirhead Regional Mer. at Philadel- 
phia, Andrews Manager at Boston 
The Providence Washington and 

Anchor Insurance Cos. announce ap- 

pointments affecting their Chicago, 

Philadelphia, Boston and Pittsburgh 

offices. Clayton FE. Hoopes has been 

appointed assistant manager over all 
department of the Chicago office. He 
was formerly in charge of the compa- 
nies’ marine activities in the Middle 

West, and will now assume additional 

duties, assisting John R. Cashel, man 

ager. 

Cecil N. Muirhead has been made 
regional manager with headquarters at 
Philadelphia, comprising the territory 
of Pennsylvania, Maryland, District of 
Columbia, Delaware and New _ Jersey. 


in The Jockey Club, The Turf and Field 
Club and the Saratoga Association, and 
was also a member of the Rumson, N. J. 
Country Club, and the’ New York South- 
ern Society. 

Mr. LaBoyteaux is survived by his 
widow, Mrs. Anne Laboyteaux and by 
two children of his first marriage, Mrs. 
Elizabeth LaB. Durand and Mrs. Mary 
LaB. Purdey. Mr. LaBoyteaux’s first 
wife, Mary Stewart, of Philadelphia, 
whom he married’ on October 20, 1897, 


died in 1944. 


Chartered 1842 


o New yor*® 





The diversified facilities of the Atlantic market, steadily 


increasing in g 


geographical extent, include marine, fire, 


inland marine, automobile, burglary, workmen’s com- 


pensation, general liability and allied lines. Centennial 


Insurance Company (a wholly owned stock subsidiary) 


and Atlantic Mutual Indemnity Company (a profit- 


participating affiliate) issue their own policies. The seal 


below identifies combination policies jointly issued by 


Atlantic Mutual Insurance Company and Atlantic Mutual 


Indemnity Company. Complete information on request. 
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Kor the past year he has been develop- 
ing the companies’ marine business, and 
his many years of experience qualify 
him for supervision of the companies’ 
over-all operations in this area. 

Haven W. Andrews is now manager 
of the Boston office and will be respon- 
sible for all companies’ functions in the 
territory supervised from this office 
Prior to his association with the com- 
panies, Mr. Andrews was a _ fieldman, 
active in New England affairs. 

Wallace M. Adams has been = ap- 
pointed special agent for the western 
Pennsylvania territory and will assist 
Special Agent Marsden, with headquar- 
ters at the companies’ present Pitts- 
burgh office. Trained in the home office 
for servicing all classes of business Mr. 
\dams is suitably adept for this work. 


Arnold Grasse With 
E. H. Rollins & Sons 


Arnold Grasse, who was connected 
with the New York office of the Ameri- 
can Insurance Group for some years, 
left that post at the end of 1946 to be- 
come associated with E. H. Rollins & 
Sons, Inc., New York investment bank- 
ers. Mr. Grasse was with the Home of 
New York for a long while before join- 
ing the American. 


AUTO CLAIMS ASSN. MEETS 

Martin Rosen, New York attorney, ad 
dressed the monthly meeting of the Au 
tomobile Claims Association of New 
York held yesterday at Miller’s Res- 
taurant. He discussed replevening cars 
from unscrupulous repair agencies. 


REINSURANCE CORP. DIVIDEND 

Directors of Reinsurance Corp. of 
New York, at a meeting held December 
17, declared a dividend of 17% cents per 
share on the outstanding stock, payab'e 
December 28, to stockholders of record 
December 20. Total dividend payments 
by the corporation for 1946 amount to 
25 cents per share, the same amount as 
paid during 1945. 


WASHINGTON CODE REVISIONS 

Special Deputy Commissioner Robert 
D. Williams of Washington State has 
received a lengthy list of i 
which will be inserted in the new Wash 
ington code, as a result of numerous 
public hearings, which were concluded 
the latter part of November. Very few 
additional changes are being contem- 
plated. 


revisions, 


OPENS SEATTLE OFFICE 
United States Aviation Insurance 
Group has opened a service office at 449 
White 3uilding, Seattle, Wash., in 
charge of Jack Throne. He will have 
supervision over Oregon, Washington, 
Idaho and Alaska. 


ANDREW D. CHRISTIAN DIES 

Andrew D. Christian, 54, well known 
Richmond, Va., attorney who _ special- 
ized in the practice of insurance law 
died last week. He was a veteren of 


both World War I and World War IL. 
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Robt. W. Watt Elected 
Seaboard Surety Pres. 


SUCCEEDS LATE C. W. FRENCH 


One-Time Royal Indemnity V.P. Has 
Large Following in Insurance 
and Financial Circles 


Watt, a well known figure 
in insurance and financial circles for 
more than twenty years, was elected 
president and a director of the Seaboard 
Surety Co. of New York this week. 
Mr. Watt succeeds the late C. W. 


Robert W. 





Blackstone Studios 
ROBERT W. WATT 


French who passed away several weeks 
avo. They had been close friends for 
wWiany vears 

Mr. Watt was also clected a member 
of the executive and finance committees 
of Seaboard Surety. 

His College and Insurance Background 

\ graduate of the 1916 class of Co- 
lumbia University, N. Y., “Bob” Watt 
was a star baseball player at college and 
has kept up his interest in Columbia 
University athletics ever since. Almost 
at the outbreak of the war he joined 
the Army Air Force and trained with 
the Royal Flying Corps in Canada and 
Texas and later in the spring of 1918, 
in England. He went through the Ar- 
vgonne Campaign with the 12th Aero 
Squadron, and after the Armistice went 
to Germany with the Army of Occupa- 
tion. He was a first leutenant. 

Returning to the United States in 
July, 1919, he worked approximately a 
vear with the Burroughs Adding Ma- 
chine Co. in New York. At the same 
time he accepted the invitation of Co- 
lumbia University to serve as its direc- 
tor of athletics and was appointed to 
this post in September, 1920. He did an 
outstanding job for nearly four years in 
that capacity. 

It was during this period that a warm 
friendship developed with F. J. “Buck” 
O'Neill, who was then football coach at 
Columbia as well as being, in business 
life, president of the Royal and Eagle 
Indemnity Cos. 

It was through his association with 
“Buck” O'Neill that Mr. Watt entered 
the imsurance business. He joined the 
Royal Indemnity in March, 1924, and 
after completing a course of training in 
all departments was sent out in the field 
special agent and traveled nine 
southern states for a year, making his 
headquarters in Atlanta. Recalled to the 

(Continued on Page 42) 
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New Excess Securities 
Policy Approved in N.Y. 


ALL RISK COVERAGE FOR BANKS 

Now on Stites te. All States Except 

Louisiana, Mississippi, Texas; Issued 
as Burglary Form by Bureau 


The new excess securities policy for 
banks, promulgated by the National 
Bureau of Casualty & Surety Under- 
writers and put on the market Decem- 
ber 23 in all states except Louisiana, 
Mississippi, New York and Texas, was 
approved by the New York Insurance 
Department this week. 

Purpose of the coverage, as explained 
by L. A. Sawyer, burglary division man- 
ager of the bureau, is to provide banks 
with all risk coverage of their own 
securities or securities in their care 
and custody. It provides protection 
against the actual destruction, disap- 
pearance or wrongful abstraction of 
such securities, and for all damage 
which is caused to the bank’s premises 
and the furniture, fixtures, equipment, 
safes and vaults therein, caused by 
burglary, robbery, theft or larceny or 
attempt threat, or by vandalism or 
malicious mischief. 

Written as Excess Over B. B. Bond 

In order to avoid any conflict with 
bankers blanket bonds, the bureau has 
advised member companies that it is 
mandatory that this policy be written 
only excess over the bankers blanket 
bond carried by the assured. Insuring 
agreement II of the policy provides for 
using the amount of the blanket bond 
as the deductible amount applicable to 
cach loss. 

It is explained that the rate for the 
new excess policy is the sum of the 
bank burglary rate for the safe or 
vault in which the securities are cus- 
tomarily: kept and the bank robbery 
rate, plus a loading of 50 cents per 
$1,000 of coverage. In addition, the 
manual provides an excess insurance 
discount which is applicable to the 
loading in addition to the bank bur- 
glary and robbery fate. For example, if 
a policy is written excess over a $50,000 
bond a 15% discount would be granted 
from the burglary and robbery rates 
and the 50 cent loading. 

The policy annual minimum premium 


is $25. Regular burglary commissions 
apply. 

Four Exclusions 
Four exclusions are listed in the 


policy as follow: 
“This policy shall not apply to loss, 
destruction or damage, caused by: (1) 


McConnell Outspoken 
On All-Industry Bills 


ILLINOIS BROKERS’ COUNSEL 


Points Out That Regulatory Legislation 
Proposed by Brokers Gets No At- 
tention From A.-I. Committee 


Chicago, Jan. 7—Thomas C. McCon- 
nell, counsel for the Insurance Brokers’ 
Association of Illinois, who was one of 
the principal speakers here today at the 
Palmer House at the big meeting called 
to discuss the All-Industry rating bills, 
declared that “the answer to 
whether these bills are in the public 
interest that has the slightest semblance 
of sincerity is that the states are better 
fitted to protect the public interest by 
appropriate legislation than is the Fed- 
eral Government under provisions of 
the Sherman Act now.” Since the Sher- 
man Act itself purports to be enacted 
in the public interest and the purpose 
of the All-Industry bills is-to gain ex- 
emption from provisions of th‘s act, Mr. 
McConnell thought that obviously there 
is a contradiction of terms which must 
be probed further “if we are to have 
any intelligent opinion about the desira- 
bility of the proposed legislation.” 

Summing up the addresses of the 
other two speakers in this symposium— 
E. W. Sawyer, counsel, National Asso- 
ciation of Insurance Brokers, and W. 
Winthrop Clement, executive secretary, 
Risk Research Institute (reviewed else- 
where in this issue), Mr. McConnell 
said: 

“It has-been amply demonstrated that 
the All-Industry Committee has not and 
will not pay any attention to any sug- 
gestions from insurance brokers. Any 
such legislation as we propose, which 
as a practical matter would have a 
chance of passage, would represent a 
compromise with public interests which 
neither companies, brokers or agents 
have any right to make. The only prac- 
tical choice presented on this issue is 
support of or opposition to the All- 
Industry bills.” 

Finally, Mr. McConnell declared that 
the All-Industry bills enable the com- 
panies “to fix both rates and commis- 


only 


(Continued on Page 31) 





any other dishonest, fraudulent or 
criminal act of the assured or of any 
officer, employe, guest student, partner, 
director, trustee, agent for collection, 
or authorized representative of the as- 
sured whether acting alone or in col- 
lusion with others; (3) the giving or 
surrendering of any securities in any 
exchange, purchase or sale; (4) war 
whether declared or not, invasion, in- 
surrection, rebellion, hostilities, revolu- 
tion or military or usurped power.” 
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Sawyer Again Attacks 
All-Industry Measur¢s 


ADDRESSES CHICAGO MEETI 


Says Sole Purpose of State Rate Re:..- 
lation Is to Permit “Price-Fix'ng 
Combinations” to Continue 


Speaking on the subject “Persnectiy 
FE. W. Sawyer, counsel for the Natio: || 
Association of Insurance Brokers a: 
the National Association of Casualty 
Surety Agents, addressed the meetir. 
called at Chicago January 7 by the | 
surance Brokers’ Association of Illin 
to which insurance’ brokers, buyers, 
agents and executives were invited. 

The purpose of the meeting was {5 
hear discussions of the All-Industry- 
Commissioners rate regulation bill, on 
which public hearing will be started at 
Springfield January 15. The Illinois brok- 
ers are on record as opposed to the bills 
and they invited for their speakers, in 
in addition to Mr. Sawyer, Thomas (. 
McConnell, their own counsel, and \W. 
Winthrop Clement, executive secretary 
of Risk Research Institute, which is 
drafting its own bill. 

Mr. Sawver renewed the attacks on 
the AIC bills he has been making 
throughout the country and expressed 
the belief that there is much greater 
danger of Federal regulation from too 
strict regimentation of rates than from 
too lax regulation. Specifically, Mr. 
Sawyer replied to recent statements 
made by President W. Ross McCain of 
the Aetna Insurance Group and General 
Manager J. Dewey Dorsett of the Asso- 
ciation of Casualty & Surety Executives, 
both of whom defended the All-Industry 
bills, and condemned the so-called Saw- 
yer proposal for minimum regulation of 
rates. 

Requires No Regulation 

“The fact is, of course,” Mr. Sawyer 
said, “that Public Law 15 requires no 
state regulation of rates. The sole pur- 
pose of state regulation of rates and 
rating practices is to permit price-fixing 
combinations to continue to do business 
after January 1, 1948. Without it they 
are done. No one will belittle the ne- 
cessity for pooling of experience or the 
stabilizing effect upon the business con- 
tributed by these combinations through 
their aceumulation of experience data, 
however questionable he may regard the 
benefits of price-fixing and price-mainte- 
nance activities. Few believe price-fix- 
ing combinations should not be allowed 
to function under conditions that prevent 
regimentation of others.” 

Mr. Sawyer said that the National 
Joard of Fire Underwriters, the Asso- 
ciation of Casualty & Surety Executives 
and the American Mutual Alliance, 
through membership of their companies 
in several groups and through the rela- 
tionship between their fire and casualty 
companies, “have quite naturally domi- 
nated the All-Industry Committee,” 
which is the reason the groups he repre- 
sents particinated in the work of the 
committee with reservations. The cor- 
promise proposal his groups filed wit! 
the committee, he described as follows: 

“Briefly, we proposed that the All-/n- 
dustry Committee recognize the oppo-i- 
tion to strict regimentation of rat¢s; 
that it establish as a guide a minim 
degree of control that would protect 
price-fixing combinations; and that it 
recognize the right of each state to ‘e- 
termine whether the power to be given 
the Commissioner should be that of s 
sequent disapproval of rates (in pract:°e 
the same as prior approval) or sovie 
lesser control, provided it was not |: ss 
than the minimum established by | :¢ 
committee. We actually sugeested a 
minimum—the filing of rates with | ¢ 
right to use them immediately; pow rt 
in the Commissioner to order disconti: 
ance after hearing; orders of disconti: 
ance to be effective when made; «id 
with judicial review. 

“Tt was made clear that our propo-al 
was to ensure enactment of the \I- 
Industry bills by giving recognition ‘0 


(Continued on Page 42) 
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Risk Research Drafts 
Own Regulatory Bill 


CLEMENT TALKS IN CHICAGO 





Tells Brokers Institute Hopes to Pre- 
sent Bill Acceptable to Buyers 
and Producers 





\ Risk Research Institute rate regu- 
lation bill is now in the process of draft- 
ine for presentation to the state legisla- 
tures, said W. Winthrop Clement, ex- 
ecutive secretary of the organization, in 
his speech before the Insurance Brokers 
Association of Illinois at the Palmer 
House, Chicago, January 7. 

Reiterating his organization’s opposi- 
tion to the All-Industry Commissioners 
bills, he said that the Commissioners and 
All-Industry Committee expended enor- 
mous effort, but, he expressed the opin- 
ion: “All these acknowledgments make 
only more lamentable the fact that the 
end-product of their labor is a legisla- 
tive precedent which the people—par- 
ticularly the business people—of this 
country cannot afford to accept.” 

Risk Research Institute, Mr. Clement 
said, had declared its principles in a 
declaration made to the National Asso- 
ciation of Insurance Commissioners in 
May, 1945: free competition and fair 
practices in insurance preserved and en- 
hanced and Government interference— 
whether state or Federal—kept at the 
minimum. He said that when the model 
bills emerged a year later, these prin- 
ciples had not been remembered and 
that these bills “replaced the minimum 
of Government interference with a 
monument to Government authority.” 


Hoped for Alternative 


The speaker said that insurance 
buyers across the country have listened 
to the debate which swirled around the 
AIC bills, and had hoped that some al- 
ternative which the buying public could 
accept or support would be proposed. 
Risk Research Institute, he said, con- 
demns the bills on three counts: they 
would destroy the already limited ele- 
ments of competition among insurers; 
would give Government excessive pow- 
ers over the public’s sources of insur- 
ance protection; they provide a formula 
which would permit the insurance busi- 
ness to fix prices in concert. 

The institute, said Mr. Clement, has 
steadily maintained it was beyond its 
scope to undertake the legal problems 
of the insurance industry and its buyer 
members declined to sit on the All- 
Industry Committee. When they de- 
clined, according to Mr. Clement, they 
assured both the Commissioners and the 
committee that it was not their inten- 
tion to act as obstructionists but that 
they desired to cooperate in any way 
they could. It had been their hope, he 
continued, that some far-sighted leader 
within the industry would arise and pro- 
pose a law truly based on the advance- 
ment of the public interest. 

li was not until the close of his talk 
that Mr. Clement revealed that the in- 
stitute members are drafting their own 
rate regulation bill, when he said: 


Drafts Own Bill 


“With growing apprehension they 
have seen the time come for legislatures 
to convene, with the AIC _ proposal, 
tither intact or amended, as the only 
bill on the table. And they have heard 
leg'slators say: “We may have to enact 
thi: bill for lack of any other concrete 
sug vestion.” The public has an interest 
in insurance legislation. A Risk Re- 
search rate regulation bill is now in the 
Provess of drafting. 

faving done everything we could, 
short of taking such action, the insti- 
tute hopes soon to be able to present a 
bill which the insurance purchasing pub- 
lie in every state can support, which 
Mstrance producers in every state can 
Supoort, and under which the insurance 
industry throughout the nation can pro- 


et », through competitive effort, to 
nei _ of service never before at- 
ained.” 


COMPULSORY INSURANCE BILL 





N. Y. State Senator Seeks Compulsory 
Liability Insurance for Motorists; 
Explains His Reasons 


Compulsory automobile liability insur- 
ance is embodied in one of four bills 
prepared by Senator Thomas C. Des- 
mond for introduction in the New York 
legislature when it convened on Wednes- 
day this week. The four bills embrace 
the following requirements: 

Semi-annual inspection of automobiles 
and trucks by state-approved private 
garages; applicants for drivers’ licenses 


to secure “fitness certificates” from a 
physician at least once every three 
years; liability insurance for all car 


owners instead of the present law which 
makes such insurance optional until the 
driver has had his first accident; appli- 
cants for drivers’ licenses to pass driv- 
ing tests under night conditions. 

In a statement made in advance of in- 
troduction of the bills, Senator Desmond 
said that reports of the New York State 
Bureau of Motor Vehicles indicate that 
accidents during 1946 ran 25% ahead of 
1945 and that when final figures are 
tabulated they will probably show that 
more than 2,100 people lost their lives 
on New York State highways during the 
year. “And, most alarming,” he said, 
“there is reason to believe that the 
forthcoming year of 1947 may be the 
worst accident year on record.” 

Explaining his attitude with respect to 
compulsory liability insurance, the Sena- 
tor said: 

“Under the existing safety responsi- 
bility law, you do not have to have lia- 
bility insurance until you have had your 
first accident. Such exemption permits 
irresponsible youngsters and adults to 
buy and operate cars. During 1941-45 
there were 2,400 unsatisfied judgments 
under the present safety responsibility 
law. This third bill will close up the 
existing loophole in the law by requiring 
liability insurance for all drivers.” 


F. E. RUNEY TO DETROIT 





Transferred by Eagle, Globe and Royal 
Indemnity Cos. From Chicago; Kleene 
Gets Western Supervision 

The Eagle, Globe and Royal Indem- 
nity Cos. have Frank E. 
Runey, formerly Chicago manager, to 
Detroit where he will have similar 
duties. With the organization since May, 
1937, Mr. seasoned in 
claims, underwriting and 
work. In Chicago he was president of 
the Association of Casualty & Surety 
Executive Vice President 
George W. McCagg announced Mr. 
Runey’s change, effective January 1. 

At the same time Fritz K. Kleene, 
who has managed the Detroit branch 
of the Eagle, Royal and Globe Indem- 
nity since 1939, has been transferred 
to the head office in New York as as- 
sistant production manager. Mr. Kleene 
will supervise field office activities in 
the Western department. Prior to his 
association with the Eagle, Globe and 
Royal Indemnity, he was with the 
Standard Accident in Detroit. 


transferred 


Runey is well 
production 


Managers. 





McConnell Outspoken 
(Continued from Page 30) 


sions which go into the rates as ac- 
quisition costs; enables them to do all 
the things which the Sherman Act con- 
demns, through the coercive power of 
their rating bureaus. Instead of having 
different companies competing for their 
business the brokers are faced by a 
combination of the most powerful com- 
panies in the business with ranks closed 
to them, with rates fixed at a figure 
which enables the least efficient to do 
business at a profit... .” 

A. T. Graham, president of the II- 
linois association, presided and attend- 
ance was 350. 











The Directors of the 


SEABOARD SURETY CO. 


OF NEW YORK 


Announce the Election of 


ROBERT W. WATT 


as President of the Company 


and Member of the Board of Directors 
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CLEMENT’S PITTSBURGH TALK 








Urges Buyers of That City Not to 
Remain Silent in Attitude on 
All-Industry Rating Bills 

Pittsburgh, Jan. 6. — W. Winthrop 
Clement, executive secretary, Risk Re- 
search Institute, Inc., speaking here to- 
day before the Insurance Buyers of 
Pittsburgh, warned that if state legis- 
latures enact bills now being offered by 
the All-Industry Committee “price fix- 
ing in concert, illegal in American busi- 
ness for more than fifty years, will be- 
come a Statutory right in the biggest 
business in America.” 

Speaking to one of the largest groups 
of industrial buyers ever assembled in 
Pittsburgh, Mr. Clement said that the 
time has passed when business men can 
pay billions of dollars in insurance pre- 
miums, year after year, as a routine item 
of overhead expense. He declared: 
“Businessmen must now choose whether 
they will pay these billions to sustain 
monopolistic self-interest or to stimulate 
competitive effort like their own; they 
must decide whether the public interest 
is best served by fair business practice 
or by bureaucracy.” 

Mr. Clement reviewed the history of 
the famous Missouri bribe case, in which 
insurance companies have been fined 
more than two million dollars. He cited 
the SEUA case, as a result of which 
Supreme Court, in 19°‘, ruled that in- 
surance is interstate commerce. He 
traced the development and passage of 
U. S. Public Law 15. 

“All of us together,” the speaker said, 
“must now decide whether the fabric of 
our national business law is durable, as 
we have thought for more than half a 
century, or whether it is to be unraveled, 
thread by thread.” He concluded “if 
you want free enterprise in a free 
economy continued as the American pat- 
tern, you cannot remain silent in the 
face of such bills as these.” 

H. H. Hook, insurance manager of 
the Koppers Co. introduced the speaker, 
following a report by R. L. Gaertner, 
secretary of the buyers’ association. 
W. F. Lund, assistant treasurer of Gulf 
Oil Co., president of the group, presided. 








Combined Insurance Co. 


W. Clement Stone of Chicago, who 
was recently elected president of the 
Pennsylvania Casualty, announced this 
week that arrangements are being made 
to change its corporate name to the 
Combined Insurance Co. of America. 


The company will specialize in accident, 
health and hospitalization lines rather 
than engaging in a full casualty busi- 
ness. One of its first moves under Mr. 
Stone’s management will be to get li- 
censes in all states, now being entered 
in thirty-four. 
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Knight Offers Long-Term Planning 


Program for National Association 


First Vice President Proposes Coordinating Committee of 15; 
for National Advertising and a Change in Purdue 
Short Course; Outspoken on Political Attacks 


Miami Beach, Jan. 8—Declaring that 
the National Association has completely 
passed the experimental stage and that 
now should be the time for taking stock 
and for doing long-term planning, Gil- 
Knight, 


Cleveland general 





GILBERT H. KNIGHT 


agent of Federal Life & Casualty, 
sounded the keynote here today for the 
future of the organization—that of more 
rapid all-round development and_ pro- 
duction increases in the A. & H. field 
with companies and agents working to- 
gether in a spirit of real cooperation. 
Speaking as first vice president of the 
organization, Mr. Knight made the spe- 
cific recommendation that in order to 
achieve the desired objective a coordi- 
nating committee should be appointed 
consisting of five members of the Health 
& Accident Underwriters Conference, 
five from the Bureau of Personal Acci- 
dent & Health Underwriters and _ five 
members from the National Associa- 
tion. He further explained: 

“This committee, formation of which 
[I urged several years ago, should meet 
two or three times a year, exchange 
views on problems of our business, and 
work out unified and timely answers to 
joint problems. Its objective should be 
tO put into action measures for develop- 
ing the A. & H. business, defending it 
from political attacks and increasing 
our efficiency and service to the public.” 

Favors Institutional Advertising 


Another forward-looking suggestion 
made by Mr. Knight was that a pro- 
gram of national institutional advertis- 
ing be inaugurated in the A. & H. field 
so as to “mold public opinion on the ad- 
vantages of A. & H. protection as con- 
ducted by the private companies.” He 
pointed out that such a campaign could 
be conducted through newspapers and 
magazines, similar to that being so ably 
done by the Institute of Life Insur- 
ance, and said: “Such advertising of our 
business should be the function and 
duty of the company organizations, but 
it should be the job of our association 
to urge this action on the companies 





and to lend advice and counsel as to its 
type and scope.” 

Turning his attention to the growth 
of the association movement, Mr. 
Knight said that it dates back to 
August, 1913, when ten men in the 
city of Cleveland formed the Cleve- 
land Accident Insurance Managers Club, 
the first organization of its kind in the 
United States. Those were the days of 
keen competition “with no holds 
barred,” and wholesale piracy of both 
agents and policyholders was the order 
of the day. “It was therefore from no 
high sounding principles or motives,” 
declared the speaker, “that the Cleve- 
land association was ushered into being. 
It was solely for mutual protection 
from raids on our business and agents. 
The first committee appointed in the 
new local club was a grievance commit- 
tee to hear complaints and charges of 
members against each other. And that 
committee was undoubtedly the busiest 
f all committees of any kind in the 
United States.” 

Despite all of its difficulties the 
Cleveland assoc‘ation flourished, has met 
regularly for thirty-four years and four 
of its original charter members are still 
active today. Two years after its for- 
mation, its members went in a body to 
littsburgh and helped launch that club, 
and for nearly a decade joint annual 

(Continued on Page 35) 





Public Relations Plan 


GIVES PRESIDENTIAL REPORT 
Says A. & H. Industry Should Hold 
Clinic of Executives and Producers 
to Study Problems 
The National Association of Accident 
& Health Underwriters has been mak- 
ing strides during the past six months, 
said Rollin B. Smith, Great Northern 
Life, Oklahoma City, in his report as 
president of the organization at the 
mid-year meeting at Miami Beach, Fla., 

January 8-10. 

Mr. Smith spoke of the move of head- 
quarters from Milwaukee to Indiana- 
polis, and appointment of O. J. Breiden- 
baugh as the first full-time executive 
secretary. He said the main strides 
made during the first six months of the 
year are membership increase, active 
work of the constitution and by-laws 
committee and the work of the law and 
Icgislation committee. 

“There are several things we must 
do and continue to harp on,” he said, 
“a further increase in our membership 
so that we are adequately represented 
in all sections of the country. Second, 

diligent local committee in each as- 
sociation which will keep in touch with 
legislative trends. Third, and one of 
the most important, is to make plans 
for the future in doing a real public 
relations job for the industry of acci- 
dent and health insurance.” 

In Embryonic State 


Saying that some of the association’s 
plans are still in an embryonic state, Mr. 
Smith said foremost in the minds of 
every A. & H. man is “how can we in- 
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ROLLIN B. SMITH 


sure five times as many risks as we 
are covering today and give them the 
kind of protection they want but also 
see to it that they want the kind of coy- 
erage they really need?” 

All branches of the insurance industry, 
he continued, recognize that A. & H. 
is the fastest growing line, but when 
one realizes that only about 15% of 
the market is covered, “we are not do- 
ing such a swell job after all.” The 
hat check industry last year, he said, 
did an annual volume in excess of 300 
million dollars; the accident and health 
industry collects 600 million a_ year 
in premiums—but the “hat check racket” 
is at least half as big a business as 
accident and health insurance. Asking 
what can be done about this situation, 
Mr. Smith presented his views as fol- 
lows: 

Must Recruit More Men 


“Of course there are several answers 
—first, we must continue to recruit 
more men in our business, and it is 
most important that we train them 
properly so that they make a satisfac- 
tory income, and that they make disabil- 
ity insurance a career and not just a 
living. 

“Another and most important reason 
why we need to consider the job be- 
fore us, is the threat of Federal insur- 
ance as well as state health insurance 
plans. If we continue adequately to 
cover more people on disability and hos- 
pitalization insurance it will definitely 
reduce this sentiment for Federal and 
state operated insurance. This one 
threat has caused the home offices 0! 
our companies to get together with a 
unity of thought on one question at 
least, Just as it. took a ‘war to 
straighten out our declining birth rate, 
perhaps this threat will help us so! 
some of our problems. 

“I believe it is time that we engaxze 
in some sales research as to what cin 
and should be done in obtaining the 
sults necessary. During the past year 
I have attended three clinics—one W's 
the National Aeronautical Society, (1 
which the best minds of the air indu 
spent five days in serious study and 
deliberation concerning post-war | 
senger and cargo hauling—another 
the group interested in soil conser :- 
tion—third was the Chemurgic Clic 
with plastic displays of what we are ‘9 
use in the future. All of them were  ¢ 
same type of meeting—how can 
plan now to serve the public bette: 
this post-war market? 

“T believe it is time we held a clic 
in our business, in which the home oli 
officials together with leading produc 
ers, study some of the things that 
and should be done. Most of our here 
offices sometime in the past have 


(Continued on Page 36) 
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Mid-Year Meeting 


Breidenbaugh Plans to 
Cut Down Lapsations 


REPORTS TO A. & H. MEETING 
Association Secretary Proposes Five 
Specific Activities; Membership 
Increased by 389 


Five definite activities to be under- 
taken within the coming months were 
outlined by O. J. Breidenbaugh, secre- 
tary-treasurer, National Association of 
Accident & Health Underwriters, in his 
report to the mid-year meeting of the 
organization at the Blackstone Hotel, 
Miami Beach, Fla., January 8-10. 

Mr. Breidenbaugh sketched the prog- 
ress of the association and said that 
since August 1, the association has had 
an actual membership gain of 389 and 
has added one new state association, 
Florida, host to the convention. Initial 
steps in formation of new local associa- 
tions, he said, have been taken in the 
following cities: Fort Worth. Tex.; Aus- 
tin, Tex.; Oakland, Cal.; Sacramento, 
Cal.; Davenport, Iowa; Binghamton, N. 
Y.; Nashville, Tenn., and Grand Rapids, 
Mich. 

In order to meet the problem of mem- 
bership lapsation in the immediate 
months ahead, Mr. Breidenbaugh pro- 
posed to take action along the following 
lines: 

Provide Program Material 


“(1) Provide program material and 
specific information to each and every 
local association that will be designed 
to help the local association keep its 
membership interested and active in the 
organization. 

“(2) Encourage sales congress types 
of meeting for every local association 
that will provide specific contributions 
to each and every member so that the 
personal benefits from association mem- 
bership will be apparent. 

“(3) Creation of a speakers’ roster 
from which names can be selected to 
provide the type of stimulation and 
leadership that is needed for meetings 
directed towards specific problems. 

“(4) Coordination of all phases of the 
National Association program so that 
all membership is constantly reminded 
of the advantages of association par- 
ticipation, 

“(5) Solicit the cooperation of all offi- 
cials, board members, the press, and 
those who will work for the association 
in an all out effort to meet any problem 
of membership or organization that 
arises within the area where they are 
located.” 


Will Send Monthly Reports 


In line with these efforts, Mr. Brei- 
denbaugh said, future monthly reports 
will show the status of every local as- 
sociation and he expressed the hope 
that the board members will keep a 
constant watch on every association in 
their respective localities and take ac- 
tion to revive lost interest and add to 
the membership. He said the headquar- 
ter’s office also has developed a series 
of letters to be used in solicitation of 
lapsed members at large. 

Another activity planned is in connec- 
tion with associate company member- 
ship. Mr. Breidenbaugh said the asso- 
ciation’s program is worthy of the sup- 
port of every company that does a siz- 
able business in accident and health in- 
surance and that to keep solicitation of 
company membership before every in- 
terested party, a list of company mem- 
bers will be furnished regularly to all 
local associations, officials and board 
members with a suggestion that each lo- 
cal association appoint an individual or 
a committee to solicit companies in its 
area which are not on the list. 

Now that the function of the plan- 
ning committee is being concluded, he 
said attention can be given to sustaining 
membership; the certificates for this 
membership are ready and in a few 


at Miami 


Beach of National A. & H. Association 








O. J. BREIDENBAUGH 


weeks a definite increase in this list of 
names may be anticipated. 
Educational Program 

The accident and health business 
needs a definite educational program, 
Mr. Breidenbaugh said, to meet these 
specific problems: the large turnover in 
production personnel; the difficulties in 
recruiting new production § personnel; 
high percentage of lapsing policyhold- 
ers; prestige needed for the industry as 
a whole; high percentage of lapses in 
association membership. 

“The instability that is evidenced by 
the large turnover of personnel and the 
constant high ratio of lapsed association 
membership,” he continued, “is a defi- 
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nite indication of the need for training 
on a career, professional basis. Edu- 
cation more than any other one activity, 
will bring about permanency in tenure 
on the part of agents as well as a 
gradual closing of the ranks of those 
who do business on a _ fly-by night 
basis.” 

In addition to the benefits which an 
educational program brings to the busi- 
ness as a whole, Mr. Breidenbaugh said, 
it brings the following specific benefits 
to the association: adds a sizable num- 
ber of members at large; brings con- 
tacts with key men in areas where new 
associations might be started; provides 
forceful reminder of worthwhile associa- 
tion effort. 

To Hold Classes 

The educational program for the next 
six months, he said, is as follows: A class 
for the Inter-Mountain area at Salt 











you so richly deserve. 














Congratulations! 


a he institution of Accident and Health insurance 
is honorably performing a public service and has es- 
tablished income protection in many thousands of 
homes. It may well be called “human insurance” and 
as such is an inseparable partner of Life Insurance. 

We recognize that without the aid of our great 
army of field producers, who are our representatives in 
selling A, & H. to the American public, our progress 
and prestige would not have reached the high mark 
that it occupies today. It is therefore with real appre- 
ciation that we pay this tribute to the National Asso- | 
ciation of Accident & Health Underwriters, the pro- 
ducers’ organization, May your efforts in 1947 reap 


the growth both in stature and membership which 
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Lake City, February 3-15; another class 
at Purdue University, March 3-15; an- 
other class at San Francisco, April 21- 
May 3. Because of the demand foi 
these classes in other areas of the coun 
try, he said, it is probable that in future, 
only two classes a year will be held at 
Purdue. Plans are now being developed 
to open classes at some university in 
the northeastern part of the country 
and also somewhere in Texas. 

Under the subject of legislation, Mr. 
Breidenbaugh said that he, as secretary 
of the association, had pledged full co- 
operation to the program of the Insur- 
ance Economics Society of America to 
keep undesirable legislation from pass- 
ing and he said that this program needs 
the full support of every member of the 
association both on a state and on a na- 
tional plane. 





Welcomed by H. B. King 


Tooley-Myron Studio 
H. BARRETT KING 


Miami Beach, Jan. 8—H. Barret! 
King, president of the Florida Ass: 
ciation of Accident & Health Unde: 
writers, who is state manager of 1! 
World Insurance Co. of Omaha, wi 
given a big hand here today at |! 
opening session of the National Ass: 
ciation’s mid-year meeting. Introduc: 
by G. A. Crutchfield, executive boar’! 
member, who is vice president of t!: 
Professional Insurance Corp. of Jac 
sonville, Mr. King gave a short I 
impressive address of welcome, Wit’ 
particular pride he outlined the attrac- 
tive program of recreational activities 
which the Florida association as ho: 
to the convention had planned to make 
the visit of the delegates an enjoyal'¢ 
one. 
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Knight Proposes Long Range Program 


(Continued from Page 32) 


ynventions were alternately held in 
hese two cities. Then, in 1917, the 
leveland pioneers formed local clubs 


1 Columbus, Toledo and Detroit, all of 
vhich are still in existence. 

Mr. Knight then told of the call which 
vas sent out in October, 1929, by John 

Collins of the Detroit club for 
anization of a national association. 
his was followed by the charter con- 
ention of 1930 in Chicago, at which 
me six local associations were in ex- 
stence. At that meeting a constitution 
nd by-laws were adopted and Mr. Col- 
ns was elected president. In 1936 Ed- 
vin C. Budlong, who died last year, was 
named secretary. The association strug- 
led along on a very meagre budget for 
the next few years, although it did de- 
velop and conduct the sales congress 
idea “which did much to advance the 
standards and technique of our busi- 

” 

ness. 


or= 


“Count” Mueller’s Contribution 


Greatest forward step was taken by 
the National Association in 1943 when a 


planning committee was formed of 
which E. H. “Count” Mueller of Mil- 
waukee was the guiding spirit. Mr. 


Knight paid tribute to the fine leader- 
ship of “Count” Mueller who succeeded 
in raising more than $15,000 by volun- 
tary contributions which “enabled the 
association to attain a sound financial 
standing and made possible the securing 
of permanent headquarters and the en- 
gagement of a paid full-time secre- 
tary.” Continuing the speaker said: 
Purdue University Courses Inaugurated 

“Today we are recognized and are, in 
fact, a progressive organization giving 
real service to our members. We have 
stressed the need for education in our 
business and have developed the Purdue 
system of intensive courses which are 
now being expanded to other universi- 
ties. We have continued our valuable 
sales congresses and extended them to 
all parts of the country. Our local clubs 
get considerable help in developing their 
associations from the national officers, 
and executive board members. A wom- 
en’s division has been set up, likewise 
an agency management division and a 
fast growing Leading Producers Round 
Table Club.” 

Mr. Knight also put on the record 


the association’s active leadership in the 
fight against political encroachment on 
the A. & H. business, and credited the 
organization with having helped to raise 
the standards and the eth‘cs of the busi- 
ness to a degree never before attained. 

As of November 1, 1946, the National 
Association consisted of forty-eight lo- 
cal associations from coast to coast 
with approximately 3,000 members, to- 
gether with company memberships of 
cight-seven. Expressing satisfaction 
over this showing, Mr. Knight raised 
the sights of the National Association 
when he said that “there is every hope 
and indication that in the next four or 
five years we can build our membership 
to no less than 10,000.” 


Developing his theme of long-term 
planning, the speaker outlined a definite 
program of expansion. He listed as the 
No. 1 objective the development of the 
A. & H. business in general, and said: 
“The individual job of every agent and 
salesman is to sell protection to the 
people of this country against the great 
economic loss caused by disabilities aris- 
ing from accidents and sickness. The 
job of the companies is to furnish the 
tools and man power so that this na- 
tional job can be accomplished with effi- 
ciency and at the lowest possible cost. 
, We really have made tremendous 
strides when you consider that our busi- 
ness started from scratch, without ex- 
perience or actual statistics to guide it. 


The Big Job Ahead 


“Nevertheless, what we have already 
done is almost infinitesimal to the great 
job that still faces the A. & H. insur- 
ance industry. Despite the fact that in 
the last twenty-five years we have in- 
creased our business twelve times over, 
we are still collecting but three quar- 
ters of a billion dollars in premiums. 
And yet, the national economic loss from 
accidents and illness is estimated to be 
near $15 billions. Our job is to close 
that great gap! We have done such an 
excellent sales job of preaching the doc- 
trine of accident and health protection 
that now the politicians, both state and 
Federal, want to take on the job by 
compulsory state or Federal insurance 
schemes. They will do so unless we 
prove conclusively that we ourselves can 
do the job. That is why I say that the 
primary function of our National Asso- 
ciation must be the great and rapid de- 
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velopment of our business to meet the 
country’s full need.” 

As to the steps which should be taken 
to accomplish this great task, Mr. 
Knight emphasized: “lirst, we must ac- 
cept the fact that rapid development 
and increase in our business requires 
close cooperation between companies 
and agents. The companies cannot exist 
without the agents—the producers of 
the business, and the agents cannot ex- 
ist without the companies—the manufac- 
turers of the finished products—the 
policies, services, and financial strength. 
Nearly all the problems of this business 
are mutual problems, and coordination 
and cooperation is required of both com- 
panies and agents.” 

Policy Improvement Needed 


Among the immediate problems re- 
quiring attention, Mr. Knight urged that 
National Association members should 
make known to their companies the 
reed for improvement in their policy 
forms. In this connection he said: “We 
know by experience that the public 
wants policies which are readily under- 
standable and simple in language, and 
which provide adequate protection, 
without catch-all frills, at the lowest 
possible rates. While there has been a 
great improvement in policies in recent 
years there is still room for more im- 
provement. Slick and tricky policies, 
even if issued by but a few companies, 
injure the business as a whole.” 

Change in Training Method 


This brought Mr. Knight to one of 


his most important recommendations 
that having to do with the adequate 
training and education of salesmen 


which he regards as a prime necessity. 
After noting that the National Asso- 
ciation has pointed the way in A. & H. 
education through its nationally known 
Purdue system of short training courses, 
he said: 

“Even though it may shock you to 
hear me say it, I sometimes wonder if 
we are on the right track. It seems to 
me that the training of agents and sales- 
men should be the function and obliga- 
tion of the companies and not of the 
agents’ own association. These Purdue 
courses have been valuable in’ them- 
selves, but I think even more so because 
they have turned the spotlight on the 
need for training in our business. 
Nevertheless, I can see no real reason 
why our association should assume this 
heavy burden and emphatically believe 
that this should be turned over to the 
companies or company associations. 

“Several years ago, before the Purdue 


System was thought of, I suggested that 
the industry through the Health & Ac- 
cident Conference set up four regional 
training schools on a_ full-time basis 
located at convenient geographical spots. 
A few good companies have their own 
training schools but these cost them 
considerable money. The industry 
schools I suggest, with two instructors 
each and giving continuous three-weeks’ 
training courses the year around, could 


be run for $25,000 each or an annual 
cost to the industry of $100,000. This 


divided up by the 135 conference mem 
ber companies would cost each company 
about $750. Surely this is not too much 
for a company to put up annually for 
the training of new men. Or the cost 
could be apportioned on collected pre- 
miums basis. 

Advantage of Such Training Schools 

“The advantage of such _ training 
schools would be that a general agent 
could send a new salesman to them as 
soon as hired, so that the salesman 
could acquire sufficient knowledge to 
pass the license examination and enough 
fundamentals to fit in with the mana- 
gers’ own regular teaching program 
One job that our National Association 
could do, would be to urge all colleges 
to put in regular full-term 
accident and health insurance as part of 
their regular curriculum. This would at 
tract many college graduates to our bus 
iIness. 

“Our National Association could also 
institute and operate an annual exami- 
nation for the purpose of awarding cer- 
tificates to A. & H. men similar to the 
CLU certificate given to life insurances 
men. This could be featured by our 
Leading Producers Round Table section. 
It could be based on satisfactory pro- 
duction of business over a period, plus 
the passing of a written examinat’ on 
conducted by the National Association.” 

Combatting Political Threats 

Before closing Mr. Knight spoke of 
ways in which to combat political 
threats, both state and Federal, which 
are aimed at the A. & H. business 
through proposed compulsory insurance 
schemes. He recommended: “Our best 
method of defeating such threats is by 
building up many more local and state 
associations as subsidiaries of our Na- 
tional body. The state politicians will 
more readily listen to an i 
domiciled in their own state which can 
vote, defeat and elect, than they will 
to a national organization.” 

Along this line Mr. Knight 


(Continued on Page 42) 
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Our desire is to serve with justice and integrity those whose 
protection is entrusted to our care; to support right prin- 
ciples and oppose bad practices in insurance; 
character, ability and knowledge; to value honor above 
profit; thus to be faithful to ourselves and to those we serve. 


THE WORLD’S LARGEST EXCLUSIVE 
HEALTH and ACCIDENT COMPANY 


Premium Income in 1946 Over $58,000,000 
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Mid-Year Meeting at Miami Beach of National A. & H. Association 





Cornett Leads Panel on Dangers 
Of Social Security Expansion 


Miami Beach, Fla., Jan. 9.—Describing 
compulsory health insurance operated by 
tate or Federal Government as a plum 
or the politician but a blow to individual 
reedom, W. B 
Loyal 
Boston, led the discussion session on 


Cornett, vice president, 
Protective Life Insurance Co., 
‘The Dangers of Social Security Ex- 

nsion,” of the National Association of 
Accident & Health 
+] 


mis afternoon 


Underwriters here 


Mr. Cornett’s déscuss‘on was on “The 


Threat of Social Security Expansion.” 
He was followed by Dr. Harold D. Van 
Miami 


sition of the doctors and hospitals 


Schaick of who presented the 
ith respect to social security expansion 
hile the 

by Ted D 
f the Associated Industries of Florida. 
Mr. Cornett called attention to the 


public's reaction was treated 


Bayley, executive secretary 


ver increasing demands for social se- 
urity expansion and said that the threat 
s real and strikes close to home; that 

matter of paramount importance 
he A. & H. industry and more im- 


tant still. “we should know what 


steps are being taken to combat the 
threat and how each of us can do our 
part ; 

Plans in Effect 

He mentioned and described briefly the 
three compulsory cash sickness benefit 
lans already in effect: the Rhode 
Island plan establishing a compulsory 
state fund which was started in 1942; 
the California cash sickness law which 
has just gone into effect, and Crosser 
measure, passed by Congress at the last 
session, providing a plan of non-occupa- 
ional accident and sickness insurance 
for approximately one and one-half mil- 
lion railroad workers. 

\ number of states have had cash 
sickness benefit plans under study, he 
said, and there is no doubt that many 
such bills will be introduced in the 44 
state legislative bodies which meet this 
year 
The national Congress, he said, per- 
haps will again consider the Wagner- 
Murray-Dingell bill wh'ch has received 
the endorsement of the President and 
labor leaders. However, he continued, 
Senator Taft has stated that he will re- 
ntroduce the Federal medical aid bill 
which is in direct opposition to the 
Waener-Murray-Dingell bill Saying 
that the cost under the Wagner-Murray- 
Dingell bill has been estimated by some 
conomists eventually to cost from 15 
}‘llions te 20 billions annually, Mr. Cor- 
nett said that under the Taft bill, which 

ould provide Federal ai! under control 
of the states’ medical aid programs, the 
cost would be only $250,000,000 annually. 
“The Taft measure looks Ike sensible 
legislation,” he commented, “whereas the 
Waener-Murray-Dinge!l bill is complete 
socialization.” 


Fraises Med‘cal Profession 


Taking up the attempt to further the 
ause of socialization through emphasiz- 
ing the high figures of selective service 
rejections, Mr. Cornett said that Dr. 
L. S. Coin, former president of the Cali- 
fornia Medical Association, had pointed 
out pertinent facts, showing that about 
two thirds of those rejected could not 
have been influenced by lack of medical 
care indicating that there is no urgent 
need for compulsory health insurance 
hecause a large percentage of men were 
rejected for the armed services. 

“The medical profession, through the 





W. B. CORNETT 


National Physicians Committee,” he said, 
“has been extremely effective in at- 
tempts to foist compulsory health insur- 
ance on the American people and has 
conducted an active campa gn of public 
relations to acquaint the people with the 
facts. 

“The numerous replies your law and 
legislation committee has had in re- 
sponse to our resolutions clearly indi- 
cate the medical profession has made a 
most favorable impression on both 
houses of Congress. This organization 
has carried the ball in th's fight. The 
public in general is greatly indebted to 
the outstanding job that has been done 
by the medical profession.” 


Action by A. & H. Industry 


The Insurance Economics Society of 
\merica, “sparked” by E, H. O'Connor, 
said Mr. Cornett, has done a splendid 
job in representing a large portion of 
the accident and health industry. The 
Health & Accident Underwriters Con- 
ference and the Bureau of Personal 





Accident & Health Underwriters have 
had an active part in coordinating com- 
pany action. 

The National Association, through its 
law and legislation committee, he con- 
tinued, is keeping up with both state 
and national developments and its plan 
calls for a program to acquaint policy- 
holders and the public in general with 
the dangers of compulsory health insur- 
ance. 

Mr. Cornett gave the following out- 
line of the program necessary for the 
A. & H. industry to put into effect to 
meet the compulsory health insurance 
threat: 

Duty of Companies 


“Tt is the duty of the companies to 
make available high-grade protection 
which can reach every citizen, through 
individual policies, franch‘se nlans and 
group insurance. These policies should 
be free from unnecessary restrictions 
and at the lowest rate commensurate 
with safety. 

The companies must conduct their re- 
lations with the public in such a manner 
as to retain their confidence and_ build 
good-will. Every home office emplove 
should be schooled in im»oroving policy- 
holder relations. Claim — settlem n‘s 
must be fair, honest and considerate, 
for there is no better t'me for adver- 
tising our business than when a policy- 
holder is in need. Much needs to be 
done in this important field of public 
relations and it is a subject which is 
receiving the constant study of pro- 
gressive home office officials. 

“The companies must also review their 
relations with their agents. New agents 
should be -selected carefully, well trained 
and supervised. Never was it more im- 
portant for our industry to be repre- 
sented by capable men who know their 
business thoroughly, who renresent it 
fairly, honestly and efficiently to the 
public, and who look unon their work 
as a life-time career of service to hu- 
manity. Our industry needs 50,000 care- 
fully selected, well trained and properly 
sunervised career men and women as 
field representatives.” 


Outlines Company Program 


Mr. Cornett then outlined his own 
company’s program in the matter of 
proper selection, train'ng and super- 
vision of new men, and continued: 

“As individuals, it is up to all of us 
in the field to give our best for this 
grand business of ours. We are the men 
who meet the public. It is by us that 
the people largely judge the business. 

















We must be industrious, honest 
sincere. There are few businesses wh 
offer such an opportunity to rende: 
service for our fellow men. We m 
make the accident and health professi 
one of the most respected in the count: 
“It is the duty of each of us to w 
through his local association, to coo}: 
ate with those who are leading the a 
tack against health insurance. It 
through our coordinated efforts that m 
can be accomplished. This is not ji 
the job of our local leaders; it requir 
the efforts of every man in the acciden! 
and health business; he must cooper: 
if our battle is to be most effective. 
allenge to Underwriters 
“And this threat of Social Securi: 
offers to every field underwriter a ma 
nificent opportunity and challenge. A: 
cident and health insurance today is re- 
ceiving the greatest possible publicity 
through the activities of those who snpon- 
sor compulsory plans. Labor leaders 
look upon income protection as a ‘must.’ 
Every citizen today knows the import- 
ance of disability insurance, for the need 
and unparalleled desire for security has 
created a peak demand for our services 
It is our duty to serve our fellow men by 
giving them the protection they need. 
“Our business is growing faster to’a 
than any other line of insurance. And it 
will continue to grow. for our market 
is nearly unlimited. We must insure an 
ever larger number of people and satisfy 
their desire for security. By so doing, 
we can solve the cry for protection 
through the American way of free enter- 
prise. It is the efforts of the field under- 
writer more than anything else which 
will ward off this threat of compulsion 
which is so foreign to the American wa\ 


of life.” 


R. B. Suiits Addine 


(Continued from Page 32) 


ployed an efficiency expert. These men 
are high-priced and spend some. six 
weeks to several months straightening 
out home office procedure. They ap- 
parently are worth what they cost. Why 
can’t we employ some efficiency experts 
in the sales end of our business? | 
think it is time that we adopt some 
kind of research plan that would make 
an exhaustive study of the market we 
are trying to serve. 
Public Relations 

“In our National Association we have 
a public relations committee and it his 
done a fine job. A committee of this 
kind, however, can only go about so far 
—it has no money to spend, the men 
bers are widely scattered and get to- 
gether not any more than twice a year 
It is time that a definite program 0 
public relations be worked out. that 
functions every day in the year for our 
business. 

“The meeting of the National Associ: 
tion in Denver in June went on record 
emphatically in favor of this, so it | 
comes now a question of what kind 
organization can handle it for us. W! 
can the association afford, but most i: 
portant—what can the industry of ac 
dent and health afford toward this en 
Perhaps, this, sometime in the near 
ture, could become a function of t 
Insurance Economics Society or soi 
similar organization. It should definit: 
be a program laid out at least on a té 
year plan, with proper enthusiasm 
educating the public on the values 
necessities of disability insuran 
Whether we are ready and able ri: 
at this time to promote an organizati 
similar to the Life Institute may 
problematical, but, we do need to m: 
the start.” 





“COUNT” MUELLER MISSED 

E. H. “Count” Mueller, who serve‘ 
for more thama year (1945-46) as sec! 
tary-treasurer of the National Associ 
tion and did a fine job in this capaci 
was unable to attend the Miami Bea 
meeting this week. He was missed. 
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MARYLAND ADVERTISEMENTS APPEAR 











By awakening businessmen to 
the ever-present threat of em- 
ployee dishonesty, such adver- 
tisements as this help Maryland 
agents and brokers sell Fidelity 
Bonds to cover an organiza- 
tion’s entire personnei. 














$60 A WEEK...$60,000 A YEAR! 


HE’s ON THE PAYROLL for $60 a week... but 
he’s into his company for $60,000 a year! 

No, his employers don’t know it—yet. But they 
will... when he makes the one careless move that 
betrays the embezzler—and reveals the stagger- 
ing total of his thefts from company funds. 

Records show that employees—- many of them 
highly trusted — steal millions of dollars each 
year. Opportunities are many. Temptations are 
strong. And in most businesses, it is “too easy” 
to pilfer, to defraud, to alter papers and forge sig- 
natures... toembezzle. 

Though there are scores of ways for an em- 
ployee to steal monefor property from his em- 





ployer—there is only one sure way for an employer 
to protect himself against such loss. That is by 
covering his entire personnel, at very moderate 
cost, with a Fidelity Bond. 

Guaranteed honesty is the best policy for any 
business. Losses from employee dishonesty are 
now showing an alarming increase. It will pay 
you to consult your Maryland agent or broker. 
Whether your business is large or small, he can 
prescribe precisely the sort of bond protection 
you need. 

Remember, because your Maryland agent knows 
his business, it’s good business for you to know him. 
Maryland Casualty Company, Baltimore 3, Md. 


THE MARYLAND 





REGULARLY IN 
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Sales Congress Talks 
Teem With Good Ideas 


G. H. KNIGHT THE CHAIRMAN 
Speakers Included losers. Richards, 
Gantz, Knadle, Redfield, Costigan; 
Outstanding Producers 

M‘ami Beach, Fla, Jan. 9—The sales 


congress this morning in connection 


with the mid-year meeting of the Na- 
tional Association of Accident & Health 
Underwriters at Blackstone Hotel here 
proved to be one of the highspots of 
this gathering of A. & H. leaders. Un- 
der the stimulating chairmanship of Gil- 
bert H. Knight, first vice president of 
the association, a program of timely 
sales talks were presented by speakers 
outstandine in their respective com- 
munities. The iineuy included George J. 
Richards, CLU, Monarch Life’s general 
avent in Hartford, a member of the Na- 
tional’s executive board, who spoke on 
“Organizing Yourself for Sales’; Joe 
Gantz, Pacific Mutual Life’s general 
agent in Cincinnati, a platform attrac- 
tion at many agency meetings, whose 
subject was “Don’t Lock the Doorway” ; 
W. M. Knadle, Professional Insurance 
Corp. representative in Tampa, who 
made a worthwhile talk on “The Presen- 
tation,” and C. Truman Redfield, Chi- 
cago, who heads one of the largest of 
the Mutual Benefit H. & A. agencies. 
He talked on “Direct Mail Prospecting 
for Leads.” 
Delegates 
Robert J. Costig 


were also. stimulated by 
an’s rapid-fire talk on 
“Meeting Objections” which he has de- 
livered in many sections of the coun- 
trv and which never fails to make a hit. 
Mr. Costigan, Kansas City manager of 
the Business Men’s Assurance, is char- 
man of the National Association’s ex- 
ecutive board. 
Approach and Interview 


the benefit of his own success- 
ful technique, George Richards first pre- 
sented certain fundamental methods 
which should be developed by disability 
or life insurance salesman who are anx- 
ious to make good. They are (1) a 
workable and interesting approach, and 
(2) a well organized interview track. 
He is convinced that the interview 
should lead directly to the prospect’s 
loss of income problems; that the finan- 
cial problem should be firmly and defi- 
nitely fixed in his mind, and that a 
sound and economical solution should 
he offered by the salesman. Further- 
more, Mr. Richards urged that the pros- 
pect be motivated to action at once 
rather than waiting until some indefi- 
nite future date. As a final suggestion, 
he pronosed that the sale be consum- 
mated by payment of the premium or a 
substantial deposit, thus binding the 
company and the prospect. 

The sneaker directed attention to the 
next question under his theme “Or- 
ganizing Yourself for Sales” and _ that 
s “What financial results do you desire 
in 19472” He asked: “How many dol- 
lars of annual premiums must you ‘pay 
for’ to obtain that financial result and 
how many sales must you obtain to ac- 
complish that amount of premium dol- 
lars?” Here is the method he proposed: 

“Divide both the premium volume and 
the number of sales by fifty weeks, al- 
lowing two weeks for a vacation, so that 
you arrive at the ‘required accomplish- 
ment’ for each work week of the year. 
Then, determine your present closing 
ratio, that is, the number of new pros- 
pects you must see and interview to ob- 
tain each new sale. This will give you 
the number of sales required each week 


Giving 


and the premium volume that that num- * 


ber of sales will produce. To illustrate, 
if your experience proves that five in- 
terviews on new prospects produce one 
ale, you must multiply the number of 
new sales required by five thus arriving 
at your new prospect goal, for each 


week. Without that number of new 
prospects, you cannot reach your weekly 
production goal.” 

Cold Canvass vs. Reference Prospects 

Mr. Richards then compared the cold 
canvass with qualified reference pros- 
pects from the vewpoint of actual sales 
produced, say'ng: “On cold canvass, an 
average of twelve calls is necessary to 
develop eight interviews and to develop 
one sale. However, the comparable ratio 
cn qualified reference prospects is five 
calls to obtain three interviews, to ob- 
tain one sale. In short, the time spent 
in reference interviews is at least twice 
as profitable as the time spent in cold 
canvass interviews.” 

The speaker went on to give prospect 
reactions when they are approached and 
the name of a mutual friend or acquaint- 
ance is mentioned. “The first reaction,” 
he said, “is that the prospect is obli- 
cated to hear cur story. His thinking 
process is that th's mutual friend would 
not have sent us to see him unless we 
had an unusual product to talk about. 
Very seldom is he curt to us on the 
apnroach, as he does not wish us to go 
back to that mutual friend and indicate 
any possible discourtesy on his part. It 
also establishes a mutual foundation be- 
cause most men will accept friends of 
their friends on an equal level. 

“The second important point is that 
it establishes conSidence in the pros- 
pect’§ mind or in the reverse procedure, 
removes his suspicion as to whether 
you as a sal.sman are O.K.—as_ to 
whether the contract that your company 
offers is O.K. and 7s to whether the 
company itself is O.K.” 

Six-Point Program for 1947 

In conclusion Mr. Richards summar- 

ized the points that should be kept in 


(Continued on Page 42) 





Fine Job by C. E. Waller 


C. ERVIN WALLER 


C, Ervin Waller, general chairman of 
the National Association’s mid-year 
meeting at Miami Beach this week, 
added to his prestige by the exceilent 
job of convention planning which he 
and his committeemen accomplished. 
The speaking program clicked and the 
entertainment features left little to he 
desired by the delegates to this 
gathering. 

The Professional Insurance Corp. of 
Jacksonville, of which Mr. Waller is 
president, was well represented. 





PLUS Business 


PLUS Income 


How to Build Up 
Extra Premium Volume 


Many underwriters have found that they can 
build up a substantial extra premium 
volume by adding to their sales kit a good 


line of 


Life, Accident, Health and Hospital 


policies. It means more business per sales 


talk 





. plus business that pays. It’s also 
plus service for your established customers. 
Many of your well-covered clients and their 
families need extra protection now. 


- 


Here you will find personal protection plans 


of wide appeal . . . policies backed up by one 
of the strongest companies in the field. Write 


now for full details. 


FEDERAL LIFE & CASUALTY CO. 


Detroit 2, 


Michigan 


ESTABLISHED 1906 





Crutchfield Opens 
Attractive Progr: m 


SMITH RESPONDS TO WELCC EF 





Gregory and Costigan Luncheon Ch; ir- 
men; National Council to Meet 7 
day; Entertainment Features 





Miami Beach, Jan. 8—The mid-,. ar 
meeting of the National Associatio: of 
Accident & Health Underwriters got off 
to a good start here today in the Blick- 
stone Hotel with leading A. & H. pro- 
ducers from many sections of the c nin 
try attending. G. A. Crutchfield, vice 
president of the Professional Insurance 
Corp. of Jacksonville, who is a meniber 
of the National’s executive board, called 
the meeting to order and immediaicly 
thereafter Louis Lamont, a noted singer 
here, sang the National Anthem. Inyo- 
cation was pronounced by Rev. J, 
Mitchell Taylor, rector of All Souls 
Episcopal Church of this city. 

Following a short address of welcome 
by H. Barrett King, president of the 
Florida Association of A. & H. Under- 
writers, Mr. Crutchfield introduced Tom 
F. Smith, who is public relations and 
convention director of Miami Beach, 
an Herbert A. Fink, mayor of the 
city, both of whom were warm in their 
welcome to the delegates. R. B. Smith, 
Great Northern Life, Oklahoma City, 
as president of the ‘National Associa- 
tion, responded appreciatively. 

No Formal Address by Larson 

President Smith had hoped to intro- 
duce J. Edwin Larson, Insurance Com- 
missioner of Florida as the first speaker 
today but, due to pressure of official 
business, the Commissioner was de- 
tained. It was necessary for him to be 
in Jacksonville, having been subpoenaed 
to appear at a Federal court case in- 
volving an insurance company. He was 
on the program to speak on “Regulation 
of Insurance and Agents.” In his place 
T. W. Shands, Deputy Insurance Com- 
missioner, spoke. 

The thought-provoking address _ of 
Gilbert H. Knight of Cleveland, first 
vice president of the National Asso- 
ciation, which closed the morning ses- 
sion made a big impression. Reviewed 
in detail on another page, it sounded 
the keynote for the organization’s future 
progress. 

E. F. Gregory, second vice president 
of the National Association, who is 
Business Men’s Assurance manager at 
Denver, Colo., presided at the luncheon 
today at which William B. Power, sales 
star of the Chevrolet Division of Gen- 
eral Motors Corp., was the speaker. Mr. 
Power lived up to advance publicity on 
his platform ability and gave one of 
the most inspirational talks ever heard 
at a National Association gathering. 

The afternoon was given over to 
recreation, some of the delegates visit- 
ing Tropical Park Race Track and 
others enjoying the ocean surf or olf. 





Second Day’s Program 

Miami Beach, Jan. 9—Chief attraction 
on today’s program was the sales con- 
gress, convening shortly after 10 «™., 
which was presided over by First ° ice 
President Knight. It is highspotte:’ in 
another column, lead-off speaker |. ng 
George J. Richards, CLU, general 2 «nt 
of Monarch Life in Hartford, and : 0s- 
ing speaker Robert J. Costigan, ex. cu- 
tive board chairman, who is Ka sas 
City manager of Business Men’s As ur- 

ance. It was a stimulating session. 
Luncheon speaker was Charles | cy- 
den of Miami Daily News, who ta sed 

on “The Humorous Side of Life.” 
The panel discussion on “The Dan: «rs 
of Social Security Expansion,” held his 
afternoon under the chairmanship 0! 
B. Cornett, vice president, Loyal 
Protective Life, also stimulated ‘cen 
interest on the part of the deleg: tes. 
It is also reviewed in another column. 


(Continued on Page 40) 
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How far could a man go without his pay check? How could he pay 
for food, clothing or his monthly costs for his home? Or, hitting closer to 
you, how could he pay for all the insurance he regularly buys from you? 

Now...all you have to do is to take one quick look at the statistics, 
and you'll see how the rapidly increasing accident rate is grabbing pay 
checks from the hands of thousands upon thousands each year. You'll 
see how important it is for you...as a wise insurance counsellor... to 
sell Personal Income Insurance. 

Ask about our complete plan that guarantees quick and easy sales of 
our new broad form of Personal Income Insurance. 


THE EMPLOYERS’ GROUP 


SURETYSHIP & INSURANCE 


Fidelity, Surety — Fire, Inland Marine, Casualty, and Aircraft 
THE EMPLOYERS’ LIABILITY ASSURANCE CORP., LTD. 

THE EMPLOYERS’ FIRE INSURANCE Co. 

AMERICAN EMPLOYERS’ INSURANCE Co. 


ONE LIBERTY SQUARE, BOSTON 7, MASS, 






















Our national advertising 
in The Saturday Evening 
Post, Time, and American 
Home is designed to help 
you sell all types of prof- 
itable coverages to all 
assureds at all times, 


Our direct mail advertising, 
coordinated with our national 
advertising, is another reason 
why you should be interested 
in being The Man with the Plan, 
The Employers’ Group man, 
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“Biz shots” are only “small shots” 


who kept on shooting. 
x * x 


Students of nomenclature will be in- 
terested in an item which appeared in 
the New York Times last week: 

“ANTONOFF-MINTZ—Dr. and 
Mrs. Herman Mintz announce 
the marriage of their daugh- 
ter, Kandy, to Mr. James M. 
Antonoff, on December 15, 1946.” 
Which causes us to wonder if Kandy 
Mintz had a brother and if his name 
might have been Pepper Mintz. (Items 
like this one “get” us.) Hi, ho! 
7 * * 
doctor is 


Beauty Note: A_ beauty 


really a phiz-ician. 
: * * 


Clarence (New Amsterdam Casualty 
plate glass underwriter) Potts is telling 
the story of the chap who said: “She 
said she would be faithful to the end.” 
His friend said: “That sounds good!” 
“But,” continued the first guy, “I’m 
the quarterback.” 

* 


XK 


x * 

When Hank (Security of New 
Haven) Eisenreich’s nephew asked him 
sentence with the words “ef- 
fervescent” and “fiddlestick,” Hank 
said: “Effervescent enough covers on 
the bed, your fiddlestick out.” 

x x 


for a 


Important. The above is so “corney,” 
we must confess, Hank never had any 
part of the preceding item. (A touch 
of cold feet, Hank.) 

x * * 

Fred (McDaniel & Co.) Mezey says 
he seems to get sinus every time he 
hears the “Londonderry Air.” 

: eo 4 


As we have said on numerous occa- 
sions, we like Don J. (Washington 
National) Wellernkamp’s “Back Chat” 
in his company’s monthly bulletin. In 
the December issue, he had a lead-off 
item which we thought was a “honey.” 
It was this: 

“A few days ago I sat for an hour 


with a group of men who were dis- 





ADVOCATES NEW COMP. PLAN 





New Michigan Governor Favors Re- 
moval of Administration from State 
Department of Labor 
Governor Kim Sigler, Michigan’s new 
executive, advocated in his inaugural 
message to the 1947 legislature, that ad- 
ministration of the workmen’s compen- 
sation law be completely divorced from 
the State Department of Labor and In- 

dustry of which it is now a part. 

In recommending a consolidation of 
state agencies dealing with various la- 
bor matters, the governor said: 

“I believe, however, that the adminis- 
tration of the workmen’s compensation 
law should be entirely removed from 
this department. No law can be prop- 
erly administered where pressure of one 
faction or the other is exerted upon its 
judicial interpretations. 


A. & H. Program 


(Continued from Page 38 





In the mid-afternoon the delegates 
were treated to a cruise of the delight- 
ful inland waterways of Miami and 
Miami Beach. This evening a garden 
party was held on the grounds of the 
Blackstone Hotel, at which the enter- 
tainment feature was a water show. It 
- alle ne 4 “he- +f ~ ~ »” 
was hailed as a “beautiful spectacle. 

Tomorrow morning members of the 
National Council will meet to discuss 
1947 activities of the association. Presi- 
dent Smith is scheduled to preside. The 
luncheon speaker will be Selden F. 
Waldo, president of the United States 
Junior Chamber of Commerce, and he 
will be introduced by Mr. Costigan, 
presiding officer. 





cussing personality traits and_ listing 
characteristics which go to make a 
pleasing personality. Such items as 


kindness, graciousness, patience, toler- 
ance, friendliness, courtesy and_ fifteen 
or twenty additional virtues soon ap- 
peared on the tabulation. Suddenly it 
occurred to me that were I to meet 
a person whose personality comprised 
all of these and only these elements, I 


should become bored to the utmost 
degree in one minute flat! 
“It is the combination of natural 


human attributes, good and bad, in 
varying quantities, which make for 
truly interesting and sparkling person- 
alities—not a halo-crowned specimen of 
sweetness and light. I like a little salt 
with my dishes; a little sauce on my 
steak.” 
* * * 

By this time, the kids are back in 
pre-kindergarten or college, and_ it’s 
again possible for a parent to find what 
he left where he left it. 

‘oss Te 


Christmas Echo: We hope that in 
some of the policies you wrote in De- 
cember, you found a Santa Clause. 


—MERVIN L. LANE. 


they are doing. 





BRINK AGENCY HAS LUNCHEON 





Entertains Over 230 at Detroit; Dyer Is 
Honor Guest; Offers Trips as 
Rewards for Production 

Over 230 men and women were guests 
of the Earl B. Brink Agency of the 
Mutual Benefit Health & Accident Asso- 
ciation and United Benefit Life Insurance 
Co., covering the state of Michigan, at 
Detroit, December 29. George L. Dyer 
of the Insurance Agency Co., St. Louis, 
was guest of honor at the luncheon 
which was held at the Detroit-Leland 
Hotel. 

The theme of the meeting was “There’s 
a Barrel of Money for You in 1947.” 
To carry out this theme, stage money 
was strung all over the room, strewn on 
the tables and brimming out of the 
barrel. 

Exhibits showed the records set and 
the goals ahead. A majority of the 
speakers were seated at these exhibits 
and when a speaker’s turn came, the 
audience shifted attention to his exhibit. 
Chicago & Southern Airlines had an ex- 
hibit to show some of the Brink Agency 
plans for 1947. A trip to Havana, Cuba, 
is the reward for the top producer in 
January. Trips to follow include New 


Orleans, Monterey, Mexico, New York 
City and other places. 
All 1947 production will be counted 





More than one reason has been given for the current boom in life 
insurance production and some of them are probably correct. In 
assigning reasons for the gigantic volume of quality life business 
which has swamped the underwriting and issue departments 
throughout recent months let us not forget to give a fair share of 
the credit to the efficiency and hard work of the fieldman who 
writes the application. In common with the majority of American 
life companies, the Washington National has experienced a gratify- 
ing increase in paid-for volume. We take this opportunity to con- 


gratulate our Washington National fieldmen for the splendid job 


WASHINGTON NATIONAL 
INSURANCE COMPANY 


CHICAGO 
George R. Kendall, President 


Executive Offices:.Evanston, Illinois 


Bilquez Bond Manager for 


Century at Newark Of ¢ 


William A. Sadler, field manager 4; 
the Century Indemnity Co. of e 
Aetna Insurance Group at Newark \V 
J., announces the appointment of (. © 
Bilquez as superintendent of the fid. \ 
and surety department of the Ney «i 
office. 

Mr. Bilquez has engaged in the 4- 
delity and surety business for twe  y 
years and has had experience in !);j 
underwriting and production. The | ad 
department is a new enterprise for :he 
office. 





COVERS HOUSING PROJECT 


Great American Indemnity Co., through 
Wren & Van Alen, Inc., general agents 
Los Angeles, has executed a bond for tie 
Culver City (Cal.) Housing Corp., to 
cover the $5,000,000 construction of homes 
for individuals and for GI’s in the Culver 
City Housing Project. Six other sureties 
are participating in the risk. 





by new premium volume instead of num- 
ber and size of policies as formerly, 
Everyone who writes the estabished 
honor goal of $1,000 per month in new 
premiums will be Brink Agency guests 
— home office in Omaha in January, 
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Dineen Will Address 
Pittsburgh Gathering 


N3URANCE DAY SET FEB. 1 





Avery Named General Chairman; Bes- 
si» Snyder Executive Secretary; 1,000 
Executives Invited to Event 


bert E. Dineen, New York Insur- 

an: Superintendent and president of 
the National Association of Insurance 
Co ‘missioners, will be one of the prin- 
cip:| speakers during the twenty-first 
ani.ial Pittsburgh Insurance Day ob- 
ser ance on Monday, February 17, in 
Ho cl William Penn. This unique edu- 
cational and social event will again be 
spo:sored by Insurance Club of Pitts- 
burch. Norbert H. Weidner, president 
of ‘he club and manager for Reliance 
Life, has announced the appointment of 
George F. Avery as general chairman 
and Bessie M. Snyder as_ executive 
secretary. 

Mr. Avery is the assistant manager 
of the Pittsburgh branch office of 
United States Fidelity & Guaranty Co. 
and is currently serving as vice presi- 
dent of the club. He has been very 
active in club affairs for many years, 
most recently completing an unusually 
successful year as chairman of the im- 
portant activities committee. Miss Sny- 
der was associated with the Insurance 
Club and the Pittsburgh Association of 
Insurance Agents for nine years until 
her resignation last May. She now 
returns to manage the Insurance Day 
undertaking in which she will be as- 
sisted by her former secretary, Helen 
M. Clouse. 

Report Program Progress 

Progress is reported on the prepara- 
tion of the program for I-Day, as it 
has come to be known to Pittsburghers. 
Featured will be a luncheon, the 
twenty-first annual dinner and a group 
of educational conferences. The All- 
Industry approach will again charac- 
terize the program with sessions de- 
voted to fire, marine, casualty, surety 
and life subjects of current import. In 
this endeavor, the club enjoys the ac- 
tive cooperation of all other Pittsburgh 
insurance organizations. Further details 
are to be announced shortly. 

Special invitations are being extended, 
as usual, to about 1,000 home office and 
national organization executives. 








W. A. EDGAR HONORED BY STAFF 





His 25th Anniversary with United States 
F. & G. Celebrated by Luncheon 
Party; Presented With Gifts 
W. A. Edgar, vice president of the 
United States F. & G. in charge of its 
New York office, was in the spotlight 
last Saturday at a staff luncheon given 
in honor of his twenty-fifth anniversary 
with the company. The affair, held in 
the Waldorf-Astoria Hotel, New York, 
Was attended by about seventy-five 
members of the New York office and 
home office officials. Dancing followed 

the luncheon. 

Toastmaster was Charles E. Finken, 
Whose own service in the U.S. F. & G. 
extends over about forty years. It 
\as his pleasure to introduce as_ the 
chie: speakers R. Howard Bland, chair- 
man of the board; Charles L. Phillips, 
execitive vice president, and Hugh D. 
_ 's, vice president in charge of 
clain.s 

The guest of honor was presented 
With a handsome gold pocket watch on 
ehalf of his associates, and with ap- 
propriate pieces of silver by the home 
i Mr. Edgar responded apprecia- 
ivel 





EXTENDS LINES IN CANADA 


li. Aetna Casualty & Surety Co. has 
ee given a Canadian certificate of 
Tegi-iry, authorizing it to transact the 
tollowing classes of business in Canada: 
aircra't and automobile (excluding insur- 
ance against loss of or damage to air- 
‘ratt or automobile), employer’s liability, 
pro zlass, public liability, theft, water 

Nawe, 





HOBLITZELL IS TREASURER 


U. S. F. & G. Elects Him to Succeed 
Houston; Was Officer in 
Both World Wars 
Alan P. Hoblitzell was elected treas- 
urer of United States Fidelity & Guar- 
anty Co. January 1, succeeding the late 

G. Porter Houston. 

He is a native of Baltimore, his 
father, the late Oliver O’Donnell Hob- 
litzell having been one of the 
employes of the U. S. F. & G. 

Mr. Hoblitzell holds an engineering 
degree from the Philadelphia Textile 
Institute and also studied economics 
and accountancy at New York Uni- 
versity. His first employment was with 
Mt. Vernon Woodberry Mills and after 
World War I, in which he served as 
captain, he was engaged in industrial 
survey work for a large textile engi- 
neering concern. 

In 1923 he entered the employ of the 
U. S. F. & G. and became auditor in 
the New York branch office. From 1929 
to 1932 he was manager of the U. S. 
F. & G’s St. Louis office, and comp- 
troller in Baltimore from 1932. until 
1942, when he reentered the United 
States Army. After his discharge in 
1945 as colonel in the General Staff 
Corps he became administrative assist- 
ant in the U. S. F. & G. 





early 


A. H. ULLRICH’S ASSIGNMENT 





Appointed Secretary-Treasurer of Cas- 
ualty Managers Ass’n of N. Y.; Con- 
nected With Century Indemnity 

Arthur H. Ullrich, who is assistant to 
Secretary Ashby E. Bladen in the New 
York department, Aetna Fire Group, has 
been appointed secretary-treasurer of 
the Casualty Managers Association of 
New York, which will hold its first 1947 
luncheon meeting next Monday. At that 
meeting editors of insurance trade jour- 
nals and presidents of brokers’ associa- 
tions will be guests. 

Mr. Bladen, newly elected chairman 
of the Casualty Managers group, selected 
Mr. Ullrich for his newly acquired posi- 
tion. Before joining the Aetna Fire 
Group, in which the casualty company 
members are the Century Indemnity and 
Standard Surety & Casualty, Mr. UII- 
rich spent a year or so with the Burl- 
ington, Vt. agency of Hickok & Board- 
man, Inc. as secretary. This agency 
represents Century Indemnity as state 
agents. He also served the Yorkshire 
Indemnity Co. as assistant secretary. 





EK. W. Sawyer, New York attorney, 
will be the dinner speaker of the Amer- 
ican Association of University Teachers 
of Insurance, in session January 24 in 
Philadelphia. His topic is “Progress in 
Meeting Problems of Insurance as 
Interstate Commerce.” 


WILLIAM J. McARTHUR DIES 





General Counsel, N. Y. Office, U. S. 
F. & G., Retired in 1943; Was 
Outstanding Lawyer 
William J. McArthur who was asso- 
ciated with the legal department of 
the New York office of the United 
States Fidelity & Guaranty Co. from 
April 1, 1916, and for many years prior 
to his retirement on August 1, 1943, was 
general counsel of that office, died at 
Amityville, L. 1, on December 25, 1946. 
He was born at Ogdensburg, N. Y., and 
was graduated from Amherst College in 
the class of 1895, a classmate of former 
President of the United States Calvin 
Coolidge and Senator Dwight B. Mor- 

row. 

Mr. McArthur was one of the out- 
standing lawyers in the field of surety- 
ship and was generally held in the 
highest esteem by the legal profession 
in this city. He was a member of the 
New York County Lawyers Association. 

Surviving Mr. McArthur are his wife, 
Maud; a son, Donald McArthur, and a 
daughter, Jean Smith. Funeral services 
were held December 27 at the First 
Methodist Church of Amityville. 





WRITES AIRCRAFT IN CANADA 

The North British & Mercantile Insur- 
ance Co. has received authorization to 
write aircraft insurance in Canada, in 
addition to the classes it is now writing. 
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RX FOR PROFITS 


Here’s a brand new prescription that packs vitamin sales punch for your 


Continental offers a general liability contract for druggists, newly designed 
to cover legal liability for professional errors and accidents to the public 
occurring in, on or away from drug store premises. Included is coverage for: 
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2) improper preparation or service of food or drink at the drug store soda 


3) any accidents to the public occurring in or on the premises, as well as 
any accidents away from the premises in which a messenger may be involved 
(excluding auto liability). 


Start prescribing for your community druggists this week. A letter will bring 
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E. W. Sawyer 


(Continued from Page 30) 


state rights; that we believed opposition, 
in which many of our members would 
join, was strong enough to defeat the 
\ll-Industry bills in many states; that 
our minimum guide was only a sugges- 
tion that the committee was free to 
change; and that our sugestion  illus- 
trated how recognition of local views 
could be accomplished without sacrificing 
the excellent work accomplished by the 
committee. 

“Our proposal was rejected—not only 
our suggested minimum but also the idea 
that there could be any variation from 
the drastic control of the All-Industry 
bills. Since its rejection the situation our 
proposal anticipated has developed and 
in the days to come will, I believe, de- 
velop on a larger scale. State after state 
is preparing and making public its own 
ideas, the most of which fall squarely 
within the area for compromise we sug- 
cested.” 

Mr. Sawyer stressed the point that his 
proposal was not in the form of bills in 
lieu of the All-Industry bills or even a 
proposal that the suggested minimum de- 
sree of regulation be adopted. He said it 

as “quite clear that we were proposing 
compromise with local interests on a 
degree of control between that of the 
\ll-Industry bills and an agreed. mini- 
mum. Yet our suggestion, which our 
friends on the other side call the ‘Saw- 
yer proposal’ has followed the strategy 
of treating it as a proposal by me that 
minimum bills be substituted for the 

\ll-Industry bills. Not one word has 
been said, except by our organization, 
about the principles and purposes of 
our sugestion.” 

Bills Not Perfect 

The argument is advanced, said Mr. 

Sawyer, that the All-Industry bills are 


R. W. Watt Wiaswid 


(Continued from Page 30) 


home office in January, 1926, Mr. Watt 
was appointed agency superintendent for 
the Royal and Eagle Indemnity Cos, and 
continued in this capacity until the 
spring of 1928. He was then appointed 
second vice president of both companies. 

Joined Moody’s Investors Service 

The next step in Mr. Watt’s career 
caine in March, 1929, when he resigned 
from the Royal Indemnity to accept a 
vice presidency of Moody’s Investors 
Service. This move came as a surprise 
to his many insurance friends, but Mr. 
Watt has kept up his friendships and 
contacts over the years with company 
executives as well as leading producers 
of insurance. Appointed a director of 
Moody’s in January, 1930, he has served 
since then in the capacity of vice presi- 
dent and director. 

His Baseball Career 

\n interesting sidelight on “Bob” 
Watt is that he was such an outstand- 
ing baseball player at Columbia—being 
captain of the champion 1916 team 
that the big league Detroit “Tigers” 
signed him up to play professional ball. 
In his first year as a professional, Mr. 
Watt was farmed out by the “Tigers” 
to the Newport News team in the Vir- 
ginia league, and at the end of that sea- 
(1916), his team won the cham- 
pionship of the league. Then, in the 
winter of 1917 he was sent to the 
Chattanooga team, manager of which 
was Kid Everfeld, one time Yankee 
shortstop. It wasn’t until the outbreak 
of World War I that Mr. Watt gave 
up baseball to enlist in the Army Air 
Forces. 

Mr. Watt’s prominence in Columbia 
University affairs today is indicated by 
his membership on the committee of 
atheletics and the committee on state of 
Columbia College; also he is director of 
the Alumni Federation, Columbia Uni- 
versity and a member of the Columbia 
University Club. His clubs include the 
Bankers of New York. 


son 


not perfect; that experience in the fu- 
ture may dictate the need for some 
modification; but the bills should be 
passed as they now are. “How does one 
go about getting back from government 
a control once granted to it?” he asked. 
“Did anyone ever hear of control being 
exchanged for anything except more 
control? Instead of giving government 
plenary power at the outset, logic would 
dictate that if the All-Industry bills are 
not, in the opinion of their proponents, 
perfect, experimentation with so vital a 
point as governmental control over the 
activities of the business ought to be 
from a minimum of control toward great- 
er control instead of from a maximum 
of control toward less. Once govern- 
ment is given strict control we _ shall 
never obtain less.” 

Taking up a question addressed to 
him by Mr. Dorsett, asking wherein Mr. 
Sawyer’s proposal, which deprives the 
Commissioner of an opportunity to re- 
view filings before they become effective 
and which removes the express require- 
ment permitting an intelligent review of 
these filings meet the spirit of Public 
Law 15, Mr. Sawyer said: 

“T have never believed that conferring 
the title of ‘Commissioner’ upon an in- 
dividual, too often an individual whose 
appointment is payment of a political 
debt or who accepts appointment hoping 
it will eventually lead to a job with an 
insurance company, endows him with 
greater wisdom than the management 
of our insurance companies. It seems 
to me the theory that a bureaucrat can 
better operate business than company 
management has been thoroughly ex- 
ploded. I believe no form of regulation 
can so effectively protect public interest 
as can fair competition. I have confi- 
dence in the ability of experienced un- 
derwriters when they are free to use it 
as they are when competition arises.” 

Purpose of Regulation 

Mr. Sawyer said that the only pur- 
pose of regulation of rates is to protect 
price-fixing combinations and that the 
examination of rates proposed by the 
All-Industry bills, since it is mandatory, 
must be more than perfunctory if it is to 
constitute regulation, because a manda- 
tory duty not met could not be con- 
sidered regulation. He expressed the 
opinion that the cost to the public of 
staffing every Insurance Department 
with personnel qualified to pass on rates 
intelligently would be too high a price 
to pay “solely tor the purpose of per- 
mitting price-fixing combinations to con- 
tinue.” 

Mr. Sawyer then addressed four ques- 
tions to Mr. Dorsett, concerning the 
following subjects: 

The reasons which led to seeking un- 
necessary government control over the 
insurance business; why producers are 
encouraged to support strict regulation 
of all rates of the companies they repre- 
sent and only a part of the rates of par- 
ticipating companies; how producers can 
be expected to meet the competition from 
participating carriers, particularly the 
direct writers; how can producers hold 
from foreign insurance or self-insurance 
the many multiple location risks held 
now only because, through judgment 
rating, underwriters can fix premiums 
equitable for those risks to pay. 

In closing, Mr. Sawyer asked his audi- 
ence to consider two points, as follows: 


Right to Contract 

“1. In the All-Industry Committee we 
failed to procure adoption of a provision 
protecting the right of producers to con- 
tract with carriers with respect to the 
terms and amounts of their compensa- 
tion. 2. We suggested incorporation in 
the All-Industry bills of a provision for 
concerted action subject to supervision 
by the Commissioner, that would have 
enabled producers to act in concert 


without violation of the Sherman Act. 
Provisions were adopted that afford this 
protection to advisory organizations but 
not to producers. 

“T recommend that you include provi- 
sions covering these points in your bill, 
for your own protection.” 
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Bligh Succeeds Miller 
In Weghorn Agency, N. Y. 


Raymond V. Bligh has been promoted 
in the John C. Weghorn Agency, Inc., 
New York City, to the managership of 
its casualty and automobile departments 
effective January 15. Mr. Bligh suc- 
ceeds William S. Miller, who has re- 
Weghorn agency to 
enter the local agency business in New 


signed from the 


Jersey. 

Although with the Weghorn agency 
for only six months, Mr. Bligh has a 
creditable record behind him in the cas- 
ualty and automobile fields. His previous 
experience includes twenty years with 
the Gruber & Lynch agency, New York, 
\where he managed the casualty depart- 
ment, and before that for several years 
with the North British & Mercantile 
handling fire and theft underwriting in 
its metropolitan N. Y. office. 

Mr. Miller has had twenty-three years’ 
experience in the casualty insurance 
field, the past four of which he has been 
with the Weghorn agency whose casu- 
alty department he organized. For nine- 
teen years he was with Minner & Bar- 
nett, Inc. He leaves the Weghorn or- 
ganization with best wishes for his fu- 
ture success in running a local agency 
in the Jersey territory where he has 
many friends. 


A. & H. Sales Congress 


(Continued from Page 38) 





mind in “Organizing Yourself for Sales” 
as follows: 

(1) Sit down and put in writing exactly what 
you wish to accomplish in 1947, 

(2) Lay out the plan in detail, exactly how 
you are going to accomplish it. 

(3) Break down that plan into fifty weekly 
jobs and then do each job each week. If you 
Week’s job into five 
daily jobs and do each days job, each day. ' 

(4) After your plan is completed, then work 
your plan, each day. 

(5) Get your policyholders and claimants to 
work for you. It will really pay dividends. 

(6) I’d suggest that you type the following 
rule and paste it on the top of your desk or 
your bathroom mirror where you will see it 
every morning as you shave: 

“Find out what is most profitable for you 
and do more of it. 

“Find out what is least profitable for you and 
do less of it.” 


wish, break each down 





H. L. CARLETON PROMOTED 

Henry L. Carleton has been promoted 
to assistant manager of the Fireman’s 
Fund and Western National Indemnity 
Cos. for the southern California depart- 
ment at Los Angeles. He will also be 
assistant manager, automobile depart- 
ment. He joined the Fireman’s Fund 
staff as a safety engineer in Seattle in 


May, 1935. 


“e 


G. H. Knight Talk 


(Continued from Page 35) 


to a letter - he received recently from a 
member of the Kentucky legislature 
who is also an insurance man. This 
legislator complimented Mr. Knight on 
an article he had written attacking the 
proposed rate regulation of A. & H. bus- 
iness. At the same time he urged that 
the best defense against unfair political 
attacks would be to elect more insur- 


ance men to state legislatures. Mr. 
Knight offered this suggestion at its 
face value and said: “Maybe some of 


you should think seriously of trying out 
this plan.” 

In conclusion the speaker expressed 
confidence that the National Associa- 
tion, with its full-time paid secretary 
and national headquarters, could get ac- 
tion at once on some of these projects. 
He saw the need for closer cooperation 
between local clubs and national officers, 
and said that if a local club needs as- 
sistance it should lay its problem before 
the national secretary “who will be only 
too glad to call upon the officers and 
executive board members for advice on 
its solution.” In addition, he said, the 
National Association should do the fol- 
lowing: 

1. Help local clubs to arrange well- 
rounded programs for their members, 
providing speakers whenever possible. 

2. Should develop, encourage and 
promote many more local and regional 
sales congresses. 

3. Should have material available to 
send to local clubs when they and their 
business are threatened by state insur- 
ance plans, unfair licensing practices, 
or rulings by. arbitrary Insurance Com- 
missioners. 

4. Should start at once an intensive 


campaign to eradicate the fly-by-night 
companies and crooked agents. 
5. Should also bring pressure to sto? 


misleading advertising, and nip in the 


bud any and all activities and practices 
of an unethical nature. 
Finally, Mr. Knight warned uinst 


any attempt to develop the Nation! As- 


sociation into anything resem)iiig @ 
trade union and said: “Our assoc ation 
is and should remain a strictly ifes- 
sional association dedicated to _ the 
development of our business on_ high 
professional plane. ... If we go ! rward 


on this plan and work together in har 
mony and cooperation, we need have ne 
fear for the future of the National 
Association of Accident & Health) Un- 
derwriters.” 


NEW CHARLOTTE, N. C., AGENCY 


With Morgan B. Speir, Jr., as pres 
dent-treasurer, Speir & Company, !n¢ 
has opened for business at 130 bas! 
Fourth Street, Charlotte, N. C. Mr. spe! 
announced that one feature of tiv ne" 
firm will be an engineering dey iment, 
which will assist in handling in rane 


risks subject to experience rating 





Jan 






























































January 10, 1947 











na 
ture 
This 
on 
the 
DUs- 
that 
ical 
sur- 
Mr. 

its 
> Ol 
out 


ssed 
Cla- 
tary 
ac- 
ects. 
tion 
cers, 

as- 
fore 
only 
and 
» on 

the 
fol- 


vell- 
bers, 
Ge 
and 
onal 


e to 
their 
1sur- 
ices, 
om- 


sive 
right 


7 Year In and Year Out 


g a 


: You'll Do Well with the Hartford 


high 
ward 
har- 
e no 
ional 


Un- 
HARTFORD FIRE INSURANCE COMPANY - HARTFORD ACCIDENT AND INDEMNITY COMPANY 
NCY HARTFORD LIVE STOCK INSURANCE COMPANY 





Writing practically all forms of insurance except personal life insurance - + + « Hartford 15, Connecticut 









- 
~ That's one way to 


mortality by about one half in a past 10 years. 
If you have a bad cold or one that hangs on, call your 


doctor at once! If more people would do that, the pneuv- 


still further. 
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Pneumonia is communicable and it works fast! 
That’s why early diagnosis and prompt treatment are so 


important. Remember, pneumonia is dangerous, and the 


worst months are ahead. 5a for preumontiy by guarding 
agamty cold. 






Metropolitan Life 
Insurance Company 


(A MUTUAL COMPANY) Fo 
Frederick H. Ecker Pe 


CHAIRMAN OF THE BOARD 





Try to keep in the best of health during the winter, for 
by keeping fit you lessen the risk of colds and pneumonia. 
However, if you get a bad cold, stay home and go to 
bed if possible, eat lightly, drink plenty of fruit juices 
and other liquids. Be especially careful not to get chilled. 


Watch out for pneumonia’s warning symptoms, which 
are usually a severe shaking chill followed by fever, 
coughing accompanied by sharp pains in the side or 
chest, and often rust-colored sputum. However, one type, 
virus pneumonia, starts slowly with a gradual rise in 


temperature, a feeling of chilliness rather than a shaking 
chill, and a slight sore throat with a hard cough, but 
little or no sputum. 


Some types of pneumonia, like virus pneumonia, do 
not respond to sulfa or penicillin. Whatever the type, 
calling the doctor quickly permits the prompt diagnosis 
and medical care which afford the best chance for rapid 
recovery. For other important information about pneu- 
monia, influenza, and the common cold, send for Metro- 
politan’s free booklet, “Respiratory Diseases.” 


TO VETERANS —IF YOU HAVE NATIONAL SERVICE LIFE INSURANCE — KEEP IT! 


Leroy A. Lincoln 
PRESIDENT ! 
1 - ADISON AVENUE, i ones 10, on nf 


OPYRIGHT 1947——METROPOL IFE INSURANCE COMPANY 








TuIs advertisement is one of a continu- 
ing series sponsored by Metropolitan in 
the interest of our national health and 
welfare. It is appearing in two colors in 
magazines with a total circulation in 


— of 30,000,000, including Collier’s, 


Time, Saturda Evening Post, Ladies’ 
Home inal, Good. Housekeeping. 
Cosmopolitan, McCall’s, American mee 
azine, Waenen’ ’s Home Companion, N 

tional Geographic, Parents’, and Re 
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